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Flectric Eye Will iniiaeie - Quebec Convention 
. » 4 
Safeguard Launching = v Of Aetna Leaders 
THE vW 
i _. LONDON & v 
Of Queen Elizabeth srrexct FRR service In Eastern States 
Arrangements Are More Elaborate a bd Tenth Year of Company’s Region- 
Than Those Employed for aN a naires Finds Many Qualify for 
the Queen Mary ve Last Decade 
DEPENDABILITY ww 
LAUNCHING SEPTEMBER 27 BUSINESS NOW GAINING 


Electric Eye Has Been Successfully 
Used on One-Ton Models 
During Experiments 


\ combination of electric eye and cine- 
atograph apparatus will be used as an 
ilditional safety check when the Cunard 


White Star liner Queen Elizabeth is 
winched from John Brown’s yard at 
Clydebank on September 27. When the 


Queen performs the ceremony the elec- 
tric eye, located immediately opposite the 
tern, will photograph on a motion pic- 
ture film the movement of the hull, which 
has been marked with white paint. The 
st minute hitch or deviation from the 
ormal, should any occur, will thus be 
egistered instantaneously as the ship 
tarts down the ways. 

During recent launching tests carried 
utin the yard with a model ship weigh- 
g one ton, the eve was successfully 
sed. As the model sped down the spe- 


ally constructed slipway, the eve reg- 
tered the time it took to clear the 
‘ip and come to rest in the water. 


The Queen Elizabeth is to be halted 
1M” feet clear of the end of the ways, 
i a) is scheduled to take ninety seconds 
1 the time Her Majesty presses the 
butt m until the drag chains bring her 
a stop 
Will Register Slightest Movement 
The photo-electric eve apparatus re- 
‘embles the automatic timer used to 
‘heck Captain Eyston’s land speed rec- 
tl runs at Utah. The day before the 
launching . When the keel blocks on which 
he ship is resting and the wooden sup- 
orts bel low her are being driven clear 
vith battering rams, the “eye” will also 
be watching. It will pick up the slight- 
— vement and tell the launching staff 
en sufficient supports have been driven 
ut. It will also register when the ves- 
, Which is at present being rammed 
0 allow the launching ways to be in- 
ested, has settled down on her cradle. 
his measure is precautionary, for if 
ne vessel were to move, a tremendous 
weight and strain would be transferred 
to the triggers, which hold her back until 
the launch. At this time the hull’s ton- 
lage will probably be about 40,000, but 
he liner will have a tonnage of approxi- 
mately 85,000 when completed. These 
‘afety arrangements are considerably 
more elaborate than those employed for 
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launching the Queen Mary. 
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Diced With Death! 


This 70-years-old policyholder called at one of our 
Agency offices in the middle of August. He came, he 
said, to surrender his policy. He had determined to take 
the cash value, invest it, reinvest the income, and each 
year he would add to the fund the amount of the dis- 
continued insurance annual premium. And he declared 
that at his death his family would receive more than if 
he kept the policy in force. The General Agent, one of 
our ablest, did his best to dissuade him. He left, saying 
he would think it over. In a few days came a letter 
requesting that the surrender check be sent to him. 


The account:—A $10,000 Ordinary Life in force long 
enough to have a cash value of $5.205.10. Accumulated 
dividends of $224.56.—on and off he had taken some of 
the dividends. Final dividend, $90.90. Total, $5,520.56. 


And so this man of 70, whose expectancy was nearly 
reached, at once began to dice with Death. On the elev- 
enth day after the cash surrender he lost! The wrecking 
of this protective insurance investment cost his family 
$4.794.90. The pity of it!—the more pitiful because his 
family bitterly needs the money. 


THE PENN MUTUAL LIFE INSURANCE CO. 
Wo. H. Kincs ey, President 
PHILADELPHIA 


Independence Square 
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Current Business Ahead of 1937, 
Says S. T. Whatley; E. E. 
mack and J. H. Brewster Talk 


By Clarence Axman 


Quebec, Sept. 14—The tenth anniver- 


sary regional meeting of the Aetna Life 
was held in Quebec this week at the 
Hotel Chateau Frontenac. It is the 
year’s third regional meeting of the 
company, the other two having been 
held in French Lick Springs and in 


Lake Tahoe. 

A number of men attending the meet- 
ing have qualified for the regional con- 
ventions every year since the start of 
these meetings a decade ago. One of 
these is H. G. Robbins, the Philadelphia 
blind agent, always a popular figure at 
this particular convention. 
include W. W. Luman and W. 
dington, New York City; H. G. Feldman, 
S. H. Friedman and J. B. Sullivan, 
Pittsburgh; J. W. Heisse, Baltimore; H. 
C. Fisher, J. L. Richards, H. B. Ma- 


Some others 


H. Wad- 


guire and F. N. Stricklin, Washington; 
J. T. McCance and E. L. McCutcheon, 
Hartford, and D. J. Johnston of Canada. 


Vice-President S.-T. Wh: atley, in charge 
of life insurance production, introduced 
the Ten Year Regionnaires to the con- 
vention. 


Many Executives From Home Office 


Among executives from the home of- 
fice who attended the Quebec meeting 
were Vice-Presidents E. E. Cammack, J 
H. Brewster, W. H. Dallas and Wilmot 
M. Smith. 

Some others present frcm home office 


were Secretary E. C. Bowen, accident 
department; E. C. Knapp, agency sec- 
retary, casualty; L. K. Babcock, secre- 
tary, casualty; H. E. Wright, assistant 
auditor; I. F. Cook, assistant secretary, 
Group; Dr. H. F, Taylor, associate med 


and these from agency di 


vision: R. W. McCreary, agency secre- 
tary; R. B. Coolidge and A. H. Hiatt, 
Ir.. superintendents of agencies; N. M 
De Nezzo, field supervisor; C. V. Picker- 
ing, advertising manager; E. H. Snow 
and W. C. Abbey, agency assistants. 
Capt. J. W. Heiss« 
for fifteen years has been one of the 
leaders of the Aetna Life, was chairman 
of the first day’s convention; E. G 
Schmitt of Baltimore was chairman of 
second day; and H. B, McGuire, Wash- 
ington, chairman of = day. One fea- 
ture of the convention was a one act 
performance of a Gro wl insurance sale, 
with I. F. Cook, assistant secretary Ot 
Group department, as one of the cast 
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CHOSEN FOR EXTRA PROTECTION 





Continental American Hails the Old Guard 





'STON 1. G. SHANNAHAN F. V. SIMPERS 5... & 

sy (Deceased) 

WHARTON A. M. WALLS A. B. CHEYNEY 
(Deceased) 


GODWIN Ww. & 


D. M. 





CARMINE 


Cc. C. TWIGG 


E. C. BURT 


WE SALUTE the original “Old Guard” of Continental American, set up by the men them- 


selves 15 years ago when it was discovered that among the field force there were ten who 


had given continuous service of ten years or more to the Company. 


Each of the eight sur- 


viving charter members has seen not less than a quarter of a century of continuous service, 


that of 
Annapolis, Maryland, now Captain by virtue of his length of service. 


the oldest contract in force being dated October 11, 1909 


Ellsworth C. 
To these men 


Burt of 
and 


to the 4938 Old Guard, comprising all Continental American representatives who have given 


- - . . . . r a 
at least ten years of full-time, continuous service—we pay tribute. We regard these men as 


important factors in the character and traditions of service of Continental American. 
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FINANCIAL SECURITY WHICH 
THE AGENT CANNOT OUTLIVE 


ONTINENTAL AMERICAN believes that men who devote 
their lives to assuring financial independence for others should 
be able to enjoy it themselves. The Company's Retirement 
Income Agency Contract pays a lifelong service salary so that 
an agent's compensation will not flatten out after ten years, and 
drop off to the vanishing point at the age when it is most 
urgently needed. Continental American representatives in their 
later years are not exposed to a race with decreasing renewals; 
their income is not limited to business written in the last ten 
years. Because it pays generous rewards for faithful and con- 
tinuous service, this salary feature—beneficial to policyholders 
as well as agents and managers—is one of the reasons why such 
a large proportion of Continental American agents today belong 
to the Old Guard. 


Continental American 


INSURANCE COMPANY 


DELAWARE 


LIFE 


WILMINGTON, 


For complete information, write W. M. ROTHAERMEL, Vice President 























Chech these 


Points of Extra Protection 


74 Assets 10% more than liabilities—double the usual 
margin of extra prote ction. 

v Preferred Class rates on a full line of ten different 
contracts. 


vo Originators of the Family Income Policy—also com- 


plete Family Protection rider for almost any policy. 
W  Extra-Protection “Business Policy” providing to Age 
65 an average of about 50% more than the usual 
amount of insurance per premium dollar. 
v One-Year-Term Additions—without evidence of in- 
providing an average of $100 of extra 
protection for every $1 of dividend. 


surability 


< 


New 20-Year Term policy with reduced rates for first 
§ years—convertible during first 15 years. 

WY  Change-of-Plan privilege permits Endowment and 
Limited Pay policyholders to reduce premium to 
lower than Ordinary Life premium as of original age— 
regardless of health or insurability. Limited Pay 
policies contain guaranteed Endowment option. 


Unique Educational Income Agreement automatically 
insures student beneficiary at no extra cost. 
Monthly premiums on all plans. 


Protection for every class of risk—preferred, standard, 
and substandard up to 2% times standard mortality. 


s 44 4 


For retirement protection: Optional Retirement 
Annuity and Adjustable Income Endowment giving 
complete flexibility to meet unknown future conditions. 
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Frazar B. Wilde Illustrates 


Wide Popularity of Insurance 


Frazar B. Wilde, president of Con- 
necticut General, was opening speaker 
the company’s regional conference at 
Yew Ocean House, Swampscott, last 
eek. He discussed the popularity of 
fe insurance, analyzed statements of 
‘tics and upsetters of existing con- 
acts, and reviewed the business sit- 
sation. 

In commenting on the allegation of 
ritics who say life insurance is a racket 
nd terms of partnership with insur- 
nee are onerous he said that is not the 
pinion of the general public. 

‘If the people of this nation have any 
ach idea it would be difficult to explain 
shy SO many men ot brains and high 
ecomplishments, captains of industry, 


Theme of Convention 
The regional conference of the Con- 
necticut General held at the New 
Ocean House, Swampscott, Mass., 
three days of last week was attended 
by nearly 400 persons. Largest dele 
gation was from the Stuart F. Smith 
agency, Philadelphia, more than fifty 
F. H. Haviland, vice-president in 
harge of agencies, was chairman of 
pening session and made conciuding 
tak, He reviewed the theme of the 
convention, “Applied Power.” He 
said that the program service a well- 
trained organization can offer is such 
that it can solve the serious economic 
problems of life insurance buyers. 
Knowledge and technique are not 
enough. With them must be coupled 
that enthusiasm and salesmanship 
achievement which make the protec- 
tion an accomplished fact. 


of institutions of learning, and 
iblic officials of the United States, in- 
luding the President of the Republic 
would pay large sums for equity forms 
I contracts, not to mention the anomaly 
of hundreds of executives of life insur- 
ance companies paying out thousands of 
lllars for their own insurance con 
tracts. When the cook eats his own 
brew it must be good,” said President 
Wilde. 


Greatest Good for the Greatest Number 
In commenting upon the flood of 
trtical books and articles Mr. Wilde 
sid that while this is a cause of irrita- 
ton in the field it is to be expected 
a we are in a period of history when 
all institutions are being critically ex- 
amined. As insurance has been notabie 
lr success it has also grown tremen- 
dously in size, thus attracting a cupidity 
and Jealousy which are natural. 

Life insurance takes pride in what it 
has accomplished and clients and pros- 
Pects are entitled to have questions an- 
swered which are made in good faith. 
While muck-raking books may be 
Speed for coneeenenn gain and to aid 
ie operatic s of a concealed twister it 
IS vita] that criticisms made by clients 
of the companies who are honestly puz- 
led by something they have heard or 
tad in a book or in a prospectus be 
answered and the answers are largely 
tooted in the basic theory of Legal Re- 
serve insurance. 

That insurance plan, so sound and 





Practical for the majority, may not al- 
"ays seem valid when applied to an in- 





Leaders in Business, Professions, Finance and Mass of 


People All Show Faith in Institutions by Buying Policies 


dividual case. Running through every 
aspect of the business is the theory of 
average or the greatest practical good 
for the greatest number; what people 
will do on the average as well as how 
many people will live or die on the 
average. “If each of you individually 
know your future you could easily de- 
termine what plan and how much, if any, 
insurance would best serve your ex- 
pectancy,” said President Wilde. “Since 
none of you can answer this question, 
you have to use your experience and 
best judgment supplied to average in- 
dividuals for yourself and you should d 
the same for your clients.” 


The Principle of Insurance 


The principle of insurance is that it is 
all a mutual operation which is essen- 
tially true even though the contract be 
a stock policy. The subscribers to the 
fund have rights and privileges, but they 
are limited and conditioned by the duty 
to all the others in the pool, A man 
does not pay loan interest on “my own 
money.” The company does not “con- 
fiscate the investment part of the pre- 
mium.” The partners have contributed 
money so that they can buy insurance 
and have privileges such as_ the loan 
call or even the surrender privileges un- 
der terms which will be fair to the many 
thousands of other partners in the same 
fund. The terms can be changed, but 
so will the cost. This is why there can 
be no proper comparison with savings 
banks and other private investments. 
This vital distinction in life insurance 
business should be made with greater 
emphasis by agents. 


Praises Insurance Commissioners 


Mr. Wilde paid a tribute to the in- 
surance commissioners and the manner 
in which they conducted their depart- 
ments. “It is necessary in handling the 
practical problems of running a com- 
pany to encourage as far as possible 


New Health Rider Increases its Benefits 


$50 weekly indemnity will pay $50 a week 


At the Connecticut General convention 
George Goodwin said that the company 
is to have a new rider which will be 
called the HN (hospital nurse). This 
rider will increase the allowances for 
hospital confinement and attendance by 
a graduate nurse from 50% of the weekly 
indemnity to 100%, which rider may be 
attached to its health policies. It will 
make it possible to furnish more ade- 
quate protection against expenses due to 
sickness and will further increase the 
attractiveness of the health policies. It 
will be possible to provide worthwhile 
allowances for hospital confinement and 
care of a graduate nurse even in rela- 
tively small policies. If this rider is used 
a policy for $25 weekly indemnity will 
provide $25 additional each week up to 
twenty weeks while confined in a hos- 
pital or attended by a graduate nurse. 
This is over $3.50 a day. A policy for 





“This “olicy is neces- 


oper ating in many 


public affairs Mr. 


democracy works best under a two party 


political sentiments, 


many instances will be more than enough 


to pay the entire cost of a hospital room 


where the insured requires both hospital 
confinement and care 


toward the expense 


specified amount per 
sickness and accident 


The additional 
Ages 18 to 50 will be seventy- 
cents for each $5 weekly indemnity. 
weekly indemnity for Ages 18 to 50. The 
rider may be attached to policies up to 


will be as active as their personal in- 
clination and time will permit in the 
support of their own party. This means 
some participation in caucuses or pri- 
maries and by all means casting their 
ballots and that of their families on the 
proper day, election day. While it is 
up to each individual to use his own 
best judgment in this choice of candi 
dates at primaries and at the election it 
is well to remember that American 
principles and men of principles are im- 
portant to assure the continuance of a 
successful democracy and a_ successful 
economy. 

The government can properly increas 
the field of regulation and it can do 
some things in the way of improving 
the competitive struggle, but it cannot 
produce wealth “We cannot have a 
higher standard of living permanently in 
this country except through a larger 
production which will make it possible 
to — by, more things among more 
people,” he declared. 


The Business Outlook 


As to the business outlo k Mr. Wilde 
said certain things have for a long time 
been apparent, one being that no sus 
tained high rate of commercial activity 
is likely in the world until the political 
and economic conflicts are at least miti 
gated. 

“The World War left a heritage of 
trouble and unsolved complexities,” he 





said. “We have a conflict both of ec 
nomic theory and of politic alogy 
which make sustained prosperity diffi- 


cult to attain. We are not an isolated 
country great as our resources are. On 
the other hand. we have many advan- 
tages despite the conflict both in eco- 
nomic thinking and in political theory 
in this nation. While, therefore, it is 
lificult to foresee any sustained period 
of excellent business it is not hard t 
believe that we can have a measure of 
improved business in this country 4 
year ago the trend was downward. For 
some months now it has been upward 
The great and comforting thought which 
should abide with us is that our busi- 
ness is almost unique in the range of 
opportunity it offers the individual to di 
well. There is scarcely a community 
where under the worst conditions there 
aren’t individuals in need of some form 
of added protection and well able to 
buy it. Whether they do or not de- 
pends upon our skill in seeking then 
out. Hence, this emphasis placed on 
prospecting. Then, too, there is the 
technical ability which agents have 
demonstrated in showing § individuals 
what form of insurance serves best. Hu 
man nature ch: anges but little and ther 
slowly. Ther is no evi idence that our 
people have changed in their persona 
habits and it is most unlikely that they 
will. They will continue to believe in 
thrift and provisions for their families 
for their future. Right approach over- 
comes alibis. We have an absolute be- 
lief in our future because in face of all 
increase in competition we are increas- 
ing our ability to serve sah and that 
will bring results.” 
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R. C. Mix Connecticut 
G. A. for State Mutual 


OCTOBER 24 EFFECTIVE DATE 


Grant E. Toothaker to Have Hartford 
Headquarters; T. G. Walsh to Follow 


Personal Production 


State Mutual announces appointment 
of Robert C. Mix, who has been field as- 


sistant in the home office agency de- 
partment since 1936, as general agent 
for Connecticut, with offices in New 


ROBERT C. MIX 
Haven and Hartford, effective Octo- 
be r 
Grant E. Toothaker, who has been 
with State Mutual since 1927, will have 


headquarters in Hartford. Mr. Tooth- 
aker a since his connection been one 
of the ompany ’s largest personal pro- 
yoy Thomas G. Walsh, who joined 
State Mutual in 1934, has decided to de- 
vote all his time to personal production. 

Mr. Mix has spent his whole business 
life, since graduation from Dartmouth, 
in State Mutual, both in the field and 
home office. He joined the company in 
1927 in New York and was on a personal 

production basis there before coming to 
the home office as editor of “Field Ser- 

vice. Taking over the company’s ad- 
vertising and educational work in 1930 
Mr. Mix was promoted to agency super- 
visor. Made agency manager in the 
B. B. Snow general agency, Worcester, 
in 1930, he was transferred the follow- 
ing year to the George F. Robjent office, 
3oston, where he combined sales and 
supervisory work, 

Mr. Mix was recalled to the home of- 
fice in 1936 with the title of field assist- 
ant. He holds a certificate from the Re- 
search Bureau Agency Management 
School, which he attended in 1928, and 
in 1930 took the advanced course in 
agency management given at Babson In- 
stitute by the bureau. 


BURBACH PROMOTED BY AETNA 

Aetna Life and affiliated companies 
have called Louis R. Burbach, chief un- 
derwriter in the New Orleans office, into 
the home office to be associated with 
R. I. Catlin, vice-president, in the execu- 
tive underwriting department. Mr, Bur- 
bach became associated with the Aetna 
as a mail boy in the Milwaukee office 


January 22, 1923, 





COURSE OPENING IN BOSTON 

In Boston the local life underwriters 
association and the Chartered Life Un- 
writers are directing attention of mem- 
bers to the special courses given by the 
College of Business Administration, 
Boston University. These courses begin 
September 19 and run for fifteen weeks. 





First SEC Queries Ask 
Facts of Organization 


DATA FROM 1923 ON WANTED 





Life Companies Get Questionnaire; In- 
formation Sought About Manner 


of Making Reports 


The preliminary questionnaire of the 
SEC, sent out to Legal Reserve life 
insurance companies last week, has to 


do with gathering information on organi- 
zation. The first lot of questions relate 
to facts about incorporation of compa- 
nies and location of their home 
Second series of questions relate to states 
in which companies are 
Third series of questions want informa- 


offices. 


doing business. 


tion about the charter of companies. 
Next follows request relative to plan 
under which the companies operate— 


mutual, mixed, strictly proprietary. Then 
come questions as to type of life business 
in which companies engaged 
whether the company is engaged in any 
activities in addition to insurance. Next 
follow the queries as to history of the 
companies. 

One series of questions are aimed to 
bring out information about rehabilita- 
tion, receivership or voluntary readjust- 
ment. Then facts are asked about an- 
nual and special meetings. This leads up 
to inquiries regarding annual and interim 
reports to stockholders and to policy- 
holders. 


are and 


Some Sample Questions 


A few questions follow: 


State whether declarant regularly distributes 
annual reports to policyholders and/or  stock- 
holders. 


If so, furnish a copy of such reports distrib- 
uted for year ended December 31, 1937. 

Indicate whether copies of similar annual re- 
ports for 1923 to 1936 are available. 

State whether declarant distributes annual or 
interim reports to policyholders and stockholders 
or other reports are furnished only on request. 

State whether accounts of declarant during 
period January 1, 1923 to 1937, inclusive, were 
audited by ‘ ‘independent” or “independent cer- 
tified public accountants.” 

State period of audit. 

Under heading of receivership declar- 
ant is asked: 

If declarant has at any time been rehabilitated 
or in receivership state name of person who 
initiated the action or proceeding, one or more 
stockholders of declarant, one or more policy- 
holders of declarant, state insurance commis- 
sioner, etc. 

State title of proceeding, nature of proceed- 
ing, disposition or present status of proceeding. 


The questionnaire also asks if account- 
ant in auditing of company is a member 
of American Institute of Accountants or 
Actuarial Society of America or Ameri- 
can Institute of Actuaries. 


Massachusetts Mutual 
Promotes W. Scott Smith 


WILL SUCCEED HENRY K. HILL 


Entered St. Louis Agency of Company 
in 1923; Will Be General Agent 
at Louisville 


W. Scott Smith, past-president Massa- 





chusetts Mutual Life Agents Associa- 
tion and one of the company’s leading 
producers in St. Louis, has been ap- 


pointed general agent at Louisville effec- 





nee % 


eS 63 te 


Strauss Portrait 


W. SCOTT SMITH 


tive October 1. He will succeed Henry 


K. Hill, who will return to personal 
selling. 
Mr. Smith entered life insurance in 


1923 in the St. Louis agency of the Mass- 
achusetts Mutual. In 1934 he became 
general agent of the Pacific Mutual Life 


but returned to the Massachusetts Mu- 
tual in 1937, 
In 1933 Mr. Smith was elected vice- 


president of the Massachusetts Mutual 
Agency Association and in 1934 was 
made president. In 1933 he was elected 


second vice-president of the Missouri 
Life Underwriters Association and in 
1934 declined the nomination for first 


vice-president. For the past five years 
he has been on the executive committee 
of the St. Louis Life Underwriters As- 
sociation, being elected second vice-pres- 
ident in 1937 and first vice-president in 
1938, 


Connecticut Mutual Holding Tenth 
Round Table for General Agents 


The tenth agency building round table 
for Connecticut Mutual general agents is 
being held by the company this week, 
September 12-17, at the home office in 
Hartford. The round table is under di 
rection of Vincent B. Coffin, second vice- 
president and superintendent of agen- 
cies, who initiated this series of confer- 
ences for general agents in 1931. Every 
general agent in the company with the 
exception of new appointees has attend- 
ed these round tables. 

This round table is being attended by 
the newer general agents, eight of whom 
are former Connecticut Mutual super- 
visors, as follows: 

William W. Banton, Portland, Maine; Wil- 
liam T. Beaty, Raleigh; Frank Carlucci, Toledo; 
Joseph A. Diefenbach, St. Paul; Meyer M. 
Goldstein, New York; James G. Hill, Nashville; 
Henry C. Hunken, Springfield; Nelson R. Korb, 
Harrisburg; Leonard L. Lenz, Columbus; R. 
Howard Mate, Flint; John A. Ramsay, Newark, 
and William C. Shouldice, Rutland. 


Mr. Coffin is being directly assisted by Fred- 
erick O, Lyter, George F, B Smith, Raymond 


W. Simpkin, assistant superintendents of azen- 
cies, and Edward C. Andersen, educational «!: 
rector. Other members of the home _ofhce 
staff participating in the discussions are Hen 

H. Steiner, Secretary ; E. A. Starr, manager sal- 
ary savings; Clifford R. Walker, agency assist 
ant; Reston C. Berger, editor of publications; 
William L. Camp, editor of “ConMuTopics,” 
and Warren F, Reuber, publications department. 


Several general agents, graduates of former 
round tables, “came back to school,” this time 
as guest members of the faculty. General 


agents in this group are Philip F. Howerton, 
Charlotte; D. Conrad Little, Richmond; Warren 
K. Magruder, Baltimore; Herbert C. Remien, 
Grand Rapids; Paul C. Sanborn, Boston; Wal- 
lace N. Watson, Boston, and Charles J. Zim- 
merman, Chicago. 

Two visiting supervisors, Luman G. 
Clogston, Boston, and Harold J. Ransom, 
New York, will also lead discussions, 

The subject matter being discussed 
comprises stimulating the existing organ- 
ization; motivating men; building morale ; 
advertising helps; salary savings; agency 
profits; recruiting; brokerage and othe 
such vital phases of the general agent’s 


job. A highlight of the week’s sessions 
will be the closing address Saturday 
morning by Vice-President Peter M. 
Fraser. 


Pink Would Broaden _ 
Investment Limit; 


TO INCLUDE ‘CANADIAN BONDs 


Makes Recommendation to rian 
Committee on Revision of N, 
Insurance Code 


In new recommendations to the Join 
Legislative Committee on Insurance’ Lay 
Revision, Louis H. Pink, New York Jp. 
surance Superintendent, has asked { 
definite power to permit the Insurane, 
Department to restrict dividends ; 
shareholders in stock life insurance com. 
panies. 

Important also in Mr. Pink’s recon 
mendations is a request that Permissio: 
be granted to insurance companies { 
invest in bonds assumed or guarantee 
by, as well as those issued by the Cana 
dian government or its provinces, ex. 
tending to these securities the same ree- 
ognition now accorded to Federal or 


state bonds with a limitation of Cana. 
dian investments to 10% of a com. 
pany’s total admitted assets or to 1y 
times its reserves. % 

This would make available as an jp- 
surance company investment _ bonds 


guaranteed or assumed by the Dominion 

of Canada or Canadian provincial gov- 
ernment, as well as those issued direct- 
ly by such governments. 

This extension is in line with the pro- 
posed law introduced in the New York 
Legislature in 1938 by R. Foster Piper of 
Buffalo, chairman of the Joint Legisk- 
tive Committee for Recodification of the 
Insurance Law. It is the thought of the 
Superintendent that it is also in accord 


with the policy of the United States t 
establish reciprocal economic relation: 
with Canada. It manifests the wide- 


spread belief in the United States that 
whatever may happen in other quarters 
of the globe, the financial stability of 
Canadian government is closely linke 
with that of the United States. 





M. J. Doyle Returns To 
Insurance in Colorado 


M. J. Doyle, Colorado insurance exect 
tive, has renewed his general agence 
contract with General American Life f 
Colorado with offices at Colorado Spring: 

Except for the past three years, when 
he was engaged in another business, Mr 


Doyle has been representing General 
American Life and its predecessor con- 
pany, Missouri State Life, since 1913 


He was formerly a partner in the Doy! 
& Raley general agency. He qualifie! 
for the $100,000 Club on ten different 
occasions. 


COURSE OFFERED IN CHICAGO 


Robert F. Spindell, Federal Tax Special. 
ist, Will Conduct Classes for Period 
Eight Weeks 


The Chicago Association of Life Un- 
derwriters will sponsor the educationa 
series being offered by Robert F. Spit: 
dell from October 24 to December 12 
The course also carries endorsement ° 
the Chicago Chapter, Chartered Lit 
Underwriters. The series is for met 
bers of the association only. It will oc 
cupy eight weeks and be on Federa 
taxes, wills and trusts. 

Mr. Spindell, who is associated wit! 
the law firm of West & Eckhart, teache' 
Federal taxation at De Paul Universit 
College of Law and has had extensi 
experience in Federal taxes and inst! 
ance matters. ; x 

The fee for the course will be % 
Where four or more underwriters fron 
any one insurance office take the course 
the fee will be $17.50 each. 


LEYENDECKER-SCHNUR RECORD 

Paid business of the Leyendecke! 
Schnur \gency, New York, representin: 
Guardian Life, was $302,926 in Augus 
and the year’s total $4,605,181, compat 
with $4,634,843 for the first eight months 
of 1937, 
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raul F. Clark Goes To 
Hancock Home Office 


A VICE-PRESIDENT 


fLECTED 


*— Been Boston General Agent 


Announcement this week by President 
wy W. Cox of the John Hancock Mu- 
al that Paul F. Clark, for many years 
neral agent of that company at Boston, 
vac been elected a vice-president and will 
é to the home office October 1 to take 





Bachrach 


PAUL F. CLARK 


3 


and 
administration, was re- 
h enthusiasm by the field force 
npany and general satisfaction 


where Mr. 


vilies 







business 
y known. 

has been general agent fo! 
neock in Boston since 1921, 
he was an agent for the 


ancoc Baltimore, where f 
ee years he was the company’s lead- 
rsonal producer. The Paul | 


} 


Has 


Hancock field in 


led the entire Joh 
production throughout 
teen years of its existence. 
Nationally prominent in life insurance 
teles, Mr. Clark served in 1929 as pres!- 
the National Association of Life 
riters and has twice been elected 
vice-president of that organiza- 
-h he now truste: 
he was president of the I hn 
General Avents Association He 
ctor of the American C 
was president 
Chapter of the £2 3 








Serves as a 


38 





Tec lNeve 
Underwriters and 
° the Nation ] 
n 1934-35 
M Staunton Military 
University 1m 
graduated from 
the University 
active in civ'c 


Ir, Clark attended 

ww and Dennison 
Ohio and in 1914 was 
Scho ] of 
vania. He is 


resent serving a 








s a Vice-pres!- 
} 








lirector of the Boston Chambx 
‘ and for many years has 
en prominent in Y.M.C.A. work. He 





amember of Phi Delta Theta frater- 

and holds membership in = many 
cluding the Country Club 

I he Algonquin Club, the Ex 

( an J f Pem 


England 
in line, Mass., and 
mer home at the Bald Peak 
b, Melvin Village, N. H., of 


- } ro] 
Ss secretary and tveasu“er and 


NAMES CHAIRMEN 
] Russell L. Hoghe, Los An- 
Chapter, CLU.. has announced 
€ committee chairmen for the 
gram, Elden Smith, Con- 
(seneral; attendance, Walter 
Equitable Society: speakers’ 
Sidney Newcomb, Connecticut 


_HOSHE 


com 
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DO SOMETHING ABOUT THIS! 


The young man pictured above is only one 
of hundreds who will face his problem this fall. 


He was a student of great promise, but he 
is not returning to be graduated. He must 
support his mother, unexpectedly widowed by 
the untimely death of his dad. 


Tell fathers how they can spare their 
children this handicap by providing for their 
education with endowment life insurance. 












































Prudential Advances 
Bradley, Howell, Shanks 


BRADLEY IS GENERAL COUNSEL 
Valentine Seealt Recniien Vice-Presi- 
dent and Actuary; Carroll M. Shanks 
Made General Solicitor 


Three promotions of unusual interest 
to the insurance business were made at 
this week of the b vard f 


directors of the 


a meeting 
Prudential and an- 


nounced by President Edward D. Duf 
field. 
Charles B. Bradley, formerly general 


solicitor, was elected general counsel t 
the late Alfred Hurrell. Mr. 
Bradley is a native of Newark, son of 
the late Charles Bradley and a grand- 
son of the late Justice Joseph P. Brad 
ley of the United States Supreme ( 


succeed 


He is a graduate of Harvard University 
and was admitted to the New Jersey bar 
as attorney in 1908 and as counsel 1 
1911. He began the practice of law 


Jersey City, where he was formerly a 
member of the firm of Col 
During the World War he served in tl 


Navy both at home and overseas, and 


since 1923 has been associa h ( 
Prudential, Mr. Bradley resid t Cor 
vent, N. ] 
Succeeds James F. Little 
Valentine Howell, associate actuary 
becomes vice-president and actuary as 
successor to James F. Little, whose de 





well 
became con- 


occurred in August. Mr. H 
was born in Newark. He 
nected with the company 
tion from the Wharton School of C 
University of Pennsylvania, in 
1914. Later he served with the War 
Risk Bureau and with two other life 
insurance companies, his work 
with the Prudential as assistant actuary 
in 1928. Mr. Howell is on the Council 
of the Actuarial Society of ica and 
he is a member of the Senior Actuaries’ 
Club of New York. His home is in 


Maplewood. 
Career of Mr. Shanks 


was elected to su 


upon radua- 
upon acua 


merce, 


resuming 


soncit 


ceed Mr. Bradley as genera 
He graduated from Columbia Law Sch 


and through association with the firm of 
Root, Clark, Buckner & Ballantine in 
New York he acquired wide experience 
in corporation law. He also served for 
ne year as associate professor in tl 
Yale University Law Sch i fi 
two years taught at Columbia I[ é 
sity Law School He became assistant 


solicitor of the 
associate general so 
Shanks resides at M 





ntclair, N. J. 
HEADS JOHN HANCOCK CLU 
J. Mitchell Owens, Washington, 
has been elected president of t i 
Hancock CLU Chapter, at the fifth an- 
nual general agency lead i 


Ann unc , of CI U 


Quebec 


designations to the f hn Han- 
cock representatives 1 Ralph 
Hoyer, general agent at Columbus; Osca 





lumbus; 
Edwin P. Gunn, 


VUieCarthy 
AMicCarthy, 


Carlin, Ci 
Columbus; 
Arthur L 











APPOINTED GENERAL AGENT 
Harlow E, Willis has been appointed 

agent for the Old Line Life 
ca with headquarters at Gran 


ecnerai 


f Amer 


Ray ids, Mich He was trorme rly con- 
nected with the Connecticut Mutu Life 


ON TWO DIRECTORATES 
Leighton McCarthy board chair1 
Canada Life and its tormer pres lent 
has been elected a director of the West- 
ern Assurance and of the British Ame 
ica Assurance, both of 








British Isles d $10n f tl Lana 
Life will hold its 1939 club convent 
tl gles Hotel, Sc ytland 
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Business Men’s Holds 
Its Western Regional 


R. E. SANDERS GETS PRIZE 
Leaders in Missouri, Ohio, Colorado, 
Arkansas, Oklahoma and in Sev- 
eral Large Cities 


Participating in the Western regional 
convention of the Business Men’s As- 
surance at Grand Canyon, September 
11-13, were salesmen from California and 
\rizona who qualified to attend number- 
ing approximately forty. 

Presiding at the first business session 
was Vice-President J. C. Higdon. W. T. 
Grant, president, spoke on “The New 
World Looks on the Old.” Following 
was an address by R. E. Sanders, San 
Diego, leader of the sales organization 
for 1937 and to date for this year. J. P. 
Baldwin, vice-president and manager for 
California, talked on “Business Today 
and Life Insurance.” A round table dis- 
cussion was taken part in by the follow- 
ing company leaders for the year: C. M 
Gulick, Wm. B. Huie, A. J. A. Johnstone, 
H. E. Kendall, G. L. Kyle and D. E 
Rousseve, The concluding talk was made 
by Vice-President J. C. Higdon entitled, 
“The Challenge of These Modern 
Times.” 

\t the banquet R. E. Sanders and Mrs. 
Sanders were presented with a prize 
awarded Mr. Sanders for his outstand- 
ing production in 1937 


Some Company Leaders 
For the second consecutive month O. 


kK. Johnson of Columbus, Ohio, led the 
] organization in August with 369 


SAlCS 


points. Mr. Johnson also submitted the 
largest number of applications for the 
month, Wm. L. Butler, Missouri repre- 


sentative, was the top leader in life vol- 
ullle 

R. E. Sanders, district manager at San 
Diego and the all-time high leader, con- 
tinues in that class for the year in both 
paid production and life volume. 


Agencies Show Increase 


\n increase in business over 1937 for 
both August and the year to date is re- 
ported by the Ohio and _ Colorado 
branches. Also the Arkansas and Okla- 
homa offices show an increase for the 
first eight months over the same period 
a year ago. The Ohio office ranks first 
in quota with 69.4%. The Colorado of- 
fice is second with 65.4%. 


MANUEL CAMPS AGENCY FIRST 











Takes Honor Position in Tribute of John 
Hancock Agencies to President 
Guy W. Cox 
Latest addition to the trophy room of 
President Guy W. Cox at the John Han- 
cock home office is the book presented 
to him by the General Agents Associa- 
tion of the John Hancock at the recent 
company convention. A page for each 


agency is placed in the book according 
to ranking on a percentage of quota 
basis during the testimonial campaign 


for President Cox from August 15 to 25. 
The Manuel Camps, Jr., agency, New 
York City, youngest in the John Han- 
cock, is on page one. 

The campaign was directed by Paul 
F. Clark, Boston general agent and pres- 
ident of the John Hancock general 
agents association, and J, Harry Wood, 
manager of agencies, who assigned 
quotas. Results of the campaign are 
told in the book presented to Mr. Cox 
with the names of the men who con- 
tributed. Every man in the Camps agen- 
cy is listed. 


SHOEMAKER AGENCY WINS 

The George P. Shoemaker agency, 
Provident Mutual, New York City, 
stormed Richmond in the closing days 
of a Yankee-Rebel battle that has waged 
all Summer and claimed victory, if only 
a slight one, last week over the Spiller 
Hicks agency, Provident Mutual, Rich- 
mond, Va. The peace treaty was signed 
Wednesday at a jubilee party in Hot 
Springs 








White & Odell Agencyin New Quarters 





Lobby of the new White & Odell age 


reception lobby in 


The White & Odell agency, Minnesota 
state Northwestern National, 
on September 7 moved into new offices 
the 


Inanagers, 


occupying entire seventeenth floor 


of the First National-Soo Line Building 
in downtown Mnineapolis. The move 
marks the first time in the thirty-year 


history of the agency that it has occu- 
pied offices separate from Northwestern 
National Life’s home _ office building 

“Today, with $115,000,000 of insurance 
in force, the White & Odell agency is 
not only NwNL’s largest agency but, on 
the basis of new business produced, it is 
the largest life insurance agency west of 


GENERAL 








THE LIFE UNDERWRITER 
ON A CAREER BASIS 


CLIFFORD L. ACA\ILLEN | 


IH£ NORTHWES 
LIFE INSURANCE (OX\PANY 


547 MANADISON AVENUE 


ncy showing cashier’s counter and the 
right foreground. 


Pittsburgh, larger than two-thirds of the 


life insurance companies in the nation,” 


President Arnold commented in an- 
nouncing the move. 

Arthur R. Hustad, manager of White 
& Odell’s Twin City agency organiza- 
tion, presided at the inaugural agency 
meeting. In the absence of President 
O. J. Arnold, Carl A. Peterson, super- 
visor of agencies, conveyed home office 
greetings. Ray E. Habermann, out-state 
organization manager, presided at a noon 
luncheon meeting attended by fieidmen 
from forty Minnesota cities and towns 
who were in Minneapolis for the occa- 
sion. Frederick White, with Clinton M. 
Odell founded the agency in 1908 
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Agency Officers-Bureay, 
Program Now Complete 


CHICAGO MEETING NOV. 1, x3 
Profitable Distribution of Life Insurance 
Is Meeting Theme; To Discuss 

Problem of New Man 

Program arrangements have been com. 
pleted for the Agency Officers and Re- 
search Bureau annual meetings jn Chi- 
cago November 1, 2 and 3 at the Edge- 
water Beach Hotel. John Marshall Ho). 
combe, Jr., Research Bureau manager 
has announced that the theme of ths 
meeting will be “Profitable Distribution 
of Life Insurance.” 

The program plan will follow a natural 
and logical sequence with discussions oy 
vital problems being faced in the distri- 
bution of life insurance today. First, the 
broad — principles underlying — general 
agency policies, such as financial man- 
agement, territorial problems and deyel- 
oping men for management, will be con- 
sidered. Then the challenges and Oppor- 
tunities in the field of company relation- 
ships with the established agent will be 
explored, with emphasis on the factors 
making for continued success of the 
agent. The effects of more competent 
supervision—increased production, im. 
proved persistency, decreased turnover, 
simplification of recruiting problems— 
will be stressed by company officers, 

The problem of the new man will also 
receive much attention. Recruiting of 
young men, a topic of much interest, will 
be the subject of a report which should 
prove one of the high lights of the meet- 
ing. Progress made and new develop- 
ments in the field of selection will be 
outlined. A discussion of training by 
five agency executives and a report on 
extensive research by the bureau on sales 
management in other industries complete 
the program. 


HARRY J. SHAY DEAD 





Second Vice-President Lincoln National 

Life Was in Charge of Mortgage 

Loan Department 

Harry J. Shay, second vice-president 
Lincoln National Life, died at Fort 
Wayne, Ind., September’ 6 following 4 
heart attack, age 45. He had been with 
the company fourteen years and en- 
tered the home office in 1927 as assist- 
ant manager of the mortgage loan de- 
partment after serving four years as 
loan officer in the Northwest office ot 
the company. ; 

In 1934 Mr. Shay became manager 0! 
the metropolitan loan department, and 
early this year he was elected second 
vice-president, in charge of mortgage 
loans and as manager of the mortgage 
loan department. 


FEE PACIFIC COAST MANAGER 
Charles L. J. Fee, Harold G. Saul gen- 
eral agency, John Hancock at Los Ar 
geles, has been appointed Pacific Coast 
sales manager for the Group department. 
He will continue to make his headquar- 
ters in Los Angeles. The agency has 
added to that department Edwin C. Hor- 
rell, formerly a star on the U. C. L. A 


football team and now its assistant 
coach: A. S. Carstens and J. F. Nor 


manly. 


New insurance business of the Empire 
Life of Kingston, Ont., for the eight 
months ended September 1, 1938, showed 
an increase of 39.85% compared with 
the same period in 1937. The companys 
total insurance in force has recorded a 
net gain throughout each month of the 
current year and now exceeds $36,500,000 

a new high record. 


SIEGEL TO GET SCROLL 
When the Life Supervisors Association 
of Brooklyn holds its first meeting, ° 
the season at Hotel Bossert September 
22, plans for the coming months Wi 
be made and former President Jerome 
Siegel will be presented with a scroll. 
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Connectic ut 


_——- 


Harrington to Call 
Meeting of Companies 


10 DISCUSS CURRENT PROBLEMS 
Investments, Real Estate, New Mortality 
Table, Gain and Loss Exhibits 
Will Be Under Review 
his first 


before a 


Making appearance as a 
speaker life 
any convention Comuinissioner Harring- 


insurance com- 
General at 
During — the 
ourse of that he 
lanned to call a conference of 
yanies early in November for a general 
problems which confront 


Connecticut 
week. 


ton talked to 
Swampscott last 


his remarks he said 


coim- 


fiscussi¢ m of 


qsurance Companies. The problems in- 
jude investments, real estate, conven- 
tion examinations, proper methods for 


valuing securities in annual statements 
and revision Of gain and loss exhibit. 
The commissioner thinks the import- 
ant problems in the business should be 
whued from within rather than to await 
solution by regulatory authorities. About 
real estate he said at Swampscott: 

“The matter of proper handling of 
ral estate while temporarily in the 
hands of the life company is one which 
should have the attention and considera- 
tion of the life companies collectively 


and because of the fact that a billion 
and three-quarters of real esiate value 
sat present in the hands of forty-five 


life insurance companies transacting 
business in this commonwealth. J] am 
willing to admit that the problem is one 
which requires careful study and con- 
sideration. urge that you be prepared 
to consider this subject with me at a 


later date. 1 prefer that you work out 
mong yourselves a plan which will be 
generally acceptable as a basis for the 


solution of this serious problem.” 

The general countrywide discussion of 
a proper mortality table is one he is 
king forward to discussing with the 
mpanies also. 


Insurance Men-Commissioners 


investment problem 
he said it is highly ee that care- 
ful consideration be given the selec- 
tion of men skilled in oly handling of 
nvestments and capable of interpreting 
economic trends in order that the future 
benefits upon which policyholders have 
claim may be fully realized when they 
become due. 

Commissioner Harring 
has always held that one should be 
proud to be engaged in the insurance 
business since that business is dedicated 
to the purpose of protecting life and 
property and the furtherance of these 
jectives is always inspiring. “Our busi- 
ness—and I say that because I have 
ledicated twenty-five years of my life 
to it—has been recognized in New Eng- 
land as capable of self-regulation by th« 
appointment of insurance men in four 
New England states to the position of 


discussing the 


ston said that he 


insurance commissioner. Governor Hur- 
ley recognized your right to have your 
business administered by an insurance 
nan when he selected me for this posi- 


t 


tion. We, who have been selected, are 
conscious of the responsibility which 1s 
ours to intelligently, fearlessly and im- 
partially administer the affairs of the 
reat office of Insurance Commissioner. 
!am happy to reiterate a statement I 
have previously made that from within 
the business there has been no request 


for favor which should not be granted. 
“Because your business relies to such 
4 great extent upon interest earnings it 
is highly important that carefal con- 
sideration be given to the selection of 
men skilled in the handling of invesi- 
ments and capable of interpreting eco- 
homic trends in order that the future 


enefits upon which your policyholders 
have claim may be fully realized when 
they become due. In periods of eco- 
nomic unce rtainty a greater responsibility 
is placed upon the shoulders of the life 





General 


Holds 


Agent Gives Up Car As 
Too Great Time-Waster 


TOO MUCH TRAVEL TEMPTATION 


C. E. Bissell’s Prospect Zoning; M. M. 
Kallman’s Success With Approach 
To Professional Men 
told 


con- 


Providence 
ional 
sold 


waste 


Bissell 
General’s reg 
that he 


When C. E 
the C 


ie rence 11 


onnecticut 


Swampscott his 


because it accounted for more 


and mileage than single 


therefore, 


of time any 
him 
reflected an attitude of 


the 


item and, slowed up in 


prospecting he 
audience 


a number of people in 


judging by the storm of applause which 
greeted his statement. R. S. McClure, 
Ir., Philadelphia, was chairman of the 
Panel, subject of which was “Planned 
Activity.” 

“I rarely go to another city unless 
circumstances justify such an expendi- 
ture of time and money,” said Mr. Bis- 
sell. “The house with the golden win- 
dows I found to be my own home town. 
That car certainly ate up mileage. We 
are all prone to jump from one section 
to another in making calls when our 
mode of transportation is made too easy 
for us. Without that car I can plan 
calls better, with the result that I see 
many more people in the course of the 
day.” 

Bissell explained in some detail his 
records of calls and interviews. Those 
cards vive name, residence, Occupation, 
business address, telephone numbers, 


il 


birth lay of person 1 
rested. When he made 
of his master cards 
his soliciting had 
weakest; 
profession 
and pros 


birthplace and 
whom he is inte 
an exhaustive review 
he found exactly where 
been strong; where it 
what type of business and 
produced his best customers 
what types didn’t 


Was 


pects; 


Sees and Sells Many Doctors 


M. M. Kallman of Philadelphia has 
made an unusual success in prospecting 
among professional people He is a 
comparatively new man. Much of his 
prospecting has been among a selected 
group of prominent physicians, all of 
about the same age and_ professional 
standing. Out of 1,800 doctors in Phila- 
delphia 250 are of the best type « i phy- 
sicians and surgeons and have offices in 
the central city section. He has had 
umerous interviews with members of 
that eroup. He calls only after making 
a definite appointment and only when he 
has gathered a fairly good batch of in- 
formation about the family set-up of the 


man he is about to see 


J. H. Rockwell of Elmira said he had 
not been in the business long before 
discovering that there is a right and a 
wrong time to look for each type of 
prospect. He checked his pve TY and 
prospects and classified them; the best 
hours to see them and made grouping 
of calls in geographical areas to save 
time in calls. One of the largest groups 
of people available for morning calls i 
that of industrial foremen and_ skilled 
workers. On Saturday afternoon or Sun- 
day he writes down names of prospects 
and when he will call on them during 
the next six working days. “By making 
my plans that far ahead my course 1s 
clear,” he said, “and there is no need 
to stop and wonder where to go next; 
no temptation backtrack seeing some 
one in a far removed area.” 

Chairman of a panel on approach and 


Connecticut 
was 


close in sales technique, at 
General convention in Swampscott 
F. M. Minninger, JIr.. Newark 

R. H. Perry of Providence illustrated 


futility of discussing life insurance in 


insurance executive and we feel conf- 
dent that the companies, which are per- 
mitted to transact business in Massa- 


chusetts will meet their responsibilities 


squarely and honorably.” 


Regional 


Conference at 


Conn. General’s First 
Group Still in Force 


IT WAS WRITTEN 25 YEARS AGO 


Company Has Group Volume of $330,- 
000,000 and $33,000,000 of Wholesale 


Insurance; New Opportunities 


prog dis- 
Swampscott convention of 


Group insurance ress was 


cussed at the 
Connecticut General last week by C. M 
Eddy, department, 


secretary of Group 


and R. B. Harrison, manager of Group 
sales. 

Mr. Eddy said there is an obligation 
for agents to present plans of Group 
protection to those who lack them and 
to bring home the benefits bound to ac- 
crue to management as well as worker. 


He saw a opportunity for 


tremendous 

accomplishing social good by reaching 
through Group insurance a large part 
of the population reachable in no other 
way. 

The Connecticut General wrote its first 
Group case twenty-five years ago and it 
is still on the books of the company. 
Twenty years ago the Group depart- 
ment was — as a separate de- 
partment of the ompany. Since then 
it has seen Cnn life grow until the 
company has a Group vale of $330,- 
000,000 and Wholesale $33,000,000 more 
With its other lines of Gro ‘e accident 
and sickness, hospitali zat death and 
dismemberment, aid retire- 
ment annuities iving annual 
premiums of five millions 


Many New Markets 


cre ditors 
it is rece 
and a half 





B. B. Harrison said that social se- 
curity had the very definite effect of 
open. both employers and employes 
more conscious of the need for adequate 


protection of the pay en ect Tae than they 
have ever been before. In view of the 
number of concerns which have adopted 
Group retirement annuities since the 
Social Security Act came into being 
there is warrant for the belief that a 
pee ‘greater development in this par- 
ticular field is inevitable. The great 
reece of those concerns were not ex- 
empt from the provisions of the Social 
Security Act and many rgan- 
izations. The largest Group = armnuity 
of the Connecticut General was 

1937 on a nationally known 

employes were covered 
security Mr. Harrisor 
f the new markets for 


- 1 - 
are larce 


case 
written in 
concern whose 
under = social 
discussed several o 
Group. 


while in a prospect's of- 
The agent must have 
ific and definite to talk 
must be right in his diag- 


general terms 
fice or home. 
something spec 
about and he 


nosis, “The time has passed when we 
can talk to people and expect them to 
give us their time and attention when 


we discuss insurance indefinitely, in too 
sweeping a manner, without coming to 
the point or knowing what point t 
come to,” said Mr. Perry 


In Competition With a Brother-in-Law 


D. W. Hughes, 225 Broadway agency, 
stressed necessity in approach of build- 
ing personal prestige. This can be done 
by reference to the sponsor who gave 
the agent name of prospect; by refer- 
ence to written testimonials from promi- 
nent people in the prospect’s industry 
whom the agent knows or has worked 
with; by reference to lawyers and trust 
officers with whom the agent has had 


business associations. He told an amus- 


ing story of an approach to a promi- 
nent doctor who had a brother-in-law 
who was an agent. “He is familiar with 
my insurance problems,” said the doctor, 
but Hughes got his ag reement to dis- 
cuss the insurance situation and listen to 
some recommendations. Hug shes found 
that the insurance had been written 
without program, that only part of it 


Swampscott, 


Mass. 


Blackall to Be Tough 
In Issuing Licenses 


TAKES SHOT AT “COUNSELLORS” 





Comssiesbenes — Not Think 
‘Experts” Should Be Permitted 
Upset Existing Contracts 


Conn. 
Poseur ‘ 


To 


insurance commis- 
addressing the 
convention in 
the De- 
hereafter no part- 
time will be 
unless the applicant satisfies the Depart- 
that it is within a 
period of time t 


Blackall, 


Connecticut, 


John C 
sioner of 
General 
said that 
that 


agents 


Connecticut 


Swampscott, recently 


partment ruled 


licenses to granted 


ment his intention 


reasonable to devote all, 


or at least, a greater part of his time, 
to the business of insurance. 
Discussing upsetting of existing insur- 


ance and so called experts Commissioner 
Blackall said that he sometime ago re- 
ceived a letter from a man who wanted 
the Department to commend some 
books which he could read so he could 
establish himself as a “counsellor” on 
insurance. A check-up with the agency 
end of the Connecticut Department dis- 
closed that this man was not even 
licensed as an insurance agent. Ob- 
viously, laws should be passed to regu- 
late the conduct of men who counsel on 
insurance, particularly life insurance 
where equities are established over a 
period of years, and where the parties 
for whose benefit the contract is made 
may be young children, the commis- 
sioner declared 


Fundamentals Alone Do Not Change 


_ Continuing to discuss protection of 
familics and estates the commissioner 
end 

“While the insurance business and the 


living in a fast- 
specialization and 


Tance agent are 
anging world where 
refinement of activities are constantly 
developing, the fact remains that the 
substantial principles of insurance do not 
ch ange . 
Commissi 
by citing 








slackall 
new work 
exthedral in Hartford where 
have been re-enforced 
elacial bedrock, not only improving 
security of the building, but enabling 
the construction of sae to make the 
building’s utility m — 

In conclusion oe Bla kall said: 

“Strange as it may seem, I am a 
Democrat and an _ optimist I would 
rather live in a world such as the pres- 
ent where problems challenge the judg- 
ment of men than live in a comfortable 
world of wealth where generations may 
be lulled into a sense of false security 
and fail to develop that stamina which 
is needed to surmount crises, and — 
upled with courage and fi 


stamina, c 
sight, is sharpened by challenge.” 


illustrated this 
done on the 
the foun- 

down to 


the 


ner i 
the 


ations 


had settlement provisions, that benefi- 
Clary arrangements —__ inadequate. The 








doctor was astounded; bought insurance 
am m_ his a and as a parting shot 

id as Hughes was leaving: “Better see 
my father-in-law and straighten out his 
insurance program. He doesn’t know 
about these things; he just sells insur- 
ance 

W. Houghton of Bridgeport said he 
believed in clinching a sale quickly and 
xetting out Each agent has his in 
dividual style and methods. They click 
with some _ people may clash with 
others. Agent who tries to be an actu 
ary will find the attention of the pros 
pect wandering. If he keeps up that 
line of talk he will find himself wan 
dering, too, and will have difficulty in 
approaching this man again. MHarping 
n cash values, net cost and other such 
vernaculars creates competition, opens 
avenues of discussion which block th: 
sale 

P. B. Brennan, Malone, N. Y., als 
spoke in this symposium 
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Use of Advertising In 
Boom and in Bad Times 


TALK BY SENECA M. GAMBLE 


Tells Insurance Advertising Conference 
Experience of Massachusetts Mu- 
tual With Direct Mail 


Discussing the use of advertising ma- 
terial during good and bad times before 


the Insurance Advertising Conference at 
its annual meeting on Cape Cod this 
week, Seneca M. Gamble, agency assist- 
ant of the Massachusetts Mutual, told 
of that company’s experience with direct 
mail advertising. 

“When the business picture is bright 
and sales work pays a rich return per 
hour of effort, it is so humanly natural 
for salesmen to imagine that the bonanza 
will continue,” stated Mr. Gamble. 
“Many of them slacken their paces and 
enjoy a costly abundance of leisure. 
Then, when the clouds gather and sell- 
ing is a tough job, the salesman feels 
the pinch of his damaging habit of too 
much play and too little work. He has 
forgotten how to put in full days of 
seeing people. Discouragement sets in 
and sales rigor mortis too frequently 
follows. The recent findings of a gen- 
eral agent of one of our best known 
companies, located in a large city, are 
evidence of this fact. He found that 
when the business recession of 1938 was 
at its depth, his agents were making 
even a smaller number of sales calls 
than they had been accustomed to make 
during periods of better business. 

“It is quite evident that whether the 
business skies are blue or gray, at least 
a majority of life underwriters need a 
track to run on, leading from one pros- 
pect to another, with a full day’s sched- 
ule definitely fixed before the run is 
started—before the day arrives.” 


Purpose of Direct Mail 


Telling of his company’s experience 
Mr. Gamble continued, “That is why 
the Massachusetts Mutual Life has such 
a complete direct mail advertising ser- 
vice not the only reason, but the 
principal reason. We tell our agents, 
quite frankly, that if direct advertising 
gave them no further service than as- 
sistance in doing the things they al- 
ready know that they must do to suc- 
ceed, and doing them persistently—if it 
did no more—it would still be worth all 
that it costs. 

“But our direct advertising gives the 
agent much more than a track to run 
on. It guides him in planning his inter- 
view by helping him with his analytical 
thinking about each prospects’ needs for 
life insurance, in advance of the personal 
call. A majority of our letters and 
folders emphasize specific needs, and 
therefore before an appropriate mailing 
piece can be ordered, the agent must 
decide what needs he wishes to bring 
to the prospect’s attention. This does 
not impose an added burden on the 
agent, because the analytical thinking 
which I have mentioned must precede 
every mutually satisfactory sale. At the 
same time, our plan makes ample pro- 
vision for helping our representatives 
pave their way to the many people whose 
life situations and life insurance needs 
are not known in advance. This im- 
portant advertising responsibility is cov- 
ered by a sufficient number of mailing 
pieces which are of a general nature 
and not devoted to any specific plan of 
protection. 

“Perhaps you would like to have a few 
facts from the records, showing how 
well our agents have capitalized on their 
use of our direct advertising. The ser- 
vice completed its first five years’ opera- 
tion on June 1 of this year. During 
that period our agents showed a com- 
posite average of one sale among every 
twenty-three prospects cultivated by the 
advertising, $2.34 first-year commission 
per prospect, and $12.41 first-year com- 
mission per dollar of advertising cost to 
the agents. As time marches on, these 
averages climb. In 1937, the latest full 


Insurance Advertising Conference 


Has 144 Company Memberships 


Addressing more than 100 advertising 
and publicity representatives of insur- 
ance companies at the annual meeting 
of the Insurance Advertising Confer- 
ence being held at Osterville, Mass., this 
week, President Arthur A, Fisk, adver- 
tising manager of the Prudential, stated 
that truth in advertising is accepted as a 


ARTHUR 


A. FISK 


fundamental today and no where more 
so than in the insurance business, In 
his annual report President Fisk said 
that there were now 144 companies rep- 
resented in the Conference with sixty- 
four associate members. The Confer- 
ence includes nearly every large fire, life 
and casualty insurance company in the 
country. 

President Fisk stated that “with one- 
half the population insured, public con- 
fidence in insurance is so well estab- 
lished that it is doubtful if policyholders 
will permit anyone to do direct harm to 
the insurance business.” Commenting 
on the value of advertising, he pointed 
out that “the advertising of insurance 
makes work for the field man which he 
enjoys—the public learns how it can pro- 
tect itself through insurance—the agents 
complete the arrangements and the com- 
panies assume the risk. Advertising thus 
proves its value.” 

Another speaker at the opening session 
was Thatcher Nelson, service manager 
and art director of Oxford-Print, Bos- 
ton, who spoke on how to “Plan You 
Printing to Pay You Premiums.” He 
pointed out that many advertising man- 
agers are permitting costs to pile up in 
a direction where it is easy to save 
money through printing procedure. By 
proof-reading and counting copy before 
setting and by clever duplication of art 
work and grouping of plates the cost 
thus saved would permit the insurance 
advertising men to buy better art work, 
use trick folds and interesting covers, 
posed photographs rather than cata- 
logued prints and perhaps enable ‘them 
to employ “big names” to write the copy 
for their booklets. He also urged them 
to be on the alert for style changes. 


Group Chairmen 


After the general session there were 
separate group meetings of the life in- 
surance company representatives and 
fire and casualty delegates. Henry H. 
Putnam, of the John Hancock, led the 
discussions in the life meeting, and David 


NG 


calendar year recorded, there was one 
sale among every ten prospects, $5.62 
commission per prospect, and $90.49 com- 
mission per advertising dollar spent by 
our agents.” 





C. Gibson, of the Maryland Casualty 
presided over the fire-casualty group. 
Problems incidental to the various 
phases of their business were discussed 
by Clarence A. Palmer, Insurance Co. 


of North America; Arthur D. Grose, 
Employers’ Group; Ralph W. Bugli, 
London Assurance; Harold E. Taylor, 


American Insurance Co.; Earle E. Vogt, 
Millers National, and Clark W. Smithe- 
man, Camden Fire. 

The first speaker at the life insurance 
meeting was H. A. Richmond, of the 
Metropolitan Life Insurance Co., who 
discussed the subject “Should We Be 
More Explicit in Our Advertising of Life 
Insurance ?” 

Insurance companies should be more 
explicit in their advertising, is the opin- 
ion of Richmond, “for the reason that 
the public wants to know more about 
the insurance business.” The trend in 
current advertising to inform the public 
as to how products are made, and what 
they are made of, is an evidence of this 
new type of advertising, he said. “Frank- 
ness in insurance advertising is as much 
needed as in other business,” Richmond 
concluded, and in order to give the pub- 
lic the complete story all phases of in- 
surance must be portrayed truthfully 
and honestly. Today there has been de- 
veloped a “discriminating public” large 
ly brought about by consumer groups 
and the increasing number of men and 


women high school and college vradu 
ates, he added. 
Other speakers at the Life Group 


meeting included Seneca M. Gamble, of 
the Massachusetts Mutual Life, who de- 
clared that “the most enduring selling 
structure the world has ever known is 
the agency system of American life in- 
surance. Our marketing problem is more 
acute, more perplexing than ever, and 
far more ramified.” Arthur H. Reddall, 
of the Equitable, was another speaker at 
this meeting. 

\fter luncheon the assemblage was 
welcomed to New England by the C. F. 





Ray C. Dreher President 


Ray C. Dreher of the Boston In- 
surance Co. was elected president of 
the Insurance Advertising Conference 
|this week. He succeeds Arthur A. | 
Fisk, Prudential. 





Harrington, Insurance Commissioner of 
Massachusetts, whose remarks are given 
in the Fire Insurance section of this 
paper. 

3ertrand R, Canfield, director of sales 
and advertising, Babson Institute, also 
spoke on the subject “Selling With Ad- 
vertising.” 





LINCOLN NATIONAL GAINS 


Insurance in Force Shows Steady In- 
crease With Uninterrupted Advance 
for Thirty Months 
Lincoln National Life expereniced a 
gain of 6.9% in new paid business the 
first eight months of 1938 over the same 
period last year, says Arthur F. Hall, 
president. Paid production gains for 
\ugust amounted to 34% over August, 
1937. Total volume for the year to date 
is in excess of $108,000,000 and for 

\ugust more than $14,000,000. 

Insurance in force at the end of Au- 
gust was $985,061,270, a new all-time high 
August was the fifteenth consecutive 
month in which insurance in force 
reached a new all-time high mark, That 
item has shown uninterrupted increases 
for thirty consecutive months. It has 
increased by nearly $32,000,000 since De- 
cember 31, 1937, when it stood at $953,- 
696,951. 


BUCK JOINS RAMSAY AGENCY 

Walter S. Buck, son of the general 
agent in Scranton for the Connecticut 
Mutual, has joined the John A. Ramsay 
agency in Newark, N. J. 


———— 


Dictograph Used O 
Salesmen and Buyers 

ADVERTISING NEGLECT PROVED 

Babson Institute Director Illustrate, 


How One Insurance Agent Excels 
Over Another 





In their use of advertising insurance 
agents can make or break the effective. 
ness of a company’s plan, says Bertrand 
R. Canfield, director of sales and adver- 
tising, Babson Institute. He was ad- 
dressing the Insurance Advertising Con. 
ference in convention at Osterville, 
Mass., September 12. He added that the 
agent is the most important factor jp 
the sale of insurance, and his use of 
advertising is a phase of advertising ad. 
ministration which has been Overlooked 
by many advertising executives as well 
as agents, 

Getting First-Hand Evidence 

In the course of this address it was 
revealed that investigations with the ¢o- 
operation of buyers in a wide variety 
of lines have been carried on with the 
aid of dictograph equipment secreted in 
the desks of buyers. The evidence ob- 
tained indicates that salesmen fail to use 
advertising in their work. After giving 
an example of a bad form of approach 
used by a salesman of advertising print- 
ing, Mr. Canfield continued: 

“How could advertising have been used 
by the salesman? Undoubtedly this man 
could have a great deal of his time now 
wasted in cold canvassing by obtaining 
inquiries from interested prospects by 
means of direct advertising. Further- 
more, the salesman could obtain, through 
the medium of advertising, information 
in advance of the sales call and so pave 
his way and avoid the apologetic nega- 
tive interview, This salesman might have 
been instructed by means of advertis- 
ing how to sell more effectively and rep- 
resent his concern intelligently. A need 
for advertising might have been created 
in the mind of the buyer by means of 
direct or business magazine advertising. 
Advertising might have been used to fol- 
low up this salesman’s call and to have 
built good will and to have established 
prestige, which the salesman failed to do 
in the interview. 

Two Typical Cases 

“T studied the work of two insurance 
agents over a period of a year, These 
agents are typical young men of about 
the same age, twenty-seven and twenty- 
nine respectively, same training and ex- 
perience. Yet one of these agents made 
four times as many sales for more than 
twice as many dollars as_ the other 
agent. Why was one of these agents 
twice as successful as the other? For 
purpose of anonymity we shall call one 
of these men ‘Black’ and the other ‘Red’ 

“Black discovered that a postman 
passes through doors which a salesman 
may never enter, and he used direct mail 
to get past barriers and subordinates. 
When he called he simply said, ‘I’m call- 
ing in regard to my letter of the twen- 
tieth” and was promptly ushered in. In 
getting follow-up interviews Red _ suc- 
ceeded in averaging 1.2 weekly, while 
Black averaged 2.4 weekly. Black dow- 
bled Red’s follow-up interviews by using 
advertising to follow up his initial con- 
tacts and keep the interest of prospects 
alive between interviews with booklets 
and folders, 

“When it came to servicing customers 
Black averaged 15.6 a month while Red 
serviced only 1.3 customers a month. 
Black used advertising to keep contact 
with his old policyholders, thus creating 
good will and paving the way for repeat 
sales. 

“This example illustrated how adver 
tising can definitely aid salesmen in !- 
creasing their business by stimulating 
greater efforts, pavng the way to pros 
pects, obtaining inquiries, keeping CoM 
tact with customers, following up calls, 
creating good will, acknowledging orders, 
welcoming new customers, winning Dack 
inactive customers, driving home argu 
ments, securing appointments, qualifying 
prospects and keeping contact betwee? 
calls.” 


Septemb 


=—— 


Policy 
Tie 


COMME 


President 
dre: 


Speakin 
{ the S 
Monte, 

Wood, p 
emphasiz 
the comp 





acteristic 
There i 
said, be 
business 
underlyi 
insurance 
ing plan 
do not n 
actually 
pany an 
its finan 
pay go 1 
general 
must be 
cumulat 
source, 
become 
from ot 
ducted 
policy he 
company 
earning: 
ment is 
ing as { 
ance at 
ent wit 
the sur 
the poli 
Life 
constan 
ing incr 
solely i 
holders. 
strong] 
by life 
but by 


Durir 
Wood | 
loan in 
sion ha 
that he 
surance 
any cor 
interest 
tween 
investn 
Stood 
policyh 
a loan 
to the 

The | 
panies 
on pols 
unfair. 
other | 
the rig 











16, 1938 


uvers 


ROVED 


lustrates 
=xcels 


Nsurance 
fective. 
Bertrand 
d adver. 
was ad- 
ng Con- 
Sterville, 
that the 
actor in 
use of 
sing ad- 
erlooked 
as well 


ce 
it was 
the co- 
variety 
vith the 
reted in 
nce ob- 
1 to use 
r giving 
Pproach 
2 print- 


en used 
his man 
me now 
taining 
ects by 
‘urther- 
through 
rmation 
sO pave 
> nega- 
ht have 
Ivertis- 
nd rep- 
A need 
created 
‘ans of 
rtising 
to fol- 
0 have 
blished 
1 to do 


urance 
These 
about 
wenty- 
nd ex- 
; made 
e than 
other 
agents 
> For 
ll one 
‘Red.’ 
ystman 
esman 
‘t mail 
inates 
n call- 
twen- 
n, In 
| suc- 
while 
¢ dou- 
using 
| con- 
spects 
oklets 


omers 
> Red 
nonth. 
yntact 
eating 
“epeat 


\dver- 
in in- 
lating 
pros- 

con- 
calls, 
rders, 
back 
argu- 
‘fying 
‘ween 








September 16, 1938 






te Sa 
THE EASTERN 
ee 






fetus 


eae: 















Policyholder Interest 
Tied In With Company 


COMMENT OF ARTHUR B. WOOD 





President of Sun Life of Canada Ad- 
dresses Agency Gathering at 
Del Monte, Calif. 


before a pee ae oe of leaders 
f the Sun Life of Canada held at Del 
Monte, Calif. this week, Arthur B. 
Wood, president and managing director, 
emphasized the policyholder’s relation to 
the company which is an important char- 


Speaking 





WOOD 


ARTHUR B. 


insurance business. 
There is a fundamental difference, he 
said, between life insurance and other 
businesses in the cooperative principle 
inderlying it. The great majority of life 
nsurance policics are on the “a wi 00d 
ing plan. The participating policyholders 
lo not merely enter into a contract; they 
actually become a member of their com- 
pany and as such acquire an interest in 
ts financial welfare. The premiums they 
pay go into a common fund and form the 
general fund of the company. Such funds 
must be conserved and out of this ac- 


acteristic of the life 


cumulated fund, and from no. other 
source, policy claims are paid as they 
become due. Thus life insurance differs 


Irom other businesses in that it is con- 
4 
lucted on the mutual system and the 


policyholder becomes a member of the 


company participating in the surplus 
earnings. The aim of efficient manage- 
ment is to make as large a surplus earn- 
ing as possible and to furnish life insur- 


ance at as low a cost as possible consist- 
ent with absolute security. The larger 
the surplus earnings the larger will be 
the policyholders’ Aictlieude 

Life insurance companies are being 
constantly faced with the task of oppos- 
mg imcreases in taxation. This is done 
solely in the interests of their policy- 
holders. It cannot be impressed too 
strongly that such taxes are not borne 
by life Companies as wealthy companies, 
but by the policyholders 


Policy Loan Interest Rates 


During the course of his remarks Mr 

Wood referred to the subject of policy 
‘oan interest about which much di —_ 
sion has recently taken place. He said 
that he shared the view of most life in- 
surance officials and strongly opposed 
any compulsory re duction of policy loan 
interest below 6%. The difference be- 
tween a policy loan and other loans or 
mvestments should be properly under- 
Stood Its peculiar feature is that the 
policyholder is given the right to demand 
a loan wi ch ut notice for any amount up 
to the full cash value of his policy. 

The idea to compel life insurance com 
Pan lies to guarantee low rates of interest 
Policy loans seems both unwise and 
unfair. A policy loan also differs from 
other | ans in that the policyholder has 
the right to repay his loan at any time, 


Rumsey Retires From 
Penn Mutual Agency 


GENERAL AGENT AT WATERLOO 
Succeeded by Harold E. Rugg Who En- 
tered Same Office in 1918; Large 
Business Cutctenting 
Rumsey, general agent 
Penn Mutual at Waterloo, Iowa, end- 
ing forty years of service, has asked the 
company to relieve him of management 
responsibility. Vice-President Alexan- 
der E. Patterson very reluctantly has 
consented. To succeed Mr. Rumsey, 
Harold E. Rugg, for twenty years with 
the agency, and for several years its 
able supervisor, has been appointed gen- 
eral agent, At the earnest request of 
the company, Mr. Rumsey will continue 
his long connection with the agency as 

associate general agent. 
Began in 1898 
Mr. Rumsey’s first —_ 
Penn Mutual was September 1 
service in Sioux City. In 


\. Ellison 


with the 
, 1898 and 
1901 


was for J 
he removed to Des Moines where his 
brothers, C. H. and Hugh E. Rumsey, 


were general agents. Shortly afterward 
he was sent to Waterloo to establish a 


district agency. While there, in 1905, 
the Des Moines and Sioux City agen- 


merged, and a _ partnership 
Hugh E. Rumsey, J. 
Ellison Rumsey. Mr. 
Rumsey remained at Waterloo and his 
general agency experience began at that 
time, and has continued for thirty-three 
vears. Since 1917 Mr. Rumsey has been 
in sole charge. On the ag ency’s book: 
$26,000,000 of life insurance is regis- 
tered and Mr. Rumsey and his organiza- 
tion have achieved a state-wide reputa- 
tion in Iowa for stability and business 
reliability. 

Career of H. E. Rugg 
E. Rugg joined the 
1918, that being his 
first life insurance contract. For eight 
previous years he had been assistant 
cashier in the Blackhawk National Bank, 
Waterloo. To the bank he went direct 
from high school and from there direct 
to life insurance. During his first eight 
vears he was office manager and for the 
last twelve years he has been the 
agency’s supervisor. During these twen- 
ty years Mr. Rugg has participated in 
the growth of the agency, which now 
has four flourishing district agencies. He 
is a member of the Waterloo and Iowa 
life underwriters associations. 


cies were 
was formed by 


Murray and A. 


Harold Waterloo 


agency January 1, 





CONN. MUTUAL WRITINGS 
August Showed Gains ‘ Year’s Production 
Not Far Off; Total in Force at 
All-Time High Mark 


Connecticut Mutual reports that new 


paid sales in August amounted to $7,- 
722,073, a gain of 89% over August last 
vear. Total paid-for sales during eight 


months stand at $59,002,071. The in- 
creases during the past two months have 
now brought the 1938 production up to 
within 7.4% of last year’s results. 

Gains in insurance in force averaged 


$2,096,611 each month of this year and 
for the year to date $16,772,891. Total 
in force is now at an all-time high of 


$995 ,913,959. 


in whole or in part, without penalty and 
thus can exercise a definite selection 
against the company. Without the loan 
privilege in his policy he would have to 
look elsewhere for needed funds and pay 
the prevailing market rate. In certain 
periods money is plentiful and he might 
obtain the loan at less than 6%, but at 
other times money is scarce and he 
might not be able to obtain a loan at 
all or only at a higher rate. If it were 
true that life insurance companies made 
huge profits from policy loans they would 
urge policyholders to borrow and try to 
keep the loans on their books. Actually 
policy loans are discouraged by the com- 
panies and they endeavor to keep the 
total of policy loans down to as low a 
percentage of the assets as possible. 












IT TAKES 


to stay in school 








*» more than Brains & 


T TAKES money. Your family must be held together in 
financial security. You doubtless hope some day to send 
your youngsters to college. But—before college comes 


public school and high school. 


These are basic educa- 


tional requirements. Insure them first. That’s why you 
are urged to investigate our new Lincoln National Life 
Salary Continuance Plan right away. Should you die, it 
pays your family a regular monthly “salary” for any 
period you designate. Assures your children an educa- 
tion. If you live beyond retirement age, it pays you a regu- 
lar “salary” for the rest of your life. This plan costs 
little. See your local Lincoln agent for details. Or write us.. 


More than $981,000,000 Insurance in Force 


From the S¢ eptember 10 issue of Saturday Evening Post 
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Connecticut General Holds Regional Conference at Swampscott, Mass. 
Dixon’s Life Raft Simile New Literature About cational institutions, insurance com. 


Young Agent Tells How 
He Sold to Professor 


TALK OF A. C. BOAS, NEW HAVEN 


Interesting Illustration of Programming 
For Man With Wife, Children 
and $10,500 Insurance 


A. C. Boas, a young New Haven agent, 
told the 
convention 


Connecticut General’s regional 
last week in a sales panel 
conducted by F, O. H. Williams, New 
Haven, how he sold a life insurance pro- 
gram to a professor. This faculty mem- 
ber had two children—a boy, age 2, and 
a girl, age 8. He had an annual income 
of $6,000; owned his house on which 
there was a $10,000 mortgage. Total 
life insurance carried was $10,500, all 
payable in cash to his wife. One of 
the two children was named contingent 
beneficiary. 

The insurance was adequate enough 
enly to provide for the $3,000 clean-up 
fund he wished; give his wife $71.66 per 
month as a readjustment mcome for the 
first year; then $29.42 a month for the 
next nineteen years, and, finally, to pro- 
vide for $3,000 emergency fund he 
wished. 

“My final program to him,” said Mr. 
Boas, “was to recommend that he pur- 
chase a total of $24,000 insurance. Of 
this, $10,000 was to have 20 Year Family 
Income added. As an educational fund 
for his two children $4,000 was to be set 
up. Then $400 was to be used over a 
period of one year to boost up the nec- 
essary readjustment fund, and balance 
of $9,600 was to be held at interest until 
the professor’s wife reached age 54 when 
she would start receiving a life income 
The professor's original objectives were 
$3,000 for clean-up, $250 monthly for the 
first year, $150 monthly during children’s 
dependency, $100 monthly more during 
wife’s lifetime, a $3,000 emergency fund 
and a $4,000 educational fund. 

Not Interested in Retirement Fund 

The professor was not interested in 
providing anything in the way of retire- 
ment fund for himself and his wife in- 
asmuch as the university’s pension fund 
provided adequately for that purpose 
The $24,000 I recommended meant that 
his wife would have $167.25 a month for 
the first year, dropping down to $133.46 
a month during the children’s depend- 
ency period, and finally a life income 
for the wife of $99.96 a month. It also 
provided educational fund he wished for 
the children. 

PHILIP HOLMES AGENCY FIRST 

At the Connecticut General convention 
last week the Philip B. Holmes agency, 
New York City, was singled out as the 
agency with the largest increase in busi- 
ness of any agency in the company: for 
the first seven months of 1938, having 
an increase of 156% for the first seven 
months of 1938 compared with the same 
period in 1937. Nine agents from the 
Holmes agency qualified for this first 
convention attended by the agency: 
Philip B. Holmes, Fred Fast, Charles 
Singleton, John T. Haviland, Sadler 
Hayes, Kenneth Caldwell, Duncan Wood- 
man, Richard Ferguson and William 
Christopher 


CHICAGO PLANS FOUR MEETINGS 
_The Chicago Life Insurance and Trust 
Council has arranged a series of four 
meetings during the year. First of the 
meetings is to be held on September 29 
when Gilbert T. Stephenson of New 
York is to be the speaker. Other meet- 
ings will be held on November 16, Feb- 
ruary 3 and May 25. The council has 
eighty-eight members. 

APPOINTED ACTING CASHIER 

Miss E. C. Fulford, formerly of the 
Toronto city branch, Canada Life, has 
been transferred to Toronto Osgoode as 
acting branch cashier. 


Robert Dixon, Larkin agency, 225 
Broadway, New York, told the Connecti- 
cut General convention that he believes 
in the necessity of painting pictures by 
appropriate stories or illustrations, with 
the object of making the prospect see 
himself in the picture. This introduces 
the emotional factor without which most 
of the great bulk of sales are not made. 

In illustrating his method of drawing 
analogies he put the agent in the role 
of a lifeguard and the prospect that of 
the swimmer. He sees the prospect on 
the raft of inadequate insurance, un- 
mindful of the dangerous tides sweeping 
around him, content to remain there in- 
definitely. “We, as the lifeguards, have 
the task of persuading him to leave the 
raft and of landing him safely on the 
beach of planned security. 

“In order to accomplish this a pro- 
gram has been prepared and presented, 
embodying his own ideas of the need for 
greater security and we are going to 
have him save himself and at no time 
get the impression that we have made 
him take action. 

“Most men believe there is plenty of 
time for action. If they wait long enough 
their ship—in the form of greater earn- 
ings—may come in. The answer is to 
agree that the raft may be overwhelmed 
by the needs of his family; that ships 
have failed to arrive on schedule; that 


they flounder because of disability or 
old age. 
“The simplest closing test I use is 


asking the prospect if he has any ques- 
tions. If he has, listen carefully, and 
use everything he says against him. If 
he has no questions tell him you have a 
few and start filling the application.” 
J. B. Tudhope has joined the Hughes 
agency, Massachusetts Mutual, Chicago. 
He will specialize in estate insurance. 


Salary Savings Plan 


BOOKLETS OF CONN. GENERAL 


Vice-President Bulkley and Superintend- 
ent of Agencies Cole Discuss 


Today’s Needs of Contract 





At the Connecticut General’s regional 
convention in Swampscott George E. 
Bulkley, vice-president, and J. L. Cole, 
superintendent of agencies, discussed 
salary savings in terms of today’s needs. 
The Connecticut General was the sec- 
ond company to write this type of cov- 
erage, but the terminology, “Salary Sav- 
ings,” is its own coinage. These con 
tracts of a number of individual policies 
written in one institution are now issued 
under several names by life companies. 

The Connecticut General’s new presen- 
tation of salary savings was distributed 
to members of the convention. This new 
material consists of four items, two of 
which are for the public and two for 
the agent’s own exclusive use. One of 
these pamphlets is called “The American 
Way to Security—Savings, Protection, 
Independence.” It shows how the sub- 
ject of financial security is uppermost 
in industry; how social security gives 
everybody a good start but often the in- 
come obtainable will not wholly meet 
retirement needs. All of which shows 
there is a necessity for employes having 
further protection. It describes ad- 
vantages to employes of salary savings 
insurance and also what the plan can 
mean to the employer. It describes how 
simple are the mechanics of installing 
salary savings plans. This book also 
prints a list of some of the banks, edu- 
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panies, manufacturers, newspapers, print. 
ers, public utilities and sales organiza. 
tions in which Connecticut General saj. 
ary savings insurance is carried. Among 
insurance companies are five of the bes 
known in the United States. Among the 
banks both large and small towns are 
represented. 

Another one of the pamphlets is called 
“What Is Your Idea of Security?” Sti 
another booklet is “Selling Salary Say. 
ings” which includes a suggested letter 
to employes to be written on employers 
letterhead announcing the adoption of 
the salary savings plan. 


Buyers Are Tied of Policy 
Peddlers and Charlatans Who 
Claim Knowledge, Says Smith 


Stuart F. Smith, Philadelphia general 
agent, talking to Connecticut General 
regional meeting last week, said that 
buyers are more acute than they for- 
merly were, and, consequently more wary 
of the unskilled salesman. The buyer is 
anxious to debunk insurance; is tired 
both of the policy peddler as well as that 
type of estate engineer who professes to 
be an economist, a tax expert, an invest- 
ment counsellor, banker, lawyer, doctor 
and finally turns out to be nothing but 
a bore with little ability in any one 
direction, ; 

The buyer is tired of “lip service.” 
What he wants is real service. He quick- 
ly separates the phoney from the real: 
he is looking for and recognizes the 
truly skilled agent. He wants perform- 
ance, not promises; he will exchange the 
opportunity for sale for a real benefit 

Life insurance agents are recognizing 
day by day the ever increasing need for 
prestige in order to properly set the 
stage for a sale. They can’t have the 
prestige unless they are entitled to it 
by experience, intelligence, knowledge of 
technique and accomplishment. 


Insurance Courses Open At 


N. Y. U. September 20 
Courses in insurance will begin at the 
School of Commerce, New York Uni- 
versity, September 20. Registration 
opened September 12. The courses have 
been approved by the New York Insur- 
ance Department for the purposes of the 
broker’s license examinations, and to 
prepare for Chartered Life Underwriters 
examinations, 

The fee for each two-point course 1s 
$22. The registration fee is $3 per term 
regardless of the number of courses 
taken. Further information can be se- 
cured from the university. 





PLANS OF UNION AGENTS 
Ladies’ Auxiliary Forming as Part of 
United States & Professional 
Workers in Buffalo 

Organization of a ladies’ auxiliary and 
a series of educational talks on trade 
unionism by political and labor leaders 
are scheduled as part of the Fall cam- 
paign of the Industrial agents’ division 
of the United States & Professional 
Workers Union, Buffalo. , 

Although the union’s leader says his 
organization claims as its members 4 
majority of agents employed locally by 
Industrial companies, he emphasized that 
a vigorous drive is planned “to get every 
agent in Buffalo and the Niagara frontier 
into the union to make its position more 
secure.” 

The Life Underwriters Association of 
Los Angeles Forum held its first Fall 
meeting Tuesday, August 30, with John 
P. Davies of the Northwestern Mutual 
Life as the speaker. 


General American Life, St Lous, 
launched a special salary savings Pro 
duction drive September 1. 
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How your life insurance money 


comes home to boost! 





1. Perhaps you've sometimes wondered what happens to the money you pay as life 
insurance premiums. Is it locked in a vault for safekeeping? No. The money not re- 
quired for current claims and expenses is put to work. It is carefully invested in first 
mortgages on real estate and securities paying a fixed rate of income, where the bor- 





rowers who are responsible to the insurance company for the payment of interest and 


the repayment of principal also manage and control the enterprise. 





3. Metropolitan has invested other millions of dollars in city real estate first mortgages. 
The chances are that right in your own community there are homes, stores, and office 
buildings that life insurance dollars helped to build... money that comes home to 


make your community a better place in which to live. 





5. Life insurance dollars also have been busily at work in transporta- 
tion, utility, and industriat bonds—helping to keep factories humming 
and men in jobs, helping to bring goods to you, and to move what you 
and your neighbors had to sell to other markets. 


HIS IS THE FIFTH in Metropolitan’s new series of ad- 

Bi geerteteeis designed to give the public a clearer 
understanding of how a life insurance company operates. 

. It appears in: Collier's, September 10; Saturday Evening 





and keep buildings in proper repair. 


HIS, in part, is the story of what 

happens to the dollars your life in- 
surance company holds for the benefit 
of its policyholders. These dollars are 
kept constantly employed,earning more 
dollars—and thus helping to pay the 
cost of your life insurance. 


But your life insurance company’s 
first responsibility is to safeguard these 
dollars. For eventually, when the need 
arises, the dollars contracted for in 
your policy must be paid to you—you, 
or your loved ones. 





2. For instance, millions of dollars, held by Metropolitan for the benefit of its 29 
million policyholders, are invested in Federal, state, county, and municipal bonds. 
You've seen these dollars come home to boost your community—in new roads, bridges, 
schools for your children, and a multitude of other public improvements. 


4. Still other life insurance dollars are sent out to work on farms—are invested in 
farm mortgages. Spread through the farming sections of many states, these dollars 
help farmers produce better crops, protect fertility of land, get needed equipment, 








COPYRIGHT 1938— METROPOLITAN LIFE INSURANCE CO 
This is Number 5 in a series of advertisements designed 
to give the public a clearer understanding of how a life 
insurance company operates. Copies of preceding adver- 


tisements will be mailed upon request. 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 


Frederick H. Ecker, chairman OF THE BOARD 
Leroy A. Lincoln, presipent 


1 MADISON AVENUE, NEW YorK, N. Y. 











Post. September 10; Business Week, September 10; Time, 
September 12; American Weekly, September 11; This 
Week. September 4; Forbes, September 1; Cosmopolitan, 
October; Nation's Business, September. 
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Field Prestige Growth 
Seen by S. T. Whatley 


BIG CHANGE IN THIRTY YEARS 








Agents Have Developed in Many Ways; 
High Praise Also Given to 
American College 
S. T. Whatley, vice-president of the 
\etna Life in charge of production, told 
the Eastern regional meeting of the 
company some facts about the life insur- 
ance production situation today as com- 
pared with what it was thirty years ago 
when he entered the field in Alabama. 
In many respects he has seen great 
changes, one of the most important be- 
ing the higher position in the commu- 
nity which the agent has won, the great 
increase in what life insurance can ac- 
complish and the improved methods of 

salesmanship. 

When Mr. Whatley entered the busi- 
ness he had been out of college but a 
short time. He wrote to his father tell- 
ing him he was entering life insurance. 
The answer he got to this letter was far 
from enthusiastic. Between the lines the 
young agent could read that his father 
was disappointed in the choice of careers 
which his son had made. When young 
Whatley started out he got an impres- 
sion that life insurance was full of men 
who had failed in other lines of business 
and were having no better luck in life 
insurance. Sure, however, that he was 
not going to fail, he resolved to show 
his father that the latter was mistaken 
in his lack of enthusiasm. 


The C.L.U. 


The situation today shows a tremen- 
dous improvement in the caliber and 
character of the men in the field. More 
and more it is attracting the best type 
of persons, He was particularly grati- 
fied to note the number of Aetna Life 
men who had successfully passed the 
last examinations of the American Col- 
lege of Life Underwriters and had thus 
won the C.L.U. degree. He said he was 
greatly pleased to see the growing num- 
ber of men of the Aetna organization 
who have the C.L.U. The best type of 
agent nowadays solve the public’s eco- 
nomic problems, which problems are eas- 
ier to solve if studies are made similar 
to the ones required for C.L.U. quali- 
fication. 


Talk With a Disappointed Agent 


Mr. Whatley digressed to tell of a 
talk he had with an Aetna Life agent 
who had passed three of the American 
College’s examinations, but had fallen 
down on two, That agent was disap- 
pointed and discouraged. Mr. Whatley 


told him that despite this failure the 
fact that he had made the intensive 
study he had resulted in an increase 


in his knowledge of life insurance which 
would make him a better insurance man 
irrespective of the fact that he would 
not be able to write C.L.U. after his 
name. 

Life insurance men have a responsibil- 
ity to learn all that they can about the 
business in order to be so equipped that 
they can hold their own with any pros- 
pect, said Mr. Whatley. When the in- 
surance they sell is sold right with the 
appropriate coverage to meet the re- 
quired needs every case is an asset to 
the agent and a good advertisement of 
both the company and of his competence. 
It paves the way for numerous other 
cases. On the other hand, incompetence 
on the part of an agent may have some 
distressful consequences as time goes on. 
Instead of the sale of the policy being 
a good advertisement in the community 
among friends and other associates of 
the insured it will prove a bad one. 








nero 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 

Kansas City 








Omaha 





. 


Quebec Convention 


(Continued from Page 1) 
and E. L. McCutcheon of Hartford tak- 
ing the part of the salesman. 


Toastmaster at the banquet was O. 


Pryce Jones, manager at Winnipeg. 
Speakers at the meetings were Vice- 
Presidents S. T. Whatley, E. E. Cam- 


mack and J. H. Brewster, ae. Gx. ON 
Boright, Montreal; J. E. Davie, Concord, 
N. H.; Milton A. Lowenberg, New York 
City; Dr. H, F. Taylor, A. H. Hiatt, Jr.; 
R. B. Coolidge, L. K. Babcock. 

The Regionnaires report business prog- 
ress in many parts of the country.’ H. 
N. Lonergan, general agent, Albany, for 
instance said that the New York Central 
had put many hundreds of men to work 
in its West Albany shops. 

S. T. Whatley told of gains in the 
company’s production the past few weeks 
over figures of same period 1937. 

Among the Regionnaires from New 
York City whose names have not been 
heretofore mentioned are these: 

L. W. Sechtman, R. le Bernard, J. 
P. Garry, J. H. Brady, G. G. Steiner, T. 
F. Lantry, L. L. Schices, Ht E. Ballen- 
tine, Harold Darling, J. B. Adams, W. 
H. Thomas. 


HAS APPENDICITIS 
J. B. Slimmon, vice-president Aetna 
Life, could not attend Actna’s regional 
convention. He recently had an opera- 
tion for appendicitis. 








FORMER FOOTBALL STAR TALKS 

J. E. Davie, Concord, N. H., former 
college football player, discussed "accident, 
insurance cases and how they lead to 
life insurance cases in a talk to the re- 
gionnaire convention of Aetna Life this 
week in Quebec. One of his most inter- 
esting life cases was when he heard a 
man was going to be taken into partner- 
ship and he sold him business insurance 
before his new connection was an- 


Ring Lardner’s Widow 
Living on Annuities 


HAS SONS IN JOURNALISM 





Many in Theatrical and Writing Fields 
Carrying Good Insurance Lines, 
Says C. B. O’Connell 





Charles B. O’Connell, Long Island 
manager of the Aetna Life and associ- 
ated with the G. V. Austin agency of 
Brooklyn, told a representative of The 
Eastern Underwriter attending the re- 
gional meeting of the Aetna that Mrs. 
Ring Lardner, widow of the humorist, 
is now living in New Milford, Conn., 
and that the $210,000 of insurance pro- 
ceeds which she was paid on policies 
carried by her husband has been invest- 
ed in annuities. She has four sons, some 
of whom are in the newspaper business, 
and one, James, is serving with troops 
in the Spanish Civil War. 


_O’Connell says actors and writers con- 
tinue to be large patrons of life insur- 


ance. Some of his clients are Ed Wynne 
and Willie Howard, comedians; Gene 
Buck, librettist; Sam Harris, theatrical 


manager, and Willie Hoppe, billiard cham- 
pion. He first met professional people 
when he was working in a bank in Great 
Neck, L. I, home of a large theatrical 
and literary colony. 

O’Connell says that every successfui 
actor he knows with one exception car- 
ries a good line of life insurance. 

“He is a well-known Broadway star 
who is superstitious and thinks if he 
buys life insurance the wheel of his des- 
tiny will turn the other way.” 

O’Connell paid for $510,000 up to Au- 
gust 1 this year. 





nounced. He gave some interesting in- 
stances of how men delayed buying in- 
surance until too late. 


Famous French-Canadians Founded 
Many United States Communities 


G. W. Boright, general agent, Aetna 
Life, Montreal, welcomed to Quebec the 
Aetna Life regional convention on Mon- 
day morning last, and said it was in real- 
ity a “welcome home” to Americans be- 
cause so many widely scattered cities in 


the United States were founded by 
French-Canadians. He gave these ex- 
amples: 


“The St. Lawrence communities were 
the headquarters and the starting-places 
for those French explorers like La Salle, 


Duluth and Cadillac, who was the 
founder of Detroit. As for our native 
born this city of Quebec is the birth- 


place of the discoverer of the Mississippi, 
Louis Jolliet. From Contrecoeur on our 
south shore came the man who founded 
Fort Duquesne, the modern Pittsburgh. 
Jean-Baptiste LeMoine (born in Mon- 
treal) founded Mobile and New Orleans. 
Another Montrealer (Bissot) founded 
Vincennes, the oldest place in Indiana. 
The Verendryes from Trois-Riviéres 
were the first white men on record to 
visit what are now Montana and Wyo- 
ming, 
Other Early Settlers 

“The name of the Quebec-born ‘M’sieur 
Pete’ Ogden is sprinkled all over the map 
of Utah. John McLaughlin from 
Riviere du Loup lives in history as ‘The 
Father of Oregon.’ Menard from La- 
prairie was a signer of the Texas Dec- 
laration of Independence and he was also 
a founder of Galveston. 

“Julien Dubic from St. Pierre Les Bec- 
quets was the first settler of Iowa. And 
so on. And so on. And these men were 
at home on either side of that imaginary 
boundary line—just as we are today. 


GOLDSTEIN RANKED 2ND IN AUG. 

Meyer M. Goldstein, who was appoint- 
ed general agent of the Connecticut Mu- 
tual in New York early this Summer, 


“So you see, not only has French Can- 
ada many associations with, and remind- 
ers of, past centuries; it has also asso- 
ciations with almost every portion of this 
continent. 


The Aetna in Canada 


“But for us, our Own company pro- 
vides the finest example of United States- 
Canadian associations and_ friendships. 
They date from the beginners of the 
Aetna Life. Our company, as you know, 
was founded in 1850, and in that very 
year of its foundation it issued a policy 
on a Canadian citizen, Only seventeen 
years later the first Canadian agency 
opened with headquarters in Montreai. 
That was in 1867, the same year as the 
Confederation of our scattered Provinces 
into what is now known as the Dominion 
of Canada. So the Canadian Dominion 
and Canadian Aetna have grown up to- 
gether. 

“Today more than 46,000 residents of 
Canada are protected under Aetna Life 
contracts—and since this old Province of 
Quebec still holds by many of the an- 
cient ways and still speaks the language 
of its past—many of these policies are 
printed in French. That I think is an 
interesting fact; and one which gives us 
an added pride in our company, the 
strength and reliability of which can so 
win the confidence and friendship of a 
people speaking a language different to 
our own, And so, with this fact in mind, 
and in keeping with our historic sur- 
roundings on this occasion, it is fitting 
that I should add a bilingual touch to 
this my warmest greetings to you: Bien- 
venue dans la Province de Québec.” 


has hit such a lively pace that his agency 
ranked second in production in August 
a a agencies of the company country- 
wide. 


No Likelihood of R.R. 
System Abandonmen{ 


J. H. BREWSTER’S QUEBEC TALK 





This Country’s Greatest Single Industry 
and Normally Its Largest Employer 
of Labor 

James H. Brewster, vice - president 
Aetna Life and one of the Most able 
men in the financial side of the insur. 
ance business, was roundly cheered by 
the Aetna Life regional convention jn 
Quebec this week upon the completion 
of his talk in which he discussed some 
phases of the economic situation, He 
spoke informally. 

What he said about the railroad sity- 
ation received particular attention be- 
cause of his opinion that there is no 
likelihood that the time will ever come 
in this country when the railroad system 
will be abandoned. Although today the 
assets of the Aetna Life show less than 
7% in railroad bonds, and the company 
has not purchased any of these bonds 
during the last five years, Mr. Brewster 
discussed this subject in some detail be- 
cause he wanted to emphasize the im- 
portant part which the railroads have 
played in the community. 

Normally Largest Labor Employer 

In the first place, the railroad industry 
is the greatest single industry in Amer- 


ica. It is normally the largest employer 
of labor in any industry. It is one of 
the largest taxpayers and one of the 


greatest consumers of the heavy goods 
industry—all metals and wood, ete. 

The 120,000,000 people require cheap 
transportation and passenger rates over 
approximately a twenty-five-year period 
have gone down 14%. Compared with 
other countries freight rates are also low. 
An illustration is that a ton of freight 
in this country can be shipped for less 
than a cent a ton per mile while the 
same shipment over the same distance 
in England and France costs more than 
two cents per mile. 

It is true that the railroads are having 
their trouble. For instance, in a quarter 
of a century taxes on the carriers have 
increased at least 200%. But despite all 
difficulties and handicaps there will be 
no scrapping of the present system of 
railroad transportation, which is not only 
Mr. Brewster’s opinion but that of many 
other financial insurance officers. 

Economic Picture Changes 

Mr. Brewster said that there are s0 
many elements entering into the invest- 
ment picture that it was difficult to take 
up each field and explain why yields are 
low or how long they will continue so. 
This is a country with so many resources 
of wealth that any economic picture may 
change when most unexpected. A situ- 
ation which may appear rather depress- 
ing today may have a more cheerful 
aspect tomorrow because of a turn of 
events. He told a humorous story illus- 
trating complexities and intricacies ot 
subjects when attempt is made to grasp 
them too easily. It had to do with a 
professor of economics in his college, 
Yale. A large number of undergradu- 
ates had enrolled for the class because 
they thought it would be an easy course. 
When the class gathered for the first 
session the professor said: 

“Young men, I am delighted to sce 

(Continued on Next Page) 
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falls B Business Cover 
Ideal Shock Absorber 


4H. HIATT, JR.'S QUEBEC TALK 





protection Against Death of Personali- 
ties; Some Policies Paid to Hos- 
pitals When Surgeons Die 





Discussing business life insurance be- 
Aetna Life regional convention in 
inebec this week A. H. Hiatt, Jr., super- 
ntendent of agencies, said that it should 
sot be considered complicated. Partner- 
hip ceases Upon the death of any part- 
+, The interest of the deceased part- 
vr must first be liquidated by the sur- 
ving partners and paid to the dead 
an’s heirs. A buy and sell agreement 
sessential to every partnership and life 
surance is invariably needed to provide 
e necessary funds for this purchase 
hen the partnership is dissolved by 
ath. Further, there is nearly always 
economic loss because of the lost ser- 
ces of the dead partner. Life insurance 

;the ideal shock absorber. 

The close corporation, small or large, 
4s the problem of retirement = stock 
hen one of the owners dies. A stock- 

\der active in business is interested in 
anagement, plant expansion and future 
eifare of the corporation. An estate 
their stockholder thinks in terms of 
ividends only. The need and desire for 
mmediate dividends is usually of para- 

unt importance. Life insurance in 
usiness is frequently called Business 
nterruption insurance, comparable to 
seand Occupancy insurance in the fire 
ied, Definite business interruption fol- 
ws death of a key man. 

Recently a number of cases have been 
yritten on surgeons in hospitals, policy 
yayable to the hospital, 

The Amos and Andy Case 

Where businesses are single-man af- 
airs there is particular need of business 
nurance. The period of peak earnings 
may be longer for the average business 
an, but early death may wipe out fu- 

re profits for this business, or the oc- 

wrence of depreciation and_ obsoles- 
nce will cause tragic results if no 
inking fund is provided. 

Mr. Hiatt discussed the large line given 
to S. T. Whatley when general agent at 
hicago by the Pepsodent Co., covering 
the radio comedians, Amos and Andy, 
thn under contract to the Pepsodent 

.for certain radio appearances, where 
ilure to appear for even a fortnight 
uld have cost Pepsodent half a mil- 

n dollars in wire rentals alone, while 

the death of one of the team would have 


leant a greater money loss, Amos and 
\ndy teams are scarce, but there are 
tens of thousands of employes whose 


ss would cause distress to the business 
{insurance were not provided. 





(Continued from Opposite Page) 

you at this first session. I am some- 
what surprised at the number of stu- 
lents here. I hope that none of you 
ae taking this course because you think 
tan easy one. If that is the case you 
are laboring under a great misapprehen- 
sion because as supplemental to the 
course there are three books which | 
have written and which you will have 
fo read, 

‘The first one only God, myself 
afew others can understand. The sec- 
ond book is understood only by God 
and myself, Regarding that third book 
God has dropped out.’ 
Mr. Brewster made the comment that 
% far as finance is concerned man has 
dropped out because God alone knows 
why stocks go up or why they decline. 
In discussing financial condition of the 
Aetna Life and Affiliated Companies Mr. 
srewster said in conclusion: 

“We can tell you very definitely that 
the character of our assets are unusually 
sound and liquid, and so well diversified 
that they are calculated to meet any 
emergency as far as we can see ahead. 
€ can tell you that our primary liabili- 
les are well margined by our secondary 
liabi ilities—capital and surplus. And we 


and 


fan tell you that we have other assets 





Every Correct Sale Is 
Link in Endless Chain 


LOWENBERG TALK AT QUEBEC 





New York Agent Discusses Estate Con- 
trol Plan; Described ’Phone Ap- 
proach, Too 





Milton A, Lowenberg of the K. A. 
Luther agency, Aetna Life, midtown New 
York, discussed the company’s Estate 
Control plan in a talk before its Eastern 
regional convention in Quebec Monday. 
A Missouri man, he entered life insur- 


ance and then joined the army during 
the World War, continuing to serve as 
a commissioned officer until 1924 when 


he entered the manufacturing business. 
In 1932 he joined the Aetna Life. He is 
a major in the Officers’ Reserve Corps. 

He began by describing an effective 
telephone approach. To the secretary 
he says: “This is Milton Lowenberg. 
I'd like to speak with Mr. Jones on a 
personal matter.’ 

The secretary: “Mr. 
it very important ?” 

Major Lowenberg: 
Mr. Jones.” 

To the convention he said: “If my call 
was not important I’d have no right to 
telephone.” 

Good Ideas Stick for Years 

In discussing Planned Estate Control 

the speaker said that if the preliminary 


Jones is busy. Is 


“It is important to 


interviews are correct in telling how 
insurance needs can be met the ideas 
of the agent stick and may come home 


to roost even if for the moment he thinks 
he has not made the sale. He told of an 
art dealer whom he wrote for $80,000 
after going into detail with an insurance 
program four years before. That trans- 
action also led to the vice-president of 
the company buying $10,000 Family In- 
come; the treasurer, $5,000 Family In- 
come; private secretary, $2,500 Ordinary 
Life, and $300 in accident insurance pre- 
miums spread over these various policy- 
holders. 

“The thing to do in the interview is 
to build faith,” said Major Lowenberg. 
“Basis of the Estate Control Plan is, 
first, education of the salesman, and, 
through him, education of the policy- 
holder in proper use of the settlement 
modes so as to translate a widow’s po- 
tential capital into a lifelong incomne. 
It must be honestly used as a service; 
and that’s the way we are using it. It 
is a satisfaction to know that insurance 
is not sold by us as a lottery ticket in 
the gamble of life, but as a legitimate 
business investment.” 

The speaker said that the 
of insurance puts many 
“endless chain” of production 
every such sale brings in its wake 
clients. 


correct sak 
links in an 
because 
other 


Proven Principles Best, 


Shown by R. B. Coolidge 


x: B. superintendent of 


the regional 


Coolidge, 
agencies, Aetna Life, at 
convention in Quebec this week con- 
ducted an investigation on the job of 
selling life insurance. He called a num- 
ber of regionnaires to the witness stand 
and without any warning queried them 
intensively concerning the details of their 
field work. The answers were unstudied, 
extempore and direct, bringing out ua 
large number of specific facts concern- 
ing prospecting, sales methods and the 
organization of time and effort. Direct 
answers of the witnesses disclosed clearly 
the importance of personal contacts, 
friends and acquaintances as prospects 
and the value of referred leads secured 
through policyholders and personal con- 
tacts, 

A number of new sales ideas and 
approaches were brought out, but pri- 
marily the investigation re-established 
the importance of the known and proven 
pecncgnes of life insurance selling. 


as yet not advertised and as yet un- 
tapped which will prove of interest to 
you because they are helpful.” 
















fican Life has developed an insur 
¥@ cost which adequately covers busines 
like to have this explained to you by ou 
ative, John Agent. 









w you will appreciate the new ideas he is qual! 
o give yous. You will find him as appreciative 
2 value of your time as he is of your business 
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Open Doors Say “Come In” 
to our field associates 






Home Office executives, who 
sign Open Door pre-approach 
letters, introduce General 
American Life fieldmen to 
their prospects. And this serv- 
ice is given cost-free. 

First call follow-ups result 
in 80% interviews, 65% quali- 
fied prospects and 6% sales. 
Each letter, on one man’s first 
call record, is worth $5.35 in 
commissions. 














Fourteen sales-tested let- 
ters, adaptable to each of our 
multiple lines, are available. 
Our field associates express 
their appreciation for these 
letters by the profitable use 
they make of them. 








GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 
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Provident Mutual Agents Give 








ance you will be doing both father and 
son a mighty big favor, 
L. Mortimer Buckley, Chicago, on mip. 
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Using the monthly income optional set- 


Sure, you get a lot of life insurance 
tlement, the agent can stress the difficul- 7 J = = : 


and financial stability that repays the holder many times 
questions at social gatherings, but you 


Millio 


ties of the adjustment period of five over, not only in actual money but in the peace of mind sell minkty tede fe incurance at sucks 

years following the death of the bread- that goes with the assurance of security time ‘So don’t shoot your bolt ‘before Com 

winner. He points out the desirability . ; wus che tt he ake The 
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ind his income will do the same thing. sold by logic and not by emotion. 
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Fellowship Lunch To 
Be Houston Feature 


GOVERNOR ALLRED WILL SPEAK 





Careful Arrangements Made for Con- 
yenience of Those Wishing to Leave 
Meeting on Friday 





According to Program Manager Charles 
|. Zimmerman the fellowship luncheon 

; to be made a major feature of the 
National Association of Life Underwrit- 
ers’ convention at Houston. Governor 
\llred of Texas and Louis A. Johnson, 
assistant secretary of war, will do the 
speaking. 

Attendance at the luncheon, which 
starts Friday noon, September 23, will 
not prevent conventioneers from leav- 
ng Houston on Friday. For those fly- 
ng,a Braniff Airways plane leaves Hous- 
ton at 8:40 to connect with the main 
lines running east and west at Dallas 
and Fort Worth. The “Katy Flyer” 
leaves Houston at 11 p. m, and the Mis- 
suri Pacific’s fast “Southerner” at mid- 
night, both going straight through to 
St. Louis and connecting with trains for 
the East and West. This arrangement 
will allow delegates plenty of time to 
pack and make connections, 

Among the other highlights of the 
luncheon will be the presentation of new 
ficers, trustees, past national presidents, 
Houston officers and committee chair- 
men, and members of the headquarters 
staff. Music and entertainment will be 
under the direction of Walter Jenkins, 


who also scored a hit last year when 
he accompanied the Houston delegation 
to St. Louis. 


Boom on for Colborn 
As National Trustee 


Rochester, N. Y., is supporting Earl 
F. Colborn heavily for trustee of the 
National Association of Life Underwrit- 
rs. The Colborn for trustee committee 
f the Rochester Life Underwriters As- 
sociation reports that tie -nine_associa- 
ons have endorsed him. J. Schlitzer, 
cel agent Massac ol Mutual, and 
president of the Rochester association, is 
hirman of the committee. 

he forty-nine associations are: Albany, Allen- 
town, Baltimore, Bangor, Binghamton, Birming 
ham, Boston, Charleston (W. Va.), Cincinnati, 
Clarksburg, Cleveland, Decatur, Denver, Elmira, 
Erie, Fort Wayne, Hartford, Huntington, Indi- 
mapolis, Ithaca, Kansas City, Knoxville, Los 
Angeles, Louisville, Macon, Memphis, Nashville, 
North Dakota, Oklahoma City, Peoria, Pough 
keepsie, Raleigh, Rhode Island, Richmond, Roch- 
ster, Rockford, Rutland, St. Lawrence, San 
Antonio, Schenectady, Scranton, Syracuse, To 
ledo, Utica, Washington, Wheeling, Wichita, 
Wilson and Wilkes-Barre. 
Mr. Colborn is a native of Ohio, gradu- 
ate of Miami, and a Phi Beta Kappa; 
has been in life insurance since 1915 and 
since 1924 his agency has placed $56,000,- 
W with the Connecticut Mutual, He 
has been active in the Rochester and 
Syracuse associations, the Rochester Life 
Managers Association and the Life In- 
surance Trust Council of Rochester. In 
the National Association he has repre 
sented Rochester continuously since 1928 


Million Dollar Round Table 


Completes Houston Program 


The program for the Million Dollar 
Round Table meeting at Houston this 
month has been completed. Chairman is 
Jack Lauer of Cincinnati who will intro 
luce O. Sam Cummings, president, Na- 
tonal Association of Life Underwriters. 
Other speakers are these: 

H. Ben Ruhl, Massachusetts Mutual 
Life, Detroit, “Having Your Friends Run 
Interference. for You”; “Time Valuation 
= Control,” Paul H. Dunnavan, Canada 

Minneapolis; Clyde C. W arfield, in- 
dependent Tyler, Tex., “Selling Trusts” 
ton Stever, Equitable Society, Pasadena, 

‘It Works in Pasadena” ae 3 R. Warwick, 
vice-president advertising firm of Cecil, 
Warwick & Legler, “Life Insurance Looks 


ad”; Denis B. Maduro, attorney of 
New York City, “Taxation, Business In- 
‘Urance and Wills.” 





Midyear Meeting Date To 


Be Announced at Houston 
The board of trustees of the National 
Association of Life Underwriters will 
make the final decision on the date and 
place of that organization’s 1939 midyear 
meeting during their deliberations at 
Houston. It has been customary for the 
national body to postpone decision on 
the city and time of the midyear session, 
usually held in either March or April, 
until the December meeting of the board, 
but this year precedent will be broken. 
Local associations wishing to apply for 
the privilege of playing host to the mid- 


year meeting are asked by President 
Cummings to submit their bids before 
the board of trustees at Houston. 








Northwest Offering 
Prins For Trustee 


John Prins is another candidate for 
trustee of the National Association of 
Life Underwriters. His boom is being 
furthered by the associations of the 
Northwest, namely, Tacoma, Seattle, 
Portland, Butte, Everett, Spokane, Ya- 
kima, Great Falls, 3ellingham and the 
states of Washington, Utah and Oregon. 

Mr. Prins has been in life insurance 
for seventeen years, beginning with the 
Metropolitan in Seattle. 


St. Louis After 1939 
N.A.L.U. Convention 


ELABORATE DRIVE UNDER WAY 


Fifty Delegates Will Descend on Hous- 
ton Symbolizing Half-Century Of 
Association’s Existence 


Although St. Louis claims it as good 
as has the 1939 golden jubilee meeting 
of the National Un- 
derwriters in its pocket, executives of the 


Association of Life 
St. Louis convention committee will not 
overlook any chances to further the ad- 
vantages of their city at the forthcom- 
ing meeting in Houston. 


Final plans for the St. Louis drive were 


discussed at a breakfast meeting Sep- 
tember 5. Maxwell L. Hoffman, assist- 
ant managing director, was present and 
all members of the committee except 


Howard H. Cammack, 


ng Cag eee to the convention commit- 


tee Louis is sending a delegation of 
Atiy ‘* the Houston gathering. The 
fifty are symbolic of the fifty years that 
the National Association has been 
functioning. The committee plans to 
have suitable souvenirs for distribution 


at Houston and also plans to carry out 


Rieti W. Allin Added To 


Houston Convention Panel 


Martha Washburn Allin, Connecticut 
Mutual Life, Minneapolis, has been add 
ed to the panel for the “Simplified Sell 


ing” seminar at the Houston Convention 
of the National Association of Life Un 
derwriters. The seminar, which will be 


held Thursday afternoon, September 22, 
will be led by A. Leroy Johnson, Jack 
sonville, Fla. Mrs. Allin, who takes over 
the speaking post vacated by Mildred 


Pendleton Miller of Kansas City, who 
will be unable to appear, is a member of 
the Women’s Quarter Million Dollar 


Round Table and has long been 
nent mid-Western underwriter 


a promi 


the carnation idea which has been the 
committee’s insignia now for several 
years. As part of the campaign a spe- 
cial four-page booklet is now being dis 
tributed. 

Adam Rosenthal, national committee- 
man of the St. Louis association and 
past president of the St. Louis organi- 
zation, will present the invitation to the 
National Council. It will be seconded by 
James E. Callahan as president of the 
Missouri Perec i of Life Under 
writers, and Dallas Alderman as _ past 
president of the Missouri association 














“Ask Any 
Berkshire 
Associate” 





A WIDE MARGIN! 


THE BERKSHIRE ASSOCIATE ENJOYS A 
WIDE MARGIN BECAUSE OF THE FINE 
SALABLE LIST OF POLICY CONTRACTS 
WHICH HE CARRIES. 





AMONG THE LEADERS ARE: 


® FAMILY PROTECTION PLAN 
JUVENILE INSURANCE (WITH OR WITHOUT 


PAYOR CLAUSE). 


© SALARY SAVINGS PLAN 
® RETIREMENT INCOME PLAN 


BERKSHIRE BENEFACTOR 
(LOW COST—STEP RATE) 


LOW PAID UP AT 60 AND 65 
BERKSHIRE ORGANIZED ESTATE PLAN 


SUBSTANDARD 


JULY PAID VOLUME 84.3%, GAIN OVER 


JULY 1937 


BERKSHIRE LIFE 
INSURANCE COMPANY 


(INCORPORATED 1851) 
PITTSFIELD, MASS. 


ANNUITIES—(Immediate and Retirement) 


FRED H. RHODES, 
PRESIDENT. 
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Impairing Good-Will 


ADVICE OF JAMES A. FULTON 





Agent Should Never Solicit Interview 
Without Having Definite Plan, He 
Tells Pittsburgh Ass’n 





Speaking before the first meeting of 
the season of the Pittsburgh Life Un- 
derwriters Association held yesterday, 
James A. Fulton, president of the Home 
Life of New York, spoke frankly about 
some of the elements in the business 
that tend to impair public good-will. His 
remarks are summarized in the follow- 
ing: 

“We might as well recognize the fact 
that in spite of the splendid record of 
the American life insurance salesman, he, 
for some reason, does not enjoy the 
same acceptance in the public mind as 
the institution itself,” said Mr. Fulton. 
“The whole structure of American life 
insurance is built on our agency system 
and it is imperatively necessary that the 
recognition of the worth of that agency 
system by the public shall keep pace 
with their esteem of life insurance itself. 
This is the greatest common problem 
faced today by the companies and the 
field.” 

Build Up Resistance 


Citing some of the things that build 
up resistance, Mr. Fulton continued, 
“What are some of the factors which 
have built up resistance to your efforts 
and what can we do about them? I 
should like to attempt to list some of 
them, some of them which are purely 
under the control of the agent himself. 

“Every life insurance interview that 
was ever made without adequate prepa- 
ration helped build sales resistance for 
every life insurance man who _ subse- 
quently interviewed the prospect. 

“Let a life insurance representative 
claim the time of a busy man and then 
let him have no definite, clear-cut story 
to present; let him stammer and _ halt 
and be vague and indefinite and for a 
long time after that any other life in- 
surance man is going to have difficulty 
getting an interview. 

“Let a life insurance man predicate his 
appeal on his need rather than the need 
of the prospect. Let him wangle a policy 
out of his prospect to help him out, to 
honor the president, or to win a trip, 
and although he makes a sale he has 
diminished in the mind of his prospect 
the respect which he should have for the 
business of selling life insurance. 

“Let a life insurance man put across 
a sale by a clever subterfuge and again 
though he make a sale, he has sent the 
general standing of life insurance men, 
including himself, down several points 
in the mind of the prospect. Let him 
sell a policy without regard to the need 
of the individual and some day that in- 
‘dividual is going to wake up with a 
sense of disappointment and a lessened 
respect for the business of selling life 
insurance. 

Must Have a Plan 

“If every life insurance man _ in 
America would make it an inflexible 
rule that he would never see a prospect 
without some definite reason for seeing 
him and would quickly bring every in- 
terview to the point where it embodied 
a definite proposal based on the pros- 
pect’s specific needs and stated in simple 
and understandable fashion, we would 
soon find that life insurance men were 
more welcome and that prospecting and 
getting interviews was no longer the 
problem that it is today. Do not let 
me lead you to believe, however, that I 
think the responsibility is entirely or 
even largely that of the man in the field. 
The primary responsibility after all lies 
with the companies. By their constant 
pressure for volume; by their insistence 
on more men, often times almost regard- 
less of whether those men are fitted for 
the business; they are the biggest factor 
in building up resistance to the life field 
organization. the companies would 
forget about volume of new business for 
a while and make it their inflexible rule 


Mass. Mutual Appoints 
Kerry at Worcester 


RESIGNS MANUFACTURERS LIFE 


George M. Duvall Will Continue With 
Agency as Associate; Change 
Effective October 15 





Massachusetts Mutual announces ap- 
pointment of William A. Kerry as gen- 
eral agent at Worcester, Mass., effective 
October 15. He succeeds George M. Du- 
vall, who will continue his connection 





WILLIAM A, KERRY 


with the agency as associate general 
agent, devoting his time largely to per- 
sonal production, 

Mr. Kerry entered life 
1916 as an agent for the 
Cuba. Two years later he went with 
the Manufacturers Life and continued 
as its representative in Cuba until 1924 
when the revolution caused American 
companies to discontinue operations 
there. In 1924 he was transferred to 
Puerto Rico as the company’s manager 
and four years later was appointed head 
office agency superintendent for South 
America and the West Indies. In 1934 
he was again transferred and promoted, 
being made the company’s manager at 
Chicago, Preferring to live in New Eng- 
land in order to be near relatives and 
friends, Mr. Kerry resigned his position 
with the Manufacturers Life. He was 
born in Leicester, England, and is a nat- 
uralized citizen of the United States. 


insurance in 
Sun Life in 





never to employ a man unless they were 
genuinely convinced that that man had 
the qualities to make a successful life 
insurance man and never to send him 
into the field until he was properly 


Federal Life Issues - 
Some New Contracts 


TO MEET SALES RESISTANCE 





Emphasize Accident and Health Insur- 
ance But Include Various Combina- 
tions of Life Cover 





Marking the seventy-fourth birthday 
anniversary of President Isaac Miller 
Hamilton, the Federal Life, Chicago, in- 
troduced some new policy forms de- 
scribed by the company as a _ stream- 
lined series. They combine commercial 
accident and health coverage with vari- 
ous combinations of life insurance. The 
life coverage is written as Ordinary life, 
Endowment at age &5, or Endowment 
at age 65. Double indemnity and waiver 
of premium featureg may be included. 

While the contract requires a physical 
examination, it is sold primarily as an 
accident and sickness policy with an 
added benefit for death from any cause. 
Its special advantage at this time is 
that while life insurance sales are more 
difficult and many people are not ap- 
proachable with the usual life insurance 
protection, they will consider and buy an 
accident and sickness contract with the 
life insurance coverage included. 

Mr. Hamilton received numerous con- 
gratulations on his birthday anniversary. 
At a luncheon he repeated his announce- 
ment of a year ago, that next year he 
will retire from the presidency and will 
be succeeded by L. D. Cavanaugh, now 
executive vice-president. 





trained to make an adequate and intelli- 
gent presentation of his subject then 
we would have taken a long step for- 
ward in the relationship between the life 
insurance field man and the public. 

“We have heard a great deal of dis- 
cussion lately of the necessity for some 
kind of a collective effort along the line 
of public relations in order to put life 
insurance and its sales organizations in 
the right light in the public mind. I am 
wholeheartedly in favor of any such ef- 
fort, 

“In discussing the matter with a man 
who knows a good bit about public re 
lations, however, he made this observa- 
tion: 

“The first move in any public relation 
activity is to be sure that the business 
or industry has eliminated from its ac- 
tivities every factor which can adversely 
affect public relations. Important as it 
is to tell the story to the public of the 
value of the business, it is rather futile 
so long as there are things in the busi- 
ness itself which break down the story 
as fast as it is built up. 

“‘T suggest that as a prelude to any 
public relations activity and as a thing 
to be carried forward in conjunction 
with it, the companies and field men 
should examine every factor which is 
adversely affecting public opinion and 
made a real effort to eliminate those 


,” 


factors’. 





service. 








Jenny Lind, immortal Swedish 
“nightingale,”’ gave her first 
American concert at Castle Gar- 
den... and ber entire share 
of the profits to charities in New 
York City. 





peptember ll, 1850 


The United States Life, six months old, had just spanned 
the continent by authorizing an agency in San Fran- 
cisco for the benefit of gold-seeking ‘‘forty-niners.”’ 
Today The United States Life has gone around the 
world—the only American life insurance company 
offering such a comprehensive world-wide, continuing 
Making available the benefits of sound, 
guaranteed cost life insurance in an American com- 
pany to Americans abroad and to foreigners here, it 
opens a rich, new prospect field for agents. A steadily 
growing domestic and foreign business, a complete 
line of contracts. 
Ask for booklet ‘‘New Horizons’’ 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
101 Fifth Avenue 


New York,N. Y. * 
Steadfast — 
Since 1850 








——- 


Make this Office your | 


Surplus Line Rigence.-| 





PEnnsy!vania 6-6605* | 
BERKSHIRE LIFE 
Insurance Co. of Pittsfield, Mass, 


87 Years of Service” 











LIFE INSURANCE 
URCHASED ON 
RENEWALS eourtaste aasis 


RENEWAL PURCHASE CO. 
Room 490! 70 Pine St., New York 


Telephone WHitehall 4-315! 


Ability to Buy Held 
Best Prospect Rule 


DAWSON IN CHICAGO ADDRESS 











Local Association Starts Fall Season 
And Announces Sales Clinic to Be 


Held October 28 





Taking all the rules for prospecting 
that have ever been devised, the one 
that counts in life insurance is ability to 
buy, said C. Preston Dawson of the 
Beers and Dawson agency, New England 
Mutual in New York City. Mr. Daw- 
son was addressing the Chicago Asso- 
ciation of Life Underwriters this week. 

In his talk, “Prospecting and the Ap- 
proach,” Mr. Dawson suggested that the 
life agent employ “leading means” to 
obtain names of prospects. Direction, 
he said, has proved better than indirec- 
tion. He said that through these meth- 
ods prospects are not so susceptible to 
being on guard against the selling touch. 

Plans for Season 

Presiding at the meeting was Presi- 
dent Charles B. Stumes, who said that 
the association is planning its activities 
for the year to the end that its mem- 
bership may sell more insurance and 
earn more money. He introduced the 
ten Chicago agents who were recently 
awarded CLU degrees. 

Mr, Stumes announced that the first 
of the year’s business - getter sales 
clinics is to be held October 28, when 
Probate Judge John T. O’Connell of 
Cook County is to be the speaker on 


matters before his court. At the con- 
clusion of his talk he will -conduct an 
open forum. October 3, Sara Frances 


Jones will talk before the women’s 4i- 
vision of the asscciation on business 1 
surance. 

GUMM GOING TO HOUSTON 
Will Represent National of Vermont; C. 
V. Shepherd Elected President 

by General Agents 

National Life of Vermont will be rep- 
resented at the annual convention 0 
the National Association of Life Under- 
writers at Houston by Karl G. Gumm, 
assistant superintendent of agencies. He 
will hold a luncheon for National Life 
agents. 

C. V. Shepherd, Cedar Rapids, has 
been elected president of the general 
agents’ association of the company. Fred 
T. Rench, St. Louis, was chosen vice 
president; Truman H. Cummings, Cleve- 
land, secretary - president; Edgar 
Wells, New York, chairman of the e* 
ecutive committee. 
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Philadelphians Shine 
At Field Day Events 


AGENTS CAPTURE GOLF GAME 





Gaston Takes Swimming Honor, Floyd 
Elliott Wins at Bridge; Baseball 
Score Was 16—0 





The fifth annual Play Day of the 
Philadelphia Association of Life Under- 
writers, held September 9 at the Phila- 
delphia Country Club, had the largest 
attendance in the history of the event. 
Clint Mellor, son of Sigourney Mellor, 
was chairman, His committee obtained 
eighty-five prizes for the events. A 
dinner, at which speeches were barred 
and only prize awards permitted, closed 
the affair. 
Big event of the day was the golf match 
between a selected team of supervisors and a 
foursome of agents. The agents won by one 
strike, 377 to 376. Earle Baruch, former Prince- 
ton football star, of the Girard Life, won the 
main golfing prize and cup with a low gross 


of a par 71. The Penn Mutual foursome of 
Harold Cross, H. Horton, Taylor Glading and 
W. Reynolds romped off with the team golf 
award 


rd. 
Penn Mutual also had the Class B golf win- 
ner in Joseph eese. F. Willing, Mutual 
Life of New York, took Class C honors, while 
R. Tatnall won the Class D (or dub) victory. 
Gaston Takes Swim Event 
Swimming free-for-all found Benjamin Gaston, 
Metropolitan, as victor. Bill Barrantine, Penn 
Mutual, took the “youngsters” swim race with 


Campion Wood, Travelers, showing the way 
to the divers. A 
Edward Mellor, Provident Mutual (another 


son of Sig), captured the tennis singles cham- 
pionship. Doubles were won by John_ Dillard, 
Penn Mutual, and W. L. Gordy, Retail Credit. 
Harry G. Remington, Mutual of New York, re- 
tained his ping pong title. 
Ted Widing, Provident 
quoits contest. Bridge honors were 
Floyd Elliott, Phoenix Mutual. 

Less said about the baseball game the better. 
The team captained by Harry Remington took 
a slight trouncing to the tune of 16 to 0. 


MORATORIUM EXTENDED 


won the 
taken by 


Mutual, 








Michigan Legislature Acts on Mortgages 
and Land Contracts; Fear Law 
Is Unconstitutional 

Although the Michigan legislature has 
extended from November 1 until next 
July 1 the expiration date of the mora- 
torium law affecting real estate mort- 
gages and land contracts, the lawmakers 
amended the moratorium provisions to 
exclude from relief apartment properties, 
subdivisions and other holdings not con- 
sidered strictly a “homestead.” 

While life companies would have pre- 
ferred no extension, the limitation is 
said to be pleasing to them although 
there is some fear that the new act may 
not be upheld as constitutional. It might 
be attacked as class legislation, some 
legal authorities think. 

Definite specifications of a “home- 
stead” are set forth in the new act, 
making it apply to farms of not more 
than 160 acres with dwelling house and 
appurtenances, and to village or city 
homes on not more than four lots. . The 
persons to whom the courts may apply 
the moratorium are defined as “any per- 
son or persons having any freehold in- 
terest in” such properties as are de- 


scribed 





TWO CONVENTION DELEGATES 
Ben S. McGiveran, general agent at 
Fau Claire, Wis., for the Northwestern 
Mutual Life and one of the two local 
men who have written more than one 
million dollars’ worth of life insurance 
annually for the past two years, has 
been selected delegate to the national 
Convention in Houston this month by the 
Chippewa Valley Association of Life Un- 
derwriters. Herman Lasker, district man- 
ager for Mutual Life of New York. the 
other “million dollar” man here, will also 
attend. Mr. McGiveran will address the 
National convention. 





GOLDSTEIN AGENCY MANAGER 
The Wirkman Life Agency, Philadel- 
Phia, general agents for Philadelphia 
ile, has appointed Adolph W. Gold- 
stein agency manager. Mr. Goldstein 
as been in the business since 1930 with 
the Equitable Society, for the past three 
years as an assistant agency manager. 


BUFFALO WINS AT BASEBALL 

The Buffalo agency of the State Mu- 
tual won all honors in a_ nation-wide 
sales contest during July and August. 
Edward E. Hawkes, Jr., is general agent. 
The contest was run on the basis of a 
series of baseball games and the Buf- 
falo agency finished with a percentage 
of .1000. The volume of new life in- 


surance sold in the Buffalo district was 
11% greater in July and 21.8% greater 


in August, 1938, respectively, than for 


the corresponding months of 1937. 




















presentation. 
own breathing or the tick of his watch. 


approach—isn't a simple matter, though. 
believes it is worth the effort—and keeps its agents supplied with 





Arnett District Manager 
At Cumberland, Maryland 


Continental American Life has opened 
an office in Cumberland, Md., the district 
manager being A. Parker Arnett, who 
has been supervisor in Baltimore. Be- 
fore joining Continental American early 
this year Mr, Arnett was with the Mid- 
dletown, O., agency of a large Eastern 
company. 

Continental American closed eight 
months with a gain of 11% in new paid- 
for production over the same period of 








EARS to LEND 


ADED BY DULL REPETITION, few people hear all that goes 
on around them. The busy man closes his ears to the average sales 


He is as indifferent to it as to the sound of his 
But bring him a new idea—an out of the ordinary thought—and 
he has ears to lend. It’s as simple as all that. 


| Keeping on tap a constant stream of new ideas—new angles of 
But the John Hancock 


tested sales sentences, which help get the interview. 


Prospects ‘‘lend their ears’ to the trained John Hancock repre- 
sentative because he brings them something in exchange for an inter- 


| view—a new idea—a new approach—which commands attention. 
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LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
Guy W. Cox, President. 





coninentienmeenaienieaemeine 


Oo. P. SCHNABEL HONORED 

Jefferson Standard Life has designated 
September “O. P. Month” in honor of 
O. P. Schnabel, whose birthday was on 
the fifth. Jeffersonians and their wives, 
numbering fifty-five, gave him a party, 
in which Mrs. “O. P.” had a part. A 
spaghetti dinner was served, The pro- 
ducers also brought Mr. Schnabel $105,- 
000 of business representing four days’ 
work in September. 


1937, according to W. M. 
agency vice-president. 
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Altoona Agent Heads 
Fidelity Leaders Club 


TELLS OF EARLY EXPERIENCES 


R. W. Campbell Left Farm Twelve 
Years Ago to Enter Insurance; Some 
of His Philosophy 


vears ago R. W. 
Fidelity 
father’s 


Campbeli, 
Mutual 
farm to 


Twelve 
president of the 
Club, left his 
enter the life insurance 
the Leaders’ Club 
ville, N. C., last 


now 
Leaders’ 
business. At 
\she- 


some of 


convention in 


told 


week he 





R. W. CAMPBELL 


Campbell is 
Here are 


experiences Mr 
Altoona, Pa 
remarks of his 


his early 
n agent in 
the ¢ 


some of oncluding 
address: 

“In 1932, I felt that I 
in the life insurance business. Up to 
that time, I do not know how I was 
selling insurance. After a good Thanks- 
giving dinner in November, 1932, I had 
this thought—that it 
matter what the is doing in 
other places, as long as you are beating 
your own records you are eventually go- 
ing to come out at the proper destina- 
In December, 1932, the Clay Ham- 
lin Definitizer was published, and from 
that day to this, I kept an ac- 
curate record of I have been 
day and what was done on that 
I think our clients appreciate that 
we work on a definite time basis and it 
puts our business on a professional plane. 

“We make a definite plan at the be- 
ginning of each year, for the year, quar- 
ter, month and day because we do be- 


lieve that ‘The beginning of definitive- 
’ We 


ness means the end of all confusion. 


came to myself 


revealing doesn’t 


other fellow 


tion. 


have 
where 
every 
day. 


also believe with Abner Thorpe in the 
September issue of the Diamond Life 
Bulletins that ‘our greatest competitor 


’ 
is ourselves. 


“As I see it, the secret or key to this 
question is, ‘How honest are you going 
to be with yourself?’ I don’t think a 


man can be permanently motivated by 
the thought that he needs to produce a 
certain amount of business to get his 
fixed expenses per month. I think the 


notive must be deeper. We must have 
a genuine desire to help people 
‘*Success is not a matter of geogra- 
phy. Vice-President Frank H. Syke: 
made that statement in Altoona when 
[ first Bvt the ranks of Fidelity. It 
made a deep impression on me then and 
has con a sarah to do so ever since. I be- 
lieve in it so strongly that I believe 


that 98% of the trouble that we all have 


to contend with is largely due to our 
own faults. When business is bad in 
Altoona, I have no one to blame but my- 
self. It is up to me.” 
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Talbot Peiiees Work Of 
Conscientious Agents 


TALKS ON CURRENT TRENDS 


Chief Concern Is With Taxation of Com- 
panies; Optimistic About Effect of 
Critical Books 


Walter LeMar Talbot, president of 


the Fidelity Mutual Life, welcomed the 
convention of the Leaders’ Club to Ashe- 
ville, N. C., last week. President Tal- 
bot paid tribute not only to those who 
had qualified as leaders but also to. 
every agent in the company who had 
put forth a conscientious effort to suc- 
ceed. He said: “I have nothing but 
praise for the man who registers an 
honest year’s work. His is not failure 
in any sense of which I am now speak- 
ing. We cannot all be Leaders, but if 
we honestly strive we can face the out- 


come without reproach.” This was the 
thirty-first agency convention of the Fi- 
delity Mutual. President Talbot has par- 
ticipated in all but two of them. 

Reviewing some of the problems which 
face the business, Mr. Talbot was never- 
theless optimistic in his outlook. Early 
in his address he said: 

“T can think of nearly a dozen themes, 
anyone of which may be a topic on 
which some few of you may feel con- 
cern as it relates to their business and 
their success. I mention the fact not 
only because I want vou to know that I 
am fully conscious of the various prob- 
lems with which you are confronted, but 
because T want to impress you with the 
fact that in all the long history of this 
company there never has been a time 
when there were not problems to solve 
and difficulties to overcome. I doubt 
whether there ever will be for this or 
any other company.” 

Some further paragraphs from Presi- 
dent Talbot’s address are these: 


Not Too Worried About “Term-ites” 


“Some of vou have 
and some of you 
various attacks 


expressed concern 
indignation over the 
that have been, and still 


are being made upon life ins surance, just 
at a time when the fine record of insur- 
ance, during one of the most severe 
tests it ever had, was foremost in the 
public mind. I share with you the in- 
dignation over these selfish attempts to 
break down public confidence, but T do 


not share the apprehension. 
“Tf these ‘Term-ites’, as someone has 


aptly called them, must bore, what bet- 
ter time could there be than now when 
public confidence is at the zenith in 


consequence of the first-hand knowledge 
it has of the wonderful part life insur- 
ance has played in the economic picture 
of recent years. 

“Furthermore, there are two other con- 
siderations which should allay apprehen- 
sion in this connection. e first is the 
fact that they are readily answered and 
IT am sure that most of you are familiar 

















with those answers. Accept the respon- 
sibility of adequately doing so wherever 
you encounter them. I honestly feel 
that this is a matter which the agent in 
the field can meet and put to silence. 
“The second point I shall put as a 
question: Do you honestly believe that 
a few, who for reasons of their own are 
publishing such statements and offering 





WALTER LEMAR TALBOT 
such advice to the insuring public, can 
gain headway in destroying, or even 
damaging, the reputation of a national 
institution that for more than a century 
has so well served the American public 
—has served it as no other system of 
finance has even approached ? 

Some Anxiety About Taxation 
let me share 


“If you must be anxious, 


with you one of my anxieties ... I refer 
to the matter of taxation. It is repeat- 
edly said that all taxes come back to 


the consumer, but there is far too little 
appreciation of the fact that this is lit 
erally true and has an intense personal 
application. If you will further this per- 
sonal consciousness, as opportunity pre- 
sents, you will be rendering your policy- 
holders a service, for there is no place 
from which the ever mounting taxes on 
insurance may come except through their 
pocketbooks—a hidden but nevertheless 
direct tax on thrift. 

“But let us dismiss our worries and 
concentrate upon constructive ideas for 
the betterment of our business. May | 


i 


Group of Fidelity Mutual people taken at Leaders’ Club convention at Ashe- 
ville, N.C. Left to right: Frank H. Sykes, vice-president and manager of agencies ; 


Thomas Williams, Portsmouth, O.; A. 
Dr. J. W. Kirgan, Cincinnati; C. J. R. 


dent and comptroller. 


Tuthill, 


assistant manager of agencies; 


Sproule, treasurer; J. R. Sykes, vice-presi- 
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Fidelity Mutual 
Awards to Leaders 


HIGHEST TROPHY TO H. N. Lyon 
Ten Agents Recsanined for Continuoys 
Production; Raleigh Agency Has 
Best Attendance 
High spot in the Fidelity Mutual Life 
convention program last week was th: 
presentation of Leaders’ Club awards oj 
September 9. H. N. Lyon of San Fran 
cisco took top honors winning ~ Presi 


dent’s Trophy, foremost among Fidelity 
trophies, awarded to the leader who 
qualified in class during the previous 


club year and whose business in the past 
club year showed the highest persistency 
Mr. Lyon also achieved the 


: : second 
vice-presidency of the Leaders’ Club 
Presentation was made by M. E. Watson 


of Boston, Mass 

C. B. Metheny of Pittsburgh, Pa, 
made the award to ten agents who have 
maintained continuous _ production 
throughout the Leaders’ Club vear, The; 


are: E. M. Horn, Harrisburg, Pa.; J. M 
Dunn, Fairmont, W. Va.; Y. C. Calvert 
Columbia, S. C.; Sidney Rice, Indiar 


Chicago; G 
aul Ries, Jr 
Altoona, Pa 


—_ Ind.; Donald Nash, 
H. Dorwart, Philadelphia; P 
Chicago; R. W. Campbell, 


a F Russell, Rochester, N. Y.; E. W 
Machen, Jz acksonville, Fla 
The award to the agency showing the 


highest percentage of increase in agents 
qualified for convention was won by the 
Raleigh, N. C., agency. Presentation 
was made y Carroll H. Jones, Colum- 
bia, S. C., to Rufus Hunter, manager of 
the Raleigh agency. 


suggest one very important contribution 
you can make. Your success in the field 
and the success of your company is 
woven in a close fabric. Neither attains 
its full measure without the success of 
the other, and one of the ingredients is 
man power. 


Some Thoughts About New Agents 


“The company is not greatly different 
from a manufacturer who faces a rela- 
tively fixed overhead, and whose suc- 
cessful operation therefore depends 
upon a certain volume of production. 
There is a level below which his produc- 
tion may not fall without disturbing 
factors arising whose influence radiates 
to his salesmen. One of the prime requi- 
sites of adequate volume is adequate 
manpower, and in the recruiting of ade- 
quate manpower there is no source s0 
effective as through the existing sales 
organization. 

“So I appeal to you leaders, whose suc- 
cess in the insurance field is demon- 
strable, to turn your mind and hand to 
the recruiting of men eligible for a like 
success in this work. I ask you te de- 


liberately consider this subject, not as 
an obligation to the company, but to 
promote those conditions which make 


possible your own greater success. I ap- 
peal to each manager present to present 
the thought to each agent in terms that 
will convincingly supplement what I have 
said. 

A Comment on Personal Success 


“I doubt if there is any 
manship calling for more 


line of sales- 
self-prepara- 


tion, more studied planning, more well- 
balanced thinking, more energetic ¢l- 
fort, and more dogged determination 


than that of life underwriting. It’s the 
combination of all these qualities which 
grades the successful underwriter ‘0 
much higher than the ordinary re 
man. And it is the combination of all 
these qualities which makes it the most 
satisfying and best paid hard work in the 
world.” 
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Most Life Insurance 
In Democratic States 


a. B. HULL TALKS AT NEWARK 
United States Has 70% of World’s Pro- 


ction; No Financial Burden On 
Generations Yet to Come 

Where democracy exists life insurance 
‘. most widely owned, and it is in a 
democratic country that people provide, 
nn their own initiative, for their owil 
id age and for the protection of their 
dependents. Roger B. Hull, managing 
firector and general counsel, National 
\ssociation of Life Underwriters, made 
that statement to the Life Underwriters 
\ssociation of Northern New Jersey, at 
its meeting September 12 in his talk on 
“Insurance Linked With Democracy.” J. 
Bruce MacWhinney, John Hancock, is 
president of the North Jersey associa- 
t 


te 


10n. 

“Nowhere in the world has life insur- 
ance developed as rapidly as in the 
United States,” said Mr. Hull. “With 
less than 7% of the world’s population, 
people in the United States own more 
than 70% of the world’s life insurance, 
with Canada second and Great Britain 
third. And there is striking significance 
n the fact that these countries are the 
hief surviving examples of democracy 
ind of the philosophy of individual lib- 
erty. The phenomenal growth of life 
insurance, especially in the United 
States, is proof that our people are will- 
ing to pay the price of liberty, through 
individual provision and _ sacrifices.” 

Moral Feature of Payments 

\fter pointing out the large sums 
Legal Reserve life companies have paid 
into the homes in benefits to policy own- 
ers and beneficiaries, Mr. Hull stated, 
“There is something moral about life in- 
surance payments. These benefits have 
been paid to businesses, to homes and 
to individuals, where sacrifice had been 
made theretofore. They did not dignify 
shiftlessness and laziness; they have 
been produced as an evidence of the 
sacrifice of a nation. 

“They have gone to widows and tired 
mothers, who are without providers; 
they have gone to orphans, in order that 
they might grow to manhood and wom- 
anhood; they have gone to men em- 
barrassed in their own personal and busi- 
financial lives; they have gone 
automatically to the point of greatest 
need; they have stabilized our national 
purchasing power and they have re- 
lieved financial embarrassment and have 
had a tremendous effect in stabilizing 
the mental attitude of our people. And 
there is another thing about these life 
insurance payments: they carry no pen- 
alty on posterity.” 


ness 


Stillman Made Director 
Mutual Benefit Life Co. 


_W. Paul Stillman, president of Na- 
tional State Bank, Newark, N. J., has 
been elected a director of the Mutual 
Benefit, succeeding Henry G. Atha, re- 
signed. He is also a director of the 
Firemen’s Insurance Co. 


Wolfson and Goldstandt 
In Jewish Charity Work 


S. Samuel Wolfson, Berkshire Life 
general agent, has accepted the general 
chairmanship of the life insurance - 


vision, New York and Brooklyn Fed- 
eration of Jewish Charities. Fred S. 
Goldstandt, “Equitable Society general 


agent, will serve as vice-chairman. 

E. T. WELLS AGENCY AHEAD 
For the first eight months of 1938 the 
Vells agency, National Life of Vermont, 
New York City, reports a 26% gain over 
‘ast year’s business. On September 13 
the paid-for volume passed the total pro- 
duction for 1937. The reason for this 
excellent showing, Mr. Wells says, is 
that he has added fifteen full-time agents 
to his force since January 1. The agency 
Now consists of approximately forty-full- 
time men. 


Continental American 
Buys Home Office Site 

FACES ACROSS RODNEY SQUARE 

Company Bepests t Queue Building 


In 1940; Steady Business Increase 
Necessitates Move 





Purchase of a site for a new home 
office building for Continental American 
Life was confirmed this week by Adolph 
The site, which 
stands opposite the corner of Rodney 
Square, Wilmington, Del., is, according 
to Mr, Rydgren “undoubtedly the fore- 
most remaining available site in Wil- 
mington.” It is flanked by Wilming- 
ton’s new post office and by the city 
hall and court house building, and faces 
across the square, the library and the 
duPont building. 

Although plans for the building are 
not completed, it is expected that 
ground may be broken within six months 
and that the company may move in early 
in 1940, 

“The expansion of the business of the 
Continental American renders it unwise 
to continue to depend on the possibility 
of obtaining suitable rented space,” says 
President Rydgren. “Despite depressed 
conditions our business since 1929 has 
increased more than 35% when meas- 
ured by insurance in force, and has in- 
creased almost 80% when measured by 
assets.” 

Although the initial unit of new home 
will occupy only a small part of the plot, 
the property will accommodate a struc- 
ture in keeping with the surrounding 
architecture large enough to house the 
company for years to come. 

The site runs the length of the entire 
block on Eleventh Street between King 
and French Streets, and extends north 
toward Twelfth Street 120 feet on both 
King and French Streets. Because of 
the set-back of both the post office and 
the municipal buildings, Continental 
American’s future home will be almost 
entirely visible from Rodney Square and 
will be a member of the group of city 
and government structures surrounding 
the little park. 


Frederick White of White 
& Odell Agency Is Dead 


Less than a week after the White & 
Odell agency, Minnesota state managers, 
Northwestern National Life, Minneapo- 
lis, celebrated the opening of its new and 
enlarged quarters in downtown Minne- 
apolis, Frederick White, one of the 
founders of the agency, died at Roch- 
ester. Death came Tuesday morning, 
three weeks after an operation from 
which he at first seemed to be re- 
covering. He was 68. 

Frederick White was born in New 
York City November 14, 1869, After 
completing his schooling in New York 
City and at the Spring Valley, N. Y., 
School he entered the service of the 
Y.M.C.A. He was with that organiza- 
tion for sixteen years, as secretary of 
the associations at Poughkeepsie, N. Y., 
and Camden, N. J., and later as associate 
state secretary in Massachusetts and 
Rhode Island. For seven years he had 
charge of the religious work of the Chi- 
cago Central Association. 

Going to Minneapolis in 1905, Mr. 
White for two years was branch man- 
ager of the Coltimbian National. In 1908 
he joined the agency organization of 
Northwestern National Life and on Janu- 
ary 1, 1909, with Clinton M. Odell estab- 
lished the White & Odell agency which 
has continued ever since as Minnesota 
state managers for Northwestern Na- 
tional. 


Berkshire Rhodes Club 


The Rhodes Club of the Berkshire 
Life of Pittsfield, Mass., held its annual 
meeting at the Hotel Chamberlin, Old 
Point Comfort, Va., this week. A pic- 


A. Rydgren, president. 








turized story will appear in The Eastern 
Underwriter next week. 
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11a Proving Ground 
for Management 


The ‘thirties’ —the years beginning with 1930—will go 
down in history as a severe proving ground for sound busi- 


ness management, the life insurance business included. 
Just as the rigors of an automobile proving ground test the 
mettle of a motor car, the trials of these past eight years 
have challenged the ability of all businesses to withstand 
unprecedented stresses and strains without flinching. 
Many have had to take it on the chin and many have fallen 
by the wayside. But not life insurance; to the contrary, it 
has not been until the thirties that the fundamental, 
inherent soundness of the life insurance business really 
has been fully realized and demonstrated. It is common 
knowledge that the institution as a whole has met the 
challenges of the period with flying colors and emerged 
stronger than ever before. Particularly outstanding is the 


record of NWNL. 


At all times during this critical period 
NWNL’s cash income has exceeded its 
cash disbursements by a wide margin. 
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EXCESS OF CASH INCOME OVER CASH DISBURSEMENTS—BY PER CENT 


(On a quarterly basis) 


An important index of the strength and safety of a life insurance 
company, and a significant measure of its management, is the relation 
of its current cash income to current cash disbursements. The chart 
above shows, in terms of per cent of excess, how at all times since 1930 
NWNL’s normal cash income has substantially exceeded cash disburse- 
ments. Even in the depths of the depression, cash income was more 
than half again as much as all cash demands made upon the Company. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, Pacsiocnt 
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Proposed Inquiry of Trade 
Associations 

The announcement that the 
ment’s temporary national economic com- 
mittee (called by some of the columnists 
“he monopoly conmnittee’”’) is to send a 
questionnaire to trade associations of the 
country in order to get a comprehensive 


Govern 


picture of their athens and objectives, 
caused considerable interest among the 
insurance organizations. There are 8,000 
trade associations in the United States 
and a Washington correspondent says 
that the data will be asked from 2,000 
“leading trade associations.” 


As to just how many insurance organi- 
zations can be classified under the de 
scription “leading trade associations” is 
not known, but it would be pretty diffi- 
cult to find such an pct i which 
does not regard itself as a leader. In- 
surance is the most highly organized 
business in the United States. It is 
doubtful if in that field there is any- 
one who knows exactly how many there 
are. Newspaper men attending insur- 
ance conventions wouldn’t be surprised 
if there were a couple of thousand of 
organizations of one kind or another. 
There is no complete list published in 
any of the books which make a specialty 
of insurance fact-giving. 

It is the opinion of Clarence L. Linz, 
Washington correspondent, that the in- 
formation which the Government is seck 


ing will be that of national and inter- 
state associations, In insurance that 
would eliminate local boards and asso 
ciations, state organizations and bureaus. 
As an illustration of how many insur- 
ance groups there are in one state alone 


Standard Insurave 
England covers the 


(Massachusetts), the 
Directory of New 


ground pretty well. Amone others thot 
publication lists the Bay States Club, 
Boston; Berkshire County Association of 
Life Underwriters, Pittsfield; Board cf 
Appeal on Fire Insurance Rate’ B> 

ton; Board of Appeal on Moto: Vehicle 


Liability Policies and Bends, Boston; 
Bostori Association of Casualty & Surety 
General Agents; Boston Associat’on of 
Claim Executives; Boston General Age ‘t: 
& Life Manag-rs Association; Boston 
Insurance Clearing House Asseciation; 
Boston Life & Accident Claim Assoc'a 
tion; Boston Life Insurance & Trust 
Council; Boston Life Supervisors Club; 
Roston Life Underwriters Association; 
Poston Protective Association. 


_Also, the Casualty Managers Associa- 
tion of Boston; the Conference Club, 
Boston; Fall River Association of Life 
inderwriters : Index Bureau, Inc., Bos- 
ton; Industrial Accident Board, Boston; 
Insurance srokers Association of Mas- 
‘achusetts, 3oston; Insurance Federation 


af Massachusetts ; Life Underwriters As- 
sociation of Central Massachusetts; Low- 
ell Life Underwriters Association; Mas- 
sachusetts Association of Insurance 
Agents, 
Likewise, Asso- 


these: Massachusetts 

















Page 








: Massachu- 
Rating & Accident 
Prevention Bureau; Massachusetts Cas- 
ualty Underwriters Association; Massa- 
chusetts Rating & Inspection Bureau; 
Montachusctts Life Underwriters Asso- 
ciation; Mutual Fire Adjustment Bu- 
reau; Mutual Fire Insurance Associa- 
tion; New England Advisory Board of 
New England Associations of Insurance 
\gents; New England Insurance Ex- 
change; Service Men’s Protective Asso- 
ciation; Springfield Life Underwriters 
\ssociation; Surety Underwriters Asso- 
chition of Massachusetts; Underwriters 
Salvage Co.; Western Massachusetts 
Claim Adjusters Association, Springfield. 
It also lists forty-nine local boards in 
addition. 


ciation of Life Underwriters; 


setts \utomobile 


However, what Washington probably 
has in mind would be such organizations 
as the National Board of Fire Under- 
writers, National Association of Insur- 
ance Avents, Association of Casualty & 
Surety Executives, Association of Life 
Insurance Presidents, National Associa- 
tion of Life Underwriters, American Lite 
Convention, Nattonol Bureau of Casualty 
& Surety Underwriters, International 


Claim Association, American Manage- 
ment Association, American Marine In- 
surance Syndicates, Association of Insur- 
ance Company Buyers, Home Office Life 
Management Association, Cotton Insur- 
ance Association, Factory Insurance As- 
sociation, Eastern Underwriters Associ- 
ation, Inland Marine Underwriters Asso- 


Interstate Underwriters Board, 
National Association of Automotive In- 
surance Companies, Mutual Fire Insur- 
ance Association, National Automobile 
Underwriters Conference. 


ciation, 


that 
Gov - 
and, 


The cheerful statement is made 
most of the information which the 
ernment wants can be found in files, 
therefore, is casily available and com- 
municable. Experience, however, has 
shown that when the Government delves 
deeply into research it is not child’s play 
to furnished the required data. Further- 
more, it is expensive. 


In the growing world of bureaucracy 
answers to questionnaires having been 
made must then be read, documented, 
filed, These files take up a lot of space. 


\lready the Government is so cramped 
ii its quarters that there are great dif- 
ficulties in heusing departments, espe- 
cially new Some Washington bu- 
reau chiefs have to be housed in Balti- 
more with their staffs. To handle the 
additional work clerical forces must be 
added, more department heads, more 
chiefs over them. We are living in cal- 
cium light days. Little is hidden under 

bushel basket; at least, not for long. 
But it is getting tougher all the time to 
provide the baskets which contain the 
bushels. 


ones. 


* * * 


Query Received; Gist of It Noted 


Once in a while the ticket agents in 


the Pennsylvania Station, New York, re- 
lax and have fun, 

Late comers arriving at the station 
Saturday night without tickets, and com- 
ing up to buy them for the Aetna Life 
convention in Quebec, were greeted after 
the sale with this query: 


“We still have a few Travelers acci- 
dent tickets left. Would you care for 
one ?’ 


* * * 


Having Portraits Painted 


Quite a number of top executives in 
the insurance business have had their 
portraits painted recently. Sometimes it 


is done in the studio; o ccasionally at the 
office; almost never at home. Sittings 
off and on may take a week—a couple 


of hours a day being given to the artist. 
It isn’t such an ordeal as it might seem 
as most of the successful portrait paint- 
ers are unusually clever conversational- 
ists; know how to make their subjects 
feel at ease. 

American whose portrait is painted 
oftenest and who is most chummy with 
the artists is Franklin D. Roosevelt. The 
artist he found most sparkling in con- 
versation is Joe Davidson of Paris who 
devotes most of his time to sculpture and 
is painting far fewer portraits than he 
formerly did. A bust which Davidson 
did of F. ID. R. was manufactured later 
in bulk quantities and sold to the public 
through the Democratic national commit- 
tee. Joe Davidson either does a celebrity 
for nothing—the prestige sacle the pay- 
ment—or charges a pile of money. 

* * * 


Business “Around the Curve” 
for Kentucky Agent 


Business is just around the curve for 
sill Reisert, Jr., Louisville insurance mau, 
While turning a corner Bill hit another 
car and mussed up its fender. The owner 
was so enraged that for a moment Bill 
appeared in danger of being eliminated, 
liquidated, rubbed out, or whatever one 
wishes to call that little detail of making 
one ipso facto nul and void. Bill soothed 
the irate owner of the damaged car and 
enveigled him to a garage where the 
repair man disclosed that the situation 
was not as bad as the car owner’s temper 
indicated it might be. 

While waiting for a change of fenders 
Reisert coddled up to his new acquaint- 
ance on his reasoning side — which is 
sometimes referred to as one’s blind 
side, when a sale is in the making— 
and showed him how enjoyable and prof- 
itable it is to have adequate automobile 
insurance. The prospect capitulated and 


Reisert left the garage with an applica- 
tion and a check, while his friend now 
has a new fender and a broad cover 
insurance policy. 


* * * 


To Spend $250,000,000 on Airplanes 

Aviation insurance men are interested 
in a story printed by the Wall Street 
Journal to the effect that leaders of the 
Canadian aircraft industry have agreed 
to form a central company for opera- 
tions, principally the handling of plane 
orders from the British Government. 
Some estimates have placed the intend- 
ed British expenditures on planes in 
Canada at $250,000,000. 

Paul F. Sise, president of Northern 
Electric Co. was named as_ probable 
head of the new company in which Ca- 
nadian Car & Foundry, Canadian Vick- 
ers and Fairchild Aircraft, all of Mont- 
real; National Steel Car, Hamilton; Fleet 
Aircraft, Toronto and Ottawa; Ottawa 
Car Manufacturing Co., Ottawa, will par- 
ticipate. 

Capital will be furnished by the asso- 
ciated companies and Canadian banks. 
Two plants will be erected, one at Mont- 
real and the other at Toronto, where 
frames for heavy bombers will be as- 
sembled and later manufactured, 

* * * 


Col. Willard Chevalier 


A publishing event of more than pass- 
ing interest to insurance men was the 
recent appointment of Col. Willard Chev- 
alier as publisher of McGraw-Hill’s Busi- 
ness Week succeeding Glenn Griswold, 
who is now in private practice as a pub- 
lic relations counselor, Col. Chevalier 


was formerly publisher of the construc 
tion and mining publications of the Mc 
Graw-Hill Co. ind it was in this capacity 
that he built up a wide following among 
insurance men in the surety bond end 
of the business. An impressive speaker, 
he has appeared at numerous convention 
programs along with surety speakers and 


has maintained a friendly contact with 
the Bureau of Contract Information, 
Washington, LD. C., which is the liaison 
organization between the surety compa 
nies and the general contractors. 

Col. Chevalier started with the M<¢ 
Graw-Hill Publishing Co. sixteen years 
ago as associate editor of Engineering 
News-Record. Later he served as busi 
ness manager of that publication. Prior 
to this association he was engaged, first 
in engineering, then in sales and advei 
tising work, in the manufacturing field 


He is a past president of the Waterworks 
Manufacturers Association and the Amet 
ican Road Buil ders Association 

* - 


Sir Francis Norie-Miller in 
Poor Health 


The many friends of Sir Francis Norie 


Miller, chairman of the General Accident, 
Fire & Life of Perth, Scotland, will be 
sorry to hear of his declining health 
Sir Francis usually comes to London 


once a month to attend to his manifold 
insurance interests. In September, how- 
ever, he was unable to attend the board 
meeting of his company. Sir Francis is 


now 79 years old 

He still goes to the Perth head office 
every morning, remains until noon, and 
then takes work home with him. His 
medical advisors have for some time cau- 
tioned him to live more quietly and, 
while he accepts the advice, he finds it 
difficult to practice. At one time he 


worked for six weeks with a broken jaw. 
He wrote down all the answers on a 


slate. 

Among life-time servers of the insur- 
ance industry in Britain, Sir Francis 
comes second only in seniority to Sir 
F-ederick Pascoe Rutter, chairman of 


the London & Lancashire. He started 
his career as an insurance clerk in Lon- 
don at $5 per week. A few years later 
he took over a small insurance business 
conducted in two rooms in Perth. Out 
of that he created a company with an 
annual turnover of $40,000,000. He has 
started branches all over the world, trav- 
eling more than 1,250,000 miles to do it 


Sir Francis has made frequent annual 
visits to the United States in vears past 
and has been popularly received by Gen 


eral Accident representatives nation - 
wide. 
+ ce * 

C. S. Titus Writes $7,000 on a Flute 
It was way back in 1902 that C. S 
Titus won the national single sculls 
championship and he _ kept the title 
through 1906. He is the only living 
man who has won both the national 
single sculls and the sweeps. He did 
that on one day, and the events were 
twenty minutes apart. 

Time went by and he went into the 


insurance business. For some years hi 


was one of the leaders of the Aetna 
Life here. In addition to life insurance 
he writes general insurance and only 


placed $7,000 insurance on 
flute of Georges Barrere, 
flutist. It is said to 
kind in 


recently he 
the platinum 
America’s greatest 
be the only instrument of the 
the world 

Mr. Titus figured in the National 
Rowing Regatta at Red Bank, N, J., on 
July 24 and the Associated took 
his picture along with that of Joe Burke, 

1 New Jersey farm boy who now holds 
the American sculls title; and Fred P 
Plaisted, an 89-year-old Philadelphian 


Press 


who was one of the country’s great 
professional scullers This trio were 
photographed in the river while in thei: 


sculls. 

At a dinner of the newly formed North 
Shrewsbury Rowing Association in Red 
Bank Mr. Titus was a speaker. He 
declared that the sport of rowing is the 
finest for men, young or ol 1; best way 
to keep physic: all} fit and pointed to Fred 
Plaisted as an example of a man who at 
89 rows every day in the vear when ice 
does not prevent it. 
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Hubbard President Of 
Hanover and Fulton 


ASSUMES DUTIES ABOUT OCT. 1 
Succeeding Late Montgomery Clark He 
Returns to Company He Has 
Served Nearly 30 Years 





of directors of the Han- 

the Fulton Fire in 
on Wednesday, Fred A. 
elected president and a 
companies, succeeding 


Clark. Mr. Hub- 


At a meeting 
over Fire and 
New York City 
Hubbard was 
director of 
the late 


both 
Montgomery 


Blackstone 
HUBBARD 


Studios 


FRED A 


bard will assume his duties upon his re- 


turn from California on or about Octo- 
ber iB 

Mr. Hubbard first joined the staff of 
the Hanover Fire when the company 
opened a Western department in Chi- 
cago in 1894. He later spent several 
years as its special agent in the fieid 
covering Kentucky, Illinois, and the St 
Louis territory. In 1901 he became as- 
sistant general agent under the late 
Charles W. Higley, who was then gen- 


eral agent, and assisted the latter in de- 
veloping the Western department to its 


present prominent position. He was 
called to New York to become vice- 
president of the company in 1915, hold- 


ing that position until his retirement in 
1923. 

In December, 
assume, the 


1934, he was asked to 
presidency of the Globe & 


Rutgers Fire and performed with suc- 
cess the task of re-establishing that 
company in the insurance field. He later 


the board of that 
of the American Home 


chairman of 
and also 


became 
company 


Fire, from which positions he is resign- 
ing. 

Now, as president of the Hanover and. 
Fulton Fire, Mr. Hubbard becomes the 


head of the 
started his insurance 
years ago. Mr. 
and highly reg 


with which he 
career Over forty 
Hubbard is well known 
arded in the insurance 
business throughout the country. His 
long experience has earned for him an 
enviable reputation as an able execu- 
tive and a sound sndemigent underwriter 
AT AUTO FINANCE. ‘HEARING 
Walter F. Beyer, vice-president. of the 
Home of Nex York, was'in ._Chicago 
Wednesday attending the hearing on in- 
surance of financed cars which.was called 
by Insurance Director Ernest. Palmer of 
Jliinois 


company 





J. D. Smart Becomes 


New Hampshire Head 


SARGEANT CHAIRMAN OF BOARD 


Former President Has Been With Com- 
pany Fifty-six Years and New 
Encumbent for Thirty-seven 


Frank W. Sarg 
years president of the 
Fire, 


for thirty-three 
New Hampshire 
James D. Smart, 
vice-president since 1933, has been chos- 
succeed Mr. Sargeant has 
been with the company for fifty-six years 


and Mr. 


eant, 
has resigned and 
en to him. 


Smart for thirty-seven years. 


Mr. Sargeant becomes chairman of the 
bi ard, a newly created position. He 
also becomes chairman of the finance 


committee, a position that has been va- 
cant for several months. 

Since Mr. Smart joined the company 
he has worked in nearly every depart- 
ment of it. He c&mmenced by doing 
field work as assistant to Special Agent 
McAllaster in New Hampshire and Ver- 
mont; was made special agent in eastern 
Massachusetts and Rhode Island, then 
returning to the home office as special 
agent in New Hampshire and Vermont. 
In 1928 he became general agent in 
charge of production in Eastern territory 
and was elected secretary in 1931. 

Mr. Sargeant started with the com- 
pany as a messenger boy and reached 
the presidency in 1905. During the thir- 
ty-three years he was president the com- 
pany’s cash capital was increased from 
$1,000,000 to $3,000,000, the assets rose 
from $4,069,140 to $16,806,445 and the sur- 
plus from $1,252,267 to — 


N. Y. Blue Goose Pond To 
Hear Arthur T. Vanderbilt 


The New York City Pond of the Blue 
Goose will hold its first dinner meeting 
of the 1938-39 season on Tuesday eve- 


ning, September 27, at the Down Town 
Club in Newark. Arthur T. Vanderbilt, 
well known Newark attorney and imme- 


diate past president of the American 
Bar Association, will be guest speaker. 
Tickets for the dinner are priced at 


$1.50 and non-members of the organiza- 
tion are welcome to attend. A large 
attendance of members is expected. 

Philip M. Winchester, most loyal gan- 
der, will preside and will obligate twelve 
new members. S. R. Howard, past most 
loyal gander, will receive his P.M.L.G. 
pin and will also report on the Grand 
Nest convention at Los Angeles which 
he attended as representative of the 
pond. It is expected that the question 
whether the pond should have some sort 
of publication, as many ponds have al- 
ready, will be discussed. 









In the Caledonian Insurance 


1805, 
Company came into being. The story 
of its growth from small beginnings in 


Scotland into a British Institution 
with world-wide ramifications is a ro- 
mance as inspiring as the history of 
the sea itself. The Company has seen 
the rise and fall of many institutions 
but shrewd and conservative finance 
allied to sound and efficient manage- 
ment has enabled the good ship “Cale- 
donian” to weather all storms. 


ROBT. R. 





The United States Branch of the 
Caledonian Insurance Company un- 
dertakes all classes of Fire, Motor and 
Marine 


written by a Fire Insurance Cx ympany. 


THE CALEDONIAN 
INSURANCE COMPANY 


UNITED STATES OFFICE: HARTFORD, CONN. 
CLARK, UNITED STATES MANAGER 


S. D. MCCOMB & COMPANY, INCORPORATED 
116 JOHN STREET, NEW YORK 
UNITED STATES MARINE MANAGERS 


ACHIEVEMENT 


Insurance permitted to be 











Joseph A. Kelsey Dies 
While Asleep, Age 80 


LONG ACTIVE IN INSURANCE 
One of Family Whose Members Have 
Been Closely Identified With Un- 


derwriting Enterprises 








Joseph A. Kelsey died during his sleep 
at his home in Montclair, N. J., Sep- 
tember 13, age 80. He was president of 
the Standard of New York, of the Stand- 
ard Surety & Casualty, and general 
agent for the Tokio Marine & Fire and 
the Meiji Fire. Funeral services will be 
held at his late home, 176 South Moun 
tain Avenue, at 3 o’clock today. 

Mr. Kelsey was widely recognized as 
an able underwriter and executive and 
his passing removes one who shared in 
the constructive developments in fire in- 
surance in the last half century. Though 
reserved he had many friends and was 
highly respected. 


Mr. Kelsey was born in St. Mary’s, 











J. A. Kesey, President 


CAPITAL . . ‘ ° 
PREMIUM RESERVE . ° 
OTHER LIABILITIES. 


NET SURPLUS ‘ . . 
*TOTAL ASSETS . ° ° 


as required by law. 














a na eam 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 
Statement December 31, 


+#VOLUNTARY CONTINGENCY RESERVE ‘ . . 


* Bonds and Stocks valued on New York Insurance Department Basis. 


+ Voluntary Contingency Reserve to adjust Surplus to Market Valuation Basis. 
Securities carried at $45,286.73 in the above are 


C. L. Henry, Secretary 


1937 
3 ; : $1,500,000.00 
: ; ‘ ‘ 1,565,471.71 
‘ ; 256,133.87 
53,281.17 
‘ ; 3 ; 2,968,397.34 |f 
; x 3 : 6,343,284.09 





p in various States 











Ohio, and entered insurance in 1880 in 
the Cobb, McCann & Co. agency in Den- 


ver. Subsequently he was special agent 
for New York Underwriters in St, Louis; 
was with the general agency of Martin 
Collins in that city; became speciai 
agent in Iowa for Insurance Co. of 
North America and Pennsylvania Fire, 
from where he was transferred to In- 


diana as state agent, then he was assisl- 
ant manager northwestern department 
of the Royal at Chicago and assistant 
manager of the new Western depart- 
ment formed in 1895. 


with the 


He began his long career 

Aachen & Munich January 1, 1897, as 
manager of its Western department. In 
1902 the Eastern and Western depart- 
ments were combined and Mr. Kelsey 
became United States manager, with 


headquarters at New York. He retained 


this position until 1917, when the Aachen 
& Munich’s operations in the United 
States were closed by the Trading With 
the Enemy Act. 

The United States business of the 


Aachen & Munich was taken over by 
the Tokio Marine & Fire in 1918, and 
Mr. Kelsey became general agent of the 
last named company for the United 
States for fire business. The Tokio in- 
terests organized the Standard of New 
York in 1922, and Mr. Kelsey became 
its president. 

He is survived by his widow, a son 
and daughter — Allison S. Kelsey and 
Miss Margaret Kelsey; three brothers, 
Horatio N. Kelsey, Preston T. Kelsey 
and Benjamin C. Kelsey, the last named 
living in Silverd: ile, Wash. The other 
brothers have long been connected ac- 
tively with insurance. 


MADE INLAND MARINE SPECIAL 


Ned Morgan has been appointed in- 
land marine special agent of the Home 
in Virginia and West Virginia with head- 
quarters at Richmond. He is a native 
of Hampton, Va., and got his first insut- 
ance experience in his father’s local 
agency there. 





Septen 


Wher 
rk ove 
1 prom 
home oO 
n Pitts 
have le: 
return 
New Je 
not at 
well. 
a year | 
pany at 
found 
from a 
and de\ 
his fell 
his out 
Next 
the fift 
mann’s 
insuran 
marily 
tween 
and ot! 
tween 
the bu: 
tions 1 
standin 
known 
without 
sire fo 
Kind 
of the 
furnish 
type 0} 
to the 
complis 
ing he 
possess 
point < 
and aff 
Insuran 
holders 
Ackern 
agent | 
the dis 
Patersc 
and B 
West 
7 
Whil 
Palm 
to the 
just te 
paper, 
publish 
In its 
which 
taken: 
“The 
Palm 
me, * 
workec 
and th 
Union 
Fred’s 
and lis 
has se 
he has 
the ot 
He ha 
amoun 


tT h 


6, 1938 


the 
un- 
and 
) be 


any. 





- 


R80 in 
1 Den- 

agent 
Louis; 
Martin 
speciai 


With 


f the 

by 
. and 
»f the 
Inited 
io in- 
New 


came 


1 Sol 
and 
the rs, 


nsur- 
local 











September 16, 1938 






LG SILO Nee Meii tees aD 


UNDERWRITER 


























Frederick Ackermann— 


New Jersey General Agent of National Union Fire Completes Fifty 
Years in Insurance; A Lovable Character Whose Influence Has Long 


Frederick Ackermann of New- 
years ago gave up 


When 
rk over twenty-one 
executive position at the 
of the National Union Fire 
-one which probably would 


promising 
home office 
n Pittsburgh 
ve led to important advancements—to 
eturn to the field as general agent for 
and other territory he did 
who knew him 
more than 


New Jersey 
not at all surprise 
vell, After 
a year as assistant secretary of the com- 
pany at the home office Mr. Ackermann 
found himself cut off too completely 
from a wide circle of personal contacts; 


those 
serving slightly 


ind developing friendly associations with 


his fellow men has long been one of 
his outstanding characteristics. 

Next Monday, September 19, marks 
the fiftieth anniversary of Mr. Acker- 


mann’s entrance into the business of fire 
nsurance; a half century devoted pri- 
marily to building better relations be- 
tween agents, company representatives 
and others within the business, and be- 
tween the insurance buying public and 
the business as a whole. His contribu- 
tions in this direction have been out- 


standing, though they never will be fully 
known generally as he has carried on 
without ostentation and with little de- 


sire for personal reward. 

Kindly, patient and with a deep sense 
of the just and fair, Mr. Ackermann 
furnishes a characteristic example of the 
type of man who seeks to help others 
to the full extent of his ability. Ac- 
complishing that, he is justified in believ- 
ing he has been successful in life. He 
possesses a broad humanitarian view- 
pont and is regarded with = 
and affection by many hundreds of 


Instrance men and assureds, P Fa 
holders are included for although Mr. 
\ckermann has not served as a_ local 


agent he has adjusted at the places of 
the disasters losses resulting from the 
Paterson, San Francisco, Chelsea, Mass., 
and Baltimore conflagrations and the 
West Palm Beach hurricane of 1928 


Tribute of Newspaper Editor 


While Mr. Ackermann was in West 
Palm Beach, Fla., adjusting losses due 
to the terrible hurricane which started 


jist ten years ago today, a local news- 
paper, The Palm Beach Independ-nt, 
published a full column editorial tribute 
NM its issue of October 19, 1928, from 


which the following brief extracts are 
taken: 
There is a man adjusting in West 


Palm Beach that has greatly impressed 
me. * * * T have observed him as he 
worked in his office. His cardinal virtue 
ind the greatest asset that the National 
Union Fire Insurance Co. has is Old 
Fred’s patience. He sits by the hour 
and listens to wails and woes. * * * He 
has settled in the two short weeks that 
he has been here 50% of his losses, and 
the others are in process of adjustment. 
He has had no fusses or arguments that 
amount to anything. I’d give a whole lot 
if I had the happy faculty that Fred 


Been Constructive; 


By Edwin N. Eager 





| Tribute by W. E. Mallaliew | 


W. E. Mallalieu, general manager 
| of the National Board of Fire Un- | 
derwriters, who has been closely as- | 
sociated with Mr. Ackermann over | 
a long period of years in many fire 
insurance organization activities, pays 
him this fine tribute: 
“The man may have been fifty | 
years in the fire insurance business— 
no one would doubt his word. Over 
the years he has passed words of en- 
couragement to others and helped 
many over the rough spots of life by 
real acts of kindness. He possesses 
the higher qualities of character; he 
practices charity of a worthwhile 
| type, and he plants a spirit of fellow- 
| ship among his associates in the busi- 
| 





| ness that soon blossoms into genuine 
| friendship.” 


Ackermann possesses which is a person- 
ality that brings about confidence in him 
in those with whom he is dealing. * * * 
The policy of the National Union, as 
exemplified through Fred Ackermann’s 
adjustments, is one of fairness to the 


assured and equitable to the company. 
* * * This competent man had made 
many people happy in Palm Beach 


County. I am mighty glad to commend 
him and his fairness.” 
This tribute to Mr. Ackermann’s sym- 


pathetic and human qualities, as well as 


to his ability as an insurance man, re- 
flects the accomplishment of favorable 
public relations efforts. In his quiet, 


able way, he “sells” ef- 


yet decidedly 


fectively the services of ‘stock fire insur- 
ance to the public and gains friends for 


the business. The large majority of lo- 
cal agents appointed by Mr. Ackermann 
and his special agent assistants in New 
Jersey to represent the National Union 
during the last thirty-four years still 
retain that company despite the com- 
petitive pressure from other companies 


seeking agency connections. 
Mr. Ackermann’s accomplishments 
have always been constructive in pur- 


insurance man said re- 


that Fred Ack- 


pose. One fire 
cently “I do not believe 
ermann has ever done anything in the 
business which he knew to be wrong.” 
If he has had any hobby it has been 
thoroughness in all matters. What he 
undertakes he carries through to com- 
pletion; otherwise he doesn’t start. 
Admired for his unselfishness and 
kindly acts toward others, talking read- 
ily about the fine things his friends and 
acquaintances are doing, Mr. Ackermann 


is most reticent when the subject of 
conversation is about himself. Inter- 
viewing him about his own life com- 


pares with the task a district attorney 
has examining a hostile witness. 


Marked 66th Birthday Yesterday 


Mr. Ackermann was born in Newark 
on September 15, 1872, at 65 Bloomfield 
Avenue, the son of Arnold and Mathilda 
Ackermann. His father was in the gro- 
cery business. After attending public 
school and the New Jersey Business 
College young Ackermann entered insur- 
ance on September 19, 1888, as a clerk in 
the Newark branch office of the Niagara 
Fire, at 766 Broad Street. The local 
manager was Samuel Meeker and he paid 
his new employe the princely sum of $3 
a week to do all kinds of office work. 
Hours of employment ran from eight 





On the right Fred Ackermann at the time he was adjusting claims in San 


Francisco in 1906 following the earthquake and conflagration. Note the never-absent 
In the center is George Diebold of Ohio and on the left 


cigar in his left hand. 


Henry Hall of the State of Washington, both assisting in loss settlements. 





-recent 


Has Adjusted Losses in Several Major Disasters 


FREDERICK 


\CKERMANN 


o’clock in the morning until five in the 
afternoon five days a week and unti! 
three o’clock on Saturdays. 

After two and a half 
sorbing the fundamentals of fire 


years of ab 
insur- 


ance Mr. Ackermann left the Niagara 
and joined the old Merchants of New 
ark in March, 1891, There he served 


successively as map clerk, examiner and 
special agent; also as inspector of New 
York City ‘business. His boss was the 


late Colonel J. Mulliken, secretary of 
the company, a well known fire insur- 
arice personality in Newark. Young 


Ackermann gained considerable insight 
into human nature through settling losses 
on the old East Side of New York, where 
he had to match wits with a great vari 
ety of claimants. That was a test fort 
his patience and calm perseverance 

At about that time he developed a 
keen interest in the work of the fire 
patrol in both New York and Newark 
and over a period of years became 
closely acquainted with the personnel of 
this loss prevention service maintained 
by the insurance companies. He ad 
mired the courage and efficiency of the 
members of the patrol and in more 
vears has told many interesting 
i amusing stories of thc 
A considerable numbe 
found their way 


and sometimes 
pitrol at work. 
of these anecdotes have 
into print. 


Paterson and Baltimore Conflagrations 


On January 1, 1897, Mr. Ackermann 
made his third insurance connection, be 
coming associated with the United States 
branch of the Manchester Assurance ot 
England, under George S. Wensley. He 
served as special agent for New Jersey, 


New York suburban field and also Con 
necticut. In those days most compan) 
fieldmen were assigned larger territories 
than can be supervised by one man at 


the present time, He remained with 
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the Manchester seven and one-half years 
and during that period had charge of 
djusting losses for the company at the 
scene of two major conflagrations, one 
st Paterson, N. J., in 1902 and the other 
at Baltimore in 1904. 

The Baltimore fire broke out on Sun- 
day, February 8, raged for two days and 
destroyed a large part of the business 
section of the city. Mr. Ackermann 
arrived on the scene just about as the 
fire was finally extinguished and _ re- 
mained in Baltimore six weeks. He 
established headquarters for the com- 
pany with a local agent in what had 
formerly been a tile store. The agent’s 
own office had been burned out. His 
display of tact and sympathy with the 
feelings of distressed assureds won for 
Mr. Ackermann high standing among 
adjus ters and underwriters of other com- 
for one of 


panies, and paved the way 
the most important single assignments 
f his career, adjusting claims caused 


Francisco earthquake and 
April, 1906. 
Joined National Union in 1904 
\ few months after the Baltimore 
conflagration claims had been settled Mr. 
Ackermann was invited by E. E. Cole, 
then secretary, and later president, of 


by the San 
conflagration of 


the National Union Fire, to join that 
company, He had become acquainted 
with Mr. Cole when the latter was spe- 


cial agent of the Continental in west- 
ern Pennsylvania and a close friendship 
developed. The National Union was a 
young company at the time, having been 
irganized in 1901. It had confidence 
in Mr. Ackermann’s ability, judgment 
and character and thought it would be 
fortunate to obtain the services of one 
so favorably known by agents in the 
New Jersey and New York fields. Mr. 
\ckermann accepted the offer and on 
June 1, 1904, began an association which 
has continued without interruption to 
the present day. Mr. Cole seven years 
ago retired as chief executive of the 
National Union, to be succeeded by the 
present president, John M. Thomas. 
During his first years with the Na- 
tional Union Mr. Ackermann had _ the 
title of special agent, later state agent 
and before a decade had past he was 
appointed executive special agent. While 
he maintained permanent headquarters 
in Newark, N, J., and covered thoroughly 


the New York and New Jersey fields, 
selecting well-established agencies to 
represent the National Union, actually 


his territory extended far beyond this 
general area, For nearly ten years the 
company assigned to Mr. Ackermann the 
task of planting agencies throughout the 
Southern and Western sections of the 
country and many a time was he away 
from home three months and more at 
a stretch. He made friends with and 
secured the viewpoints of producers in 
many states. This experience broadened 
h's outlook upon insurance problems and 
furnished him with valuable background. 
San Francisco Disaster 
Less than two years after he started 
working for the National Union the 
San Francisco’ earthquake occurred. 
Conditions of a grave aspect confronted 
the company. It was less than six years 
of age and had already suffered from 
the Baltimore conflagration, substan- 
tial amount of business had been de- 
veloped in San Francisco and now that 
city was wiped out. The liability in- 
volved in the stricken area was in excess 
of capital and surplus. 
Immediately that news of the earth- 
quake and fire reached Pittsburgh the 


company took steps to dispatch a corps 
of adjusters to San Francisco. Mr. 
Ackermann was one of these selected 


and he remained on the coast for about 
six months, His headquarters were 
maintained in Oakland, across the bay 


from what had been the flourishing city 
of San Francisco, and there he and 
others interviewed hundreds of claimants 
whose entire personal possessions were 
gone. In all 886 straight fire insurance 
claims were adjusted and all settlements 

ere 4 in cash. The total payment 
by the National Union to the San Fran- 
cisco policyholders was $1,120,000. To 


meet this sudden drain upon the re- 
sources of the company an assessment 
of $1,050,000 was levied upon the stock- 
holders of record. 

The refinancing of the company was 
a success and added greatly to its pres- 
tige. It showed that the company could 
be relied upon to pay its just obligations 
under the most severe conditions. 

An amusing human interest incident 
is recalled by Mr. Ackermann in con- 
nection with the San Francisco adjust- 


ments; amusing as retold but scarcely 
so at the time. 
A Chinaman’s Oath 
“Our adjusting office,” says Mr. Ack- 


ermann, “was located in a rooming house 
converted into an office building after 
the fire and consisted of two small 
rooms. The furniture and occupants 
were three tables, a typewriter, a few 
chairs, our adjusters and a stenographer. 

“The company had insured a_ large 
number of Chinese who presented loss 
schedules in their native languages, nec- 
essitating the employment of an inter- 
preter. After a few such cases it de- 
veloped that the statements were found 
absolutely correct and it was decided to 
save this expense by accepting the oral 
statements of all Chinese claimants 
thereafter. One day, however, one of 
our adjusters who had not been in close 
touch with these claims, questioned an 
assured regarding several items and the 
claimant left in anger, to return shortly 
with a live rooster under his arm. Be- 
fore we realized what was taking place 
he drew a knife and cut the rooster’s 
throat, meanwhile making strange noises 
and waving his hands, which had been 


covered with the rooster’s blood, and 
shouting ‘me takee oathee.’ 
“As a result the death struggles of 


had covered us all with blood, 
as well as the papers, etc. We told the 
irate Chinaman to take the rooster and 
get out, which he finally did. Later we 
discovered that he had been deeply 
wounded by the thought of being con- 
sidered dishonest and was taking an oath 
according to his native custom. 

“No Chinese claim was ever questioned 
after that incident, nor was there any 
reason to do so, as they were always 
fair and honest and it was a pleasure 
to deal with them.” 


the rooster 


Active in Fire Organizations 

Returning East at the end of 1906, 
Mr. Ackermann resumed his normal la- 
bors of aiding the company to build 
production. He became a member of the 
Middle Department in 1897, serving on 
numerous committees for many years. 
He was active in the formation of the 
New Jersey Special Agents Association 
and was a member of several county 
committees on fire insurance rating prior 


to the establishment of the Schedule 
Rating Office in 1913. For a long period 
he was close to Atlee Brown, first ex- 


pert of the rating office. 
Tribute From Leon A. Watson 


Leon A. Watson, present expert of the 
New Jersey Schedule Rating Office, says 
this about Mr, Ackermann: 

“It has been my privilege and pleasure 
to know Fred for twenty-five years, and 
during all that time I have found him 
a constructive force in both the social 
and business activities of fire insurance. 


“Rarely, if ever, an office holder in 
any of the social or business groups, 
he has, nevertheless, always been an ac- 


.tive and an effective participant, quietly 


working in the background for what he 
believed to be the best interests of any 
organization with which he was identi- 
fied. 

“Always fair and honest in his criti- 
cisms, he is, however, frank and abrupt 
to an extent that might frighten the 
newcomer in the field until, upon better 
acquaintance, he finds beneath the gruft 
exterior those true qualities of friend- 
ship which have brought many men to 
him for counsel and assistance. 

“Get him to reminisce and you will 
be treated to a host of enjoyable stories 
of the experiences of the past which in- 
clude eccentricities and occurrences in 
the lives of the outstanding men of a 





Optimism an Inspiration 

Alfred Fleming, head of the con- 
servation department of the National 
Board of Fire Underwriters and one | 
of the country’s leading authorities on 
the subject of fire prevention, has 
known Mr. Ackermann for a long pe- 
riod of time and the two have worked 
together on many occasions. He has | 
this to say concerning Mr. Acker- | 
mann’s contribution to insurance: 
“Fred Ackermann is a man who has | 
| 





always had a keen interest in public 
welfare. He has never lost an op- 
portunity to serve his fellow men and 
in doing so he has sold the community 
the service of insurance. 

“His ideal of public relations was 
operating long before company rela- 
tions departments were formed. His 
motto is ‘You get out of life in pro- 
portion to what you put into it.’ 

“His optimism is an inspiration and 
his vision comprehensive enough to 
include all his fellow men. He has 
been a beacon light of encouragement 
for he always boosted the ‘other fel- 
low’ who was worthy. I have never 
found a selfish trait in his character.” 











former day of the business whom Fred 
knew and whom he has not forgotten.” 

Desiring to reward Mr. Ackermann for 
his fine services the company transferred 
him from Newark to Pittsburgh on April 
1, 1916, and appointed him assistant 
secretary at the home office. As already 
inentioned, Mr. Ackermann soon found 
home office duties too confining. He 
longed again for the many personal as- 
sociations which were a part of field 
work although he <* high regard for 
his associates at the home office, So in 
June, 1917, he returned to Newark as 
general agent, the title he holds today. 
The United States had entered the 
World War shortly before he went back 
to New Jersey and one of his first 
duties was to inspect many large plants 
engaged in producing various types of 
war material. As nearly all industry 
was working two and three shifts a 
day, with many factories employing fairly 
inexperienced help, the task of keeping 
fire hazards under control was a major 
undertaking. 


Home Office Testimonial in 1934 


On the occasion of his thirtieth anni- 
versary with the National Union in 1934 
Mr. Ackermann was guest of honor at 


a luncheon given by the home office 
staff in Pittsburgh. President Thomas 
was toastmaster and presented Mr. Ack- 


ermann with a handsome cigar humidor. 
Vice-President Henry A. Yates and Sec- 
retary Fred J. Breen handed him a box 
of Pittsburgh “stogies,” both knowing 
his weakness for cigars. Those who 
spoke told of his valuable services to the 
company, of his unquestioned integrity 
and unwavering loyalty. He has worked 
in season and out for the advancement 
of the company’s interests, and his in- 
fluence for good has been felt through- 
out the organization for many years. 


Takes First Vacation in Thirty Years 


Mr. Ackermann has been an incessant 
worker and it was not until 1927 that 
he took his first vacation after joining 
the National Union. In fact it was his 
first real holiday in thirty years and 
he celebrated by taking a cruise with 
Mrs. Ackermann to the Panama Canal 
and several West Indian ports. Mrs. 
Ackermann is the former Miss Char- 
lotte Heller, sister of Frank B. Heller, 
one of the leading local agents today 
in Newark. Miss Heller and Mr. Acker- 
mann were married in October, 1901, 
and have always resided in Newark. 

In the last few years Mr. Ackermann 
has taken several cruises to the Carib- 
bean and on each occasion has studied 
fire protection methods and fire insur- 
ance practices in the cities and countries 
he has visited, 

The West Palm Beach hurricane oc- 
curred in September, 1928, and Mr. Ack- 
ermann was on the scene within three 
days. He was there about eight weeks 
and handled close to 200 claims. So 


devastating was that windstorm that the 
National Union paid losses on all except 
two of the windstorm policies in force 
at the time on West Palm Beach prop- 
erty. 

The Blue Goose, the social organiza- 
tion of fire insurance, has long hela Mr. 
Ackermann’s deep interest and active 
support. He was < charter member of 
the original New York City Pond when 
it was organized in 1907. Some. years 
later the pond became inactive but when 
reorganized in 1920 he rejoined ‘shortly 
thereafter and has maintained his*mem- 
bership ever since. In 1923 Mr. Acker- 
mann was selected as the New York 
Pond delegate to the Grand Nesttcon- 
vention at Chicago and six years later 
this honor was again bestowed upon him 
when the Grand Nest met in San Fran- 
cisco. For miny years he has served 
as chairman of the fellowship committee 
which aims to maintain a fund to help 
out members of the pond requiring 
financial assistance. 

A few vears ago Mr. Ackermann de- 
veloped cataracts on both his eyes which 
materially impaired his vision, but not 
his courage or his determination to con- 
tinue active in fire insurance. He car- 
ried on as though nothing were wrong 
and was on the job every day, His 
cheerfulness and patience in the face of 
such adversity was an inspiration to his 
friends. He aimed to triumph over this 
handicap and finally succeeded when an 
operation successfully restored his sight. 
Today, at the age of 66 years, Mr, 
Ackermann looks back upon a half cen- 
tury in fire’ insurance’ which has 
brought him material success, many 
memorable experiences and a_ host of 
friends; and ahead to what all who know 
him hope will be many years of satis- 
faction and happiness. 

For one who delights in being sociable 
and having friends around him, swapping 
yarns on experiences in the field, it may 
seem strange to report that Mr. Acker- 
mann is not a golf addict. In fact, he 
doesn’t play that game at all. Never 
one to indulge actively in outdoor ath- 
letics he prefers the relaxation and com- 
fort derived from smoking good cigars, 


VIRGINIA POND OFFICERS 
_John W. Kessler, Virginia Fire & Ma- 


rine, was elected most loyal — of 
the Virginia pond of the Blue Goose at 
a special meeting of the pond this week, 
succeeding R. Rushin, Home of New 
York, resigned. Mr. Kessler was ad- 
vanced from the office of supervisor of 
the flock. Other officers chosen were 
Albert C. Word, L, E. English, Inc., su- 
pervisor of the flock ; William C. Saun- 
ders, Jr., Fireman's Fund, custodian of 
the goslings; E. Harvey Stover, Aetna, 
guardian of the pond; George v4 Jeffer- 





son, B. P. Carter, manager, keeper of 
the golden gocse egg; W. H. Davidson, 
Fire Companies’ Adjustment Bureau, 


wielder of the goose quill. 





CALIFORNIA MEN CONFIRMED 


Insurance Commissioner Goodcell of 
California has confirmed Harry F. Ris- 
brough as Assistant Commissioner in 
charge of the Los Angeles office, Sain 
M. Greene as deputy in the same office 
and the appointment of Donald R. Luck- 
ham, an attorney of North Hollywood, 
as a deputy, Mr. Risbrough, who con- 
tinues to have charge of the Los An- 
geles office, has occupied the position 
for twenty years. Mr. Green has been 
with the Los Angeles office for four 
years. 


CANADIAN FIRE LOSSES 

Fire losses in Canada for the week 
ended with August 31, 1938, were esti- 
mated at $231,200 as compared with $244,- 
100 in the preceding week and $176,500 
for the corresponding week of last yeat. 
For the year to date losses are estimated 
at $11,476,075, as against $9,436,975 for 
the same period of 1937, 





G. W. LILLY GOING TO COAST 

George W. Lilly, general manager of 
the Fire Companies’ cage Bureau, 
is planning a trip to San Francisco early 


in October. 
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Insuranc Advertising 
Advertising 
sented their views on various features of insurance 
week before the meeting of the Insurance Advertising 
Harbors Club, Osterville, Mass. The subjects treated covered a wide 
contained much of interest. Extracts from these addresses follow: 


and production managers of several fire insurance companies pre- 
advertising in brief talks this 
Conference at the Oyster 
range and 


Merchandising of Novelties 
William J. Traynor 
North British & Mercantile 


genuine or imitation leather but also 
could order a small pocket diary at 16 
cents each, with a minimum quantity per 
. order of fifty copies. 

sone “3 When we first went into this diary 
prices. It proposition there were comparatively 
few insurance companies doing likewise. 
However, year after year saw more and 
more companies take on the same prop- 
osition so that after a while too many of 


Never has it been the policy of our 


advertising department to act as a so- 


calle d 


could 


“merchandise center” where agents 


obtain novelties of all 
retail quantities at wholesale 
has always been my feeling that we 
should stay out of the novelty selling 
field as much as possible and confine 
our efforts simply and only to bringing 


to the attention of our agents some our agents were receiving similar diary 
novelty which might be distributed by offers from other companies in their 
them to clients at Christmas or New offices 


Despite the fact that our total diary 
orders went ahead at a satisfactory rate 
from year to year, I finally decided that 


Year’s when they are always on the 
lookout for such assistance 
The initial attempt to merchandise an 


agency novelty was in 1932 when a year we needed a new proposition which 
book and diary (desk size) was of- would enable a much larger number of 
fered to our agents for distribution to our agents to participate. An adver- 
clients during the holiday season. Our tising calendar card proposition was 
diary proposition was not very dis then found that appeared to fill the bill 
similar to that offered by many other because of its low cost to agents. As 
companies to their agents. An arrange- few as 250 calendar cards could be pur 


chased for only $2.60, including agency 
imprint, shipped prepaid, check or cash 
with order. On the colored side of the 


ment had been effected with a large 
diary maker whereby he would take all 
the risks of producing the diaries. In 
other words, our company gave no guar playing card is carried an agency mes 
antee of any kind as to the quantity of sage together with a small company in- 
diaries to be ordered by our agents. In signia cut. On the white reverse side 
popular vernacular, the manufacturer is carried at the top the agency imprint 
“held the bag” and was governed as to’ in four lines and below that the calen- 
how many diaries to make up for our’ dar for the year. 
agents purely on the basis of his experi \s a trial, the 
ence with other companies. In addition, to our North British & Mercantile 
the manufacturer furnished our company agents exclusively. It went over so well 
with two runs of a four-page, two-color, that last year the offer was extended to 


proposition was offered 


illustrated folder, free of charge. This agents of all our five companies. A total 
announcement was first mailed to our of 566 agents responded by ordering 
agents directly after Labor Day, being over 217,000 cards. The average order 


followed up with another copy, marked amounted to 384 cards. In all about 
“Second Notice,” about a month later. 5% of our agency force (as against 1% 

Agents could buy this large desk-size for diaries) participated. This year the 
diary with a genuine leather cover for same proposition again will be offered, 
40 cents each or with a fabrikoid (imi- and it is anticipated to double the num- 
tation) leather cover for 35 cents. The ber of agents participating. Our ar- 
iiinimum quantity per order per agent rangement with the calendar card manu- 
was set at thirty diaries. Our agents’ facturer is identical to that had with 
response to the initial proposition was the diary manufacturer in that he 
so promising that the diary proposition furnishes two complete runs of circulars 
was offered to our agents in the five to be sent to our agents on dates a 
succeeding years. During the final two month apart, and receives no guarantee 
vears, 1936 and 1937, the proposition was from the company as to quantity, as- 
augmented so than an agent not only suming all manufacturing risks and tak 
could order the large desk diary in either ing care of all details 


Evolution of a National Program 
By Clarence A. Palmer 
Insurance Co. of North America 


product but not sufficiently to pay the 
produc- 


When you are thumbing through the 
pages of a magazine and your eye is price made necessary by cost of 
caught and your attention gained by an _ tion and distribution, 
ulvertisement, you may not be conscious When the idea or copy theme has been 
of doing anything unusual. Yet you are  d-termined upon, then comes the prob 
when you stop and read the advertise lem of physical presentation. Attractive 
ment, for you did not buy the magazine layouts must be designed to carry the 
to read that advertisement; you bought various messages, layouts that by one 
it for the fiction, articles and other edi factor or another will help to stop the 
torial content magazine reader and secure his atten- 

In planning a national advertising pro- tion for the message. Shall the adver- 
vram, number of definite steps in tisements be black and white, or should 
planning are necessary. First, there is color be used? 
research. That means a careful study \nother problem is determining the 


of the potential market for the product unit space to be used to carry the mes- 
to be advertised. If it’s a new product, sages. Should full pages be used, half 
it must be determined whether the pub- pages, quarter pages or smaller? What 
lic will like it or not. Is there defi minimum size is necessary to properly 
nite need for it? Does it replace some-_ tell the message? When this has been 
thing else that costs more? Or does it decided, then comes the selection of 
perform more efficiently than similar media. Of the magazines reaching the 
roducts already established? Is the particular part of the public you are 


which are the best for the pur- 


The public may like the 


price right? after, 
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New President 





RAY 


DREHER 


Ray C. Dreher, Boston Insurance Co., 
was elected president of the Insurance 
Advertising Conference on Wednesday. 

David C. Gibson, Maryland Casualty, 
is the new vice-president and Robert E. 
Brown, Jr., Aetna, was re-elected secre- 
tary-treasurer. The executive committee 
will be composed of five members: Ar- 
thur A. Fisk, Prudential, who has _ re- 
linquished the ped after two years 
in that office: W. Leslie Lewis, Agricul- 
tural; Clark J Fitentrick U. S. Fidel- 
itv & Guaranty; E. M. Hunt, Mutual 
Life of New York, and Harold E. Tay 
lor, American. 

The conferees unanimously adopted a 
resolution commending Mr. Fisk for his 
nine tenure of office. 


PHOENIX, CONN., DIVIDEND 

Directors of the Phoenix of Hartford 
have declared the regular quarterly divi- 
dend of 50 cents a share, payable Oc- 
tober 1 to stockholders of record Sep- 
tember 15. 





pose ? Here circulation, advertising rates, 
inerchandising services and other factors 
enter into the thinking that makes the 
final selection of magazines to be used 
on the advertising schedule. 

When all of these questions have been 
settled, the advertisements are prepared, 
insertion orders are sent to the selected 
magazines to reserve space for the issues 


Sees Romance In 
Insurance Items 


FIELD FOR WRITERS OF NEws 
Commissioner Sedeston of Massachu- 
setts Believes Public Would Read 
Non-Technical Articles 


public enlightenment on 
insurance through newspaper 
articles written in non-technical |an- 
guage, Insurance Commissioner Harring- 
ton of Massachusetts addressed the In- 
surance Advertising Conference “ Oster- 
ville, Mass., September 12. Eggarts 
from his address follow: 

“For many years efforts havg been 
made to impress upon company*®kecu- 
tives the desirability of taking thé’public 
into their confidence; of elimitfating the 
mystery with which our business is sur- 
rounded, While approving the sugges- 
tion only in rare instances did a company 
attempt to carry out the suggestion, 

“It seems to me this organization is 
admirably equipped to undertake this work 
and in my opinion your constitution and 
by-laws make it mandatory upon your 
leadership to carefully plan and put into 
execution a campaign of public education 

“There is much romance in the insur- 
ance business, which, if properly pre- 
sented to the public by the great news- 
papers of the country, would so impress 
the man on the street that much of the 
antagonism due to misunderstandings 
would be converted into approbation. 

“Millions of people depend upon the 
daily newspapers for their information 
and you are ignoring a most efficient 
method for disseminating information in 
an understandable fashion by continued 
indifference to this suggestion. 

“It is not my purpose to reflect in any 
way upon the excellent presentation of 
insurance material by the insurance 
press. Much good work of the char- 
acter above suggested is undertaken by 
the trade press, but it does not ordinar- 
ily reach the field covered by the daily 
newspapers and it is that field which 
we feel should be reached, since it em- 
braces by far the majority of your pol- 
icvholders and people who are not cus 
tomarily readers of insurance period 
cals.” 


Pleading for 
matters 





you plan to catch, and the campaign is 
ready to get under way. But the job is 
still not finished. For there is still the 
merchandising of the advertising to be 
attended to. Dealers or agents must be 
kept informed of your advertising activi- 
ties, so they in turn can tie in with 
your efforts and capitalize to their ad- 
vantage upon your advertising campaign 


Radio Technique 
By John Ashmead 


Phoenix Insurance Co., 


Today there is more gold to be gar- 
nered from talking, provided you say the 
rivht thing. And if you talk on the 
radio you may be certain that great care 
will be exercised to insure that at least 
you say the proper thing. Nowadays 
more people are swayed by the spoken 
word than ever before. Indulgence in 
extemporaneous speaking is still fraught 

ith danger. One can always correct 
the written word, but once a word is 
spoken the harm, or the good it is des- 
tined to do, is done. Nowhere is this 
more fully realized than in radio broad- 
casting, hence everything that is trans- 
uiitted over the air is carefully super- 
vised, 

The number of words that can be used 
by an advertiser will depend on the type 
of program and the amount of time. The 
more emotional the program, the faster 
the words will be delivered; but ordi- 
narily, in planning copy, one can count 


Hartford 


100 words as one minute. Sports an- 
nouncers and news commentators. will, 
more often than not, build up suspense 
by talking at a 40% higher rate of spec 
Using straight material, free from emo- 
tiona! interludes, any advertising man 
should be able to chatter away at about 
110 words every sixty seconds. —_ 
A peculiarity of radio advertising 
that only a small part of the time al- 
lotted can be devoted to the commercial 
part of the program—usually about one- 
thirteenth of the total time. There 's 
a definite reason for this apportionment 
the desire to attract an audience. In 
inagazines and newspapers the adver- 
tiser is assured a certain circulation. In 
radio advertising, circulation—the num- 
oe of listeners—depends almost entirely 
on the popularity of the program. 
However, radio advertising is not mass 
advertising in the sense that this thought 
(Continued on Page 31) 
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ig the The Home Insurance Company has always believed 
na that a large and capable local agency organization is 
work vitally necessary in order to render the best service 


aon 7 to its policyholders. 


news The Home has always been known as an agency 
= company, and is always ready to assist its agents in 
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10 States Sharing In statutory examinations but the work N. I Fires and Accidents 


either was started before Superintendent 


N. Y. Examinations Pink agreed to try out the zone plan Cut by Ban on Fireworks 


of examining companies on a_ limited _ ‘ ; N 
PINK IS TRYING ZONE SYSTEM scale, or the companies were considered rhe first state-wide report on New 
too small to justify calling in any out- — Jersey’s second Independence Day cele- 


side examiners, It is understood that bration under its anti-fireworks law 


ae ) or ree of » lare fire compa- 
exe’ Asseciation tn So Per ao State tw three of the larger fire compa 


: : nies are due for examination in De- 
Law Will Permit , _ ' placer yin pear iden * 
cember and that participation will be 


Willing to Cooperate With Commission- 
shows that forty-nine persons suffered 
ininor injuries, thirteen more accidents 
invited in- these Examiners of most than reported a year ago but still far 
states collect daily fees and sustenance Delow the total before the ban was placed 
participating in the examinations of six ¢harges totaling about thirty-five dollars in _ effect. 7 

New York State insurance companies on and Superintendent Vink contends this “The wisdom of enacting and enfore- 
is an unwarranted expense on the small ing this new law is shown by the great 
companies reduction in the number of accidents 
and fires caused by fireworks,” com- 
mented Labor Commissioner John J. 
Toohey, Jr., whose department compiled 
the report from figures obtained from 
officials of each of New Jersey’s 507 


Examiners of ten other states were 


September 1 in a continuation of the 
program of Superintendent of Insurance ! ; 
Louis H. Pink to cooperate with the While Superintendent Pink desires to 
National Association of Insurance Com- Cooperate as fully as possible with the 
missioners in its plan of convention ex other states in the matter of examina- 
aminations of companies doing business Uons he has always held that the num- 
in three or more states. ber of examiners invited should depend 7 
a oe er ee ea a prec ry ho ia at min. addition to causing injuries, fire- 
nations of the New York companies and = "Ness of the company and should not de ia nth ann @ > fire 
while the examiners of the oan states —e fixed bs a ee Wnposes ak a a ne tae 
are participating fully in the work they vardship upon the smaller companies. “O.e, BP nna hihi aiahidy AOE SHRM 
do not sign the official New York report New York is one of the comparatively egg Ai sli cc Page te 
as the New York law permits only New few states having civil service examiners : aleved fe sie Maas ice aeased o toes 
York civil service examiners to do that, and the superintendent is compelled by r $1752 TI - Ae a 19% 
The outside examiners do, however, sign the law to examine the companies - hy tect the “g feo ols of ea a 
the reports which are submitted to other through employes of his department. ce a i ie 027, rat Ai ag cg 
states. bes ce: it is his gr og that ~~ pon it ae a 
. : : yroadly = interprete: docs not yrohibit ' : 
Companies Now Being Examined outside poet ct the aie work 
_ Companies being examined in coopera- must be done by the civil service em- MISS CORROON BETROTHED 
tion with other states and the states ploves of New York. 
represented in these examinations under 
the zone plan of the National Associa- 
tion of Insurance Commissioners are as 


; \nnouncement has been made by Mr. 
Since the matter has beon acute m and Mrs. Richard A. Corroon of Massa- 
the National Association of Insurance — pequa, L. I, of the engagement of their 


follows: Commissioners the following examina- daughter, Miss Antoinette Corroon, to 
Glens Falls and Commerce with one tions of New York companies have beet Donald \ Reed, son of Frank L. Reed 
West Virginia examiner representing completed with the states indicated par- of Park Hill, Yonkers, N. Y., and the 
Tome 2 ticipating at the invitation of Superin- late Mrs. Reed ; 
Glens Falls Indemnity with one Lou- tendent Pink: Home Life—West Vir Miss Corroon attended the Sacred 
isiana examiner participating on behalf S74 and Mississippi; Manhattan Life Heart Convent and Marymount Acad- 
ot Fane 2 fexas; Metropolitan Life Indiana, Ten-  emy and College in Tarrytown, N. Y. 
New York Life with one examiner "ESS€°: Pexas, California and the District Mr. Reed was vraduated in 1935 from 
from each of the following States rep- sac olumbia ; United sees Life Penn- Brown University and be longs to the 
resenting the zones indicated: Maryland, 7Y'S@'U. United States branch of the — Brown University Club of New York and 
Zone 2: Missouri, Zone 3; Iowa, Zone British General and the United States the Westchester Country Club. He is 
4: Oklahoma, Zone 5: Idaho, Zone 6 branch of the Union Assurance—Mis- with the publishing firm of Grosset & 


souri. The Ohio Insurance Department |)unlap, Inc., in New York. 

participated in the examination of the The prospective bride’s father is presi- 

Auto Mutual Indemnity. dent of the companies in the Corroon & 
Reynolds group. 


Alabama is representing Zone 3 and 
Minnesota is representing Zone 4 in an 
examination of the Guardian Life now 
in progress. Pennsylvania is represent 
ing Zone 2 on the examination of the AETNA FIRE DIVIDEND anne een inenes 
Security Mutual Life, WITH NATIONAL F. & M. 


Directors of the Aetna Fire of Hart 


Large Fire Companies Due to Be ford have declared the regular quarterly The National Fire & Marine has ap- 

Examined dividend of 40 cents a share, payable pointed Thomas V. Humphreys of Los 

\ number of other New York compa- October 1 to stockholders of record Sep- Aneeles and San Francisco as general 
nies are now undergoing their regular tember 14 avent for the Pacific Coast territory 








Susurauce Company Ltd. 
G0 Juhu Street, New York 


A Large Company Doing an _ International 
Insurance Business. Offices are 
Located Throughout the World. 


FIRE AUTOMOBILE MARINE 


HARRY G, CASPER BERT A, JOCHEN 
United States Manager Asst. U. S, Manager 
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PROGRAM FOR FIRE CHIEFS 


National Board Prepares Radio Script 
for Special Use During Fire 
Prevention Week 


\ special radio program has just been 
provided for fire chiefs by the Nationa] 
Board of Fire Underwriters for their use 
during Fire Prevention Week, October 
9 to 15. In the style so popular over 
the air today the fire chiefs will ask 
questions about fire-resistive construc. 
tion and the safe handling of fire haz- 
ards, Four contestants are to answer 
the questions and will be rated in the 
approved “question-bee” manner. The 
script offered by the National Board 
allows considerable leeway for whatever 
additions or local color the chief wishes 
to inject to increase the interest of the 
radio audience. 

As suggested by the National Board 
the program would also be effective as 
a special feature for production before 
an audience such as Rotary, Kiwanis 
or luncheon clubs, in imitation of a radio 
broadcast. Insurance agents themselves 
could make good use of this program 
before an audience or over the radio; 
or, they could plan to cooperate with 
the fire chiefs of their city. The mate- 
rial is being sent in advance so the chiefs 
will have time to make arrangements 
with nearby radio stations. 


New Presidents Named For 


Two Large Italian Insurers 


Fulvio Suvich, Italian Ambassador to 
Washington, has been appointed head of 
the Reunione Adriatica, a large insur- 
ance company of Trieste. He will re- 
place Arnaldo Frigessi di Rattalma, a 
Jew, who resigned as the result of the 
new racial theories in Italy. 

The boards of directors of Italy’s two 
largest companies have resigned and are 
being replaced by government appoint- 
ecs. Their resignations are represented 
as voluntary, but there is no doubt that 
pressure has been applied. 

Edgardo Marpudgo, head of the As- 
sicurazioni Generale of Venice, also a 
Jew, has been replaced by Count Guis- 
seppe Volpi di Misurata, former Finance 
Minister. 


ee Golf rex 
Gives Schedule of Events 


The Fall tournament of the Underwrit- 
ers Golf Association, which will be held 
at the Knollwood Country Club, Elms- 
ford, N. Y., on Thursday, September 29, 
will include the following events: 

Eighteen-hole medal play handicap (in- 
dividual) ; eighteen-hole medal play gross 
score (individual); eighteen hole medal 
play kickers’ handicap (individual); 
eighteen-hole best ball foursome (three- 
eighths of combined handicap not ex- 
ceeding ten strokes difference); eigh- 
teen-hole medal play handicap for guests 
(individual) ; best net individual score to 
win leg on championship cup; best 
scores, selected holes. 

The tournament is limited to eighteen 
holes, starting at one o’clock. A practice 
round in the morning will be permissible. 
No player will be eligible for more than 
one prize, with the exception of the 
championship cup. Dinner will be served 
at half past seven. C. A. Rich, 223 
Broadway, New York City, is secretary- 
treasurer. 


NAME OF FIRM CHANGED 
The adjustment firm of Norman Beth- 
une Co., Ltd., Toronto, will in future 
operate under the name of Angell 
West, Ltd. Norman G. Bethune has sev- 
ered all personal and financial connec- 
tions with the firm on account of his 
appointment as provincial manager in 
Ontario of the Home of New York group 
of insurance companies. 











NEW HAMPSHIRE PREMIUMS UP 

Net fire insurance premiums written by 
the New Hampshire Fire in the first six 
months of this year amounted to $2,100, 
127, an increase of 11% over the same 
period of 1937. 
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Disaster plays no favorites, strikes 
without warning, destroys life and 
property. INSURANCE, sound and 
adequate, is the most certain safeguard 

against financial loss. LOYALTY 

GROUP agents, alert to serve, are 

prepared to meet their policyholders’ 
needs against disaster’s perils. | 
| 
& } 
| 
| 
| 
Firemen’s Insurance Company of Newark, N. J. | 
The Girard Fire & Marine Insurance Company 
National-Ben Franklin Fire Insurance Company FIRE: MARINE, lw SURETY 
The Concordia Fire Insurance Co. of Milwaukee 
Milwaukee Mechanics’ Insurance Company | 
Pittsburgh Underwriters * Keystone Underwriters | 

The Metropolitan Casualty Insurance Co. of N.Y. 
Commercial Casualty Insurance Company Teer Rreees 
Western Department Canadian Dept. HOME OFFICE Southwestern Dept. Pacific Department 
844 Rush St. 461 Bay St. 10 PARK PLACE 912 Commerce St. 220 Bush St. 
Chicago, Illinois Toronto, Canada NEWARK, NEW JERSEY Dallas, Texas San Francisco, Calif. 
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N. Y. Exchange Approves Revised 
Agency Agreement; Lock Memorial 


The New York Fire Insurance Ex- 
change on Wednesday adopted by an 
overwhelming vote, after lengthy dis- 


amended agency agreement 
scales for the various 
Exchange territory as 
recommended by the special committee 
on agency agreement. Two important 
changes are incorporated in the agency 
agreement, One is that the exchange 
assumes jurisdiction over the payment of 
agency balances by including in the 
ugreement the following: 

“Accounts of money due the company 
on the business placed by the agent 
with the company are to be rendered 


cussion, the 
and commission 
sections of the 


monthly; the balance therein shown to 
be due to the company shall be paid not 
later than ninety days after the end of 


the month for which the account is ren- 
dered.” 

Heretofore payment of balances 
by agreement between individual 
panies and their agents. 

The second important 
cluded in the following new 
of the agreement: 

“This agreement is unlimited as to its 
duration but may be terminated at any 
time within one year of the date of the 


was 
com- 


change is in- 
fifth section 


DUNCAN T. O’BRIEN DEAD 


New York Senator Who Was Active in 
Furthering Many Insurance Bills 
Has Brain Hemorrhage 
New York Senator Duncan T. O’Brien 
died September 13, age 43. He had been 
1923 and was vice-presi- 
Pater & Co., Inc., New 
York insurance brokers. He was vice- 
chairman of the joint legislative com- 
mittee for recodification of the insurance 
laws and another joint committee on 
compulsory automobile insurance. In the 
senate Mr. O’Brien was chairman of the 
committee on insurance. The cause of 

his death was cerebral hemorrhage. 
During his senatorship Mr. O’Brien 
sponsored many bills relating to insur- 
ance, a field in which he was considered 
well informed. With Assemblyman Alex- 
ander H. Garnjost of Yonkers, Senator 
O’Brien introduced the amendment to 
the New York insurance law which mack 
possible the non-profit three- cents-a day 
plan of the 


a senator since 


dent of B. J. 


lan Associated Hospitals Servic 
of New York. The legislation has beer 
widely copied in other states 


GEORGE OTIS RUSSELL DIES 


Funeral services were held Monday in 


Arlington, Mass., for George Otis Rus- 
sell, for many years in insurance in Bos 
ton with Russell, Fairfield & Ellis, who 


died Saturday from pocumonia, bee was 
74 years old and had been in poor health 
several months. Entering insurance in 
1889 with H. E. Darling, a partnership 
was later formed under the name of 
Darling & Russell. In 1904, followin 
the death of Mr. Darling, another part 
nership was formed by Mr. Russell with 
Herbert G. Fairfield. Mr. Russell was 
prominent in civic affairs in his home 
town. His widow, a son, George Otis, 
Jr., connected with the Travelers, and 
two married daughters survive. 


appointment of the agency by either 
party giving notice in writing to the 
other, and thereafter may be terminated 
at any time by either party giving ninety 
days’ notice in writing to the other. 
This provision permits an agent or his 
company to terminate the agreement 
without delay during the first year but 
after that it is presumed that the two 
parties are sufficiently acquainted with 


each other so that it will not be neces 
sary to terminate relations hastily. 
The Jersey Insurance Co. of New 


York was elected to class 1 membership. 
The date of the October meeting was 
set for Tuesday, October 11, the follow- 
ing day being Columbus Day, a holiday. 
Numerous minor changes in rates and 
rating rules were adopted. 

The resignation of A. H. Witthohn, 
Chubb & Son, as a member of the arbi- 
tration committee was reported and ac- 
cepted with regret. 

\ memorial committee for Frank Lock 
consisting of C. F, Shallcross, chairman ; 
Hart Darlington, O. E. Schaefer and 
James Wyper presented a memorial and 
resolution for the former president of 
the Exchange, Mr. Lock, which was 
unanimously adopted by a rising vote. 


CITY COLLEGE COURSE 

Monroe Flegenheimer’s class in insur- 
ance at the College of the City of New 
York, Lexington Avenue and Twenty- 
third Street, New York City, will start 
on September 22. The classes are held 
on Tuesdays and Thursdays from 7 p, m. 
to 8:30 p. m. The fee for this course 
is $15. This course is primarily for in- 
surance brokers who wish to increase 
their skill, or those desiring to become 
insurance brokers. Registration for this 
course is at the college September 15-22 
from 7 to 8 p. m. Mr. Flegenheimer is 
an insurance broker. 


YORKSHIRE FIELD CHANGE 
The Yorkshire and its affiliates, the 
London & Provincial Marine & General 
and the Seaboard Fire & Marine, an- 
nounce that as of October 1 they will 
not be represented by the office of Ralph 
G. Hinckley a general agent for Mas- 
sachusetts. As of that date further de- 
velopment of the New England territory 
will be supervised by Charles W. Hitch- 
cock, who has been state agent of the 
Wochibine group in Connecticut, with 
headquarters at 75 Pearl St., Hartford. 





THE PILOT REINSURANCE COMPANY 
OF NEW YORK 


CAPITAL and SURPLUS $2,500,000 


Reinsurance: Fire, Marine & Allied Lines 
Carl Schreiner, President 


70 Pine Street, New York City 








GENERAL BROKERS DINNER 


Will Be Held This Year at the Hotel 
Astor on October 26; Nathan 
Greenbaum Chairman 
The General Brokers Association of 
the Metropolitan District announces that 
its thirteenth annual dinner will be held 
this year in the grand ballroom of the 
Hotel Astor in New York City on Wed- 
nesday evening, October 26. Nathan 
Greenbaum is chairman and will be as- 
sisted by Julius A. Cohen and Leonard 


Jacobs. Subcommittees which will take 
charge of various activities are as fol- 
lows: 


Dinner committee: Nathan Greenbaum, 
chairman; Leonard Jacobs, vice - chair- 
man; Abraham Prusoff, secretary and 
treasurer. 

Reception committee: William J. Mc- 
Laren, chairman; Julius A. Cohen, vice- 
chairman; Herman A, Bayern, Robert 
M. Ferguson, Peter E. Kramer, Michael 


Levy, Ben Wiener. 
Invitation committee: Julius A. Cohen, 
chairman; Michael H. Levy, vice-chair- 


man; Herman A. Bayern, Frederick I. 


Ettlinger. 


Seating committee: Abraham Prusoff, 
chairman; S. Nicoll Schwartz, Paul 
Simon 

Music committee: Paul Simon, chair- 
man; Samuel Oberman, Joseph Wank. 


Door committee: John Frederick Nu- 
bel, chairman; Louis Fish, vice-chair- 
man; Louis Escher, Max Fischman, 
Reuben Jacobson, 

Publicity committee:  S. 
Schwartz, chairman; Harry 
Paul Simon. 

Ladies committee: 
chairman. 


N i co ] H 
K. Weiss, 


Margaret E. Kane, 





Insurance Field Changing 
To News Magazine Style 


Effective with the first issue in October 
The Insurance Field, forty-nine-year-old 
insurance newspaper, will appear in a 
new format coincident with the inaugu- 
ration of a news magazine editorial style 
and enlarged editorial program. The 
Field will be completely redesigned typo- 
graphically. Type page size for both the 
fire and casualty and the life editions 
will be changed to the 7” x 10” size. 

Retaining all its old news and editorial 
features in modern news magazine style, 
the Field will introduce new sales and 
educational features, according to an an- 
nouncement by the management. 

With these changes the Field an- 
nounces the appointment of M. R. Mc- 
Gruder as Southern manager to succeed 
Raymund Daniel, Atlanta, associate edi 
tor and resident vice-president. Effective 
October 1 Mr. Daniel will take over the 


newly created office of executive secre- 
tary of the Industrial Insurers Confer 
ence, 


PHOENIX OF LONDON--AMERICAN—HARTFORD- NATIONAL— FIREMAN'S FUND 
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NORTH AMERICA 


Service Since 1894 


U. S. FIRE FRANKLIN 


EXPERIENCE 
CO-OPERATION 


O’'GORMAN & YOUNG, Inc. 


A LEADING NEW JERSEY AGENCY 


1172 RAYMOND BOULEVARD - 


NEWARK, N. J. 


New York Brokerage Office 


110 William Street 


FIRE ASS'N AGRICULTURAL 
NEWARK FIRE ST. PAUL 
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NEW JERSEY WOMEN ORGANIZE 


Mrs. Nolan, President, and Other Off. 

cers Elected for Full Term; to 

Hold Meeting Today 

The Insurance Women of New Jersey, 
which has been working under a tem. 
porary organization for some months, 
formally completed its organization at 
a dinner meeting in Newark Thursday 
evening, adopted its constitution and by- 
laws and elected those who have been 
serving as officers to full terms. It has 
100 members, but the charter member- 
ship roll was held open until the annyal 
meeting of the New Jersey Associatio 
of Underwriters vesterday and today at 
Asbury Park. 

The officers of the ore 
president, Mrs. Cristine B. 


ranization are 


Nolan, Nort! 


sergen; vice-president, Mrs. Ada V 
Doyle, Caldwell; secretary, Miss Man 
Gougherty; treasurer, Miss Florence 
Beckel, Jersey City 


Mrs. Nolan is a past president of th 


Underwriters Association of Hudson 
County and conducts her own agency, 
as does Mrs. Doyle. Miss Goughert 
is affiliated with the Milano E. Lawrik 
agency in Morristown and Miss Beckel 
is with the R. C. E. May agency in 


Jersey City. 


This afternoon the organization will 
have a meeting of its own in Asbury 
Park, at which time Thomas Deering. 


inland marine specialist of the Fire As- 
sociation of Philadelphia, will speak. 





Daughter of Mrs. Mee Lowe 
Engaged to H. A. Crosby, III 


Mr. and Mrs. Henry Lowe of Net 
York City have announced the engage- 
ment of Mrs. Lowe’s daughter, Miss 
\lice Dunning, to H. Ashton Crosby, 


III, son of Mrs. Atwood Violett of New 
York, and of the late H, Ashton Crosby, 
Jr. The prospective bride’s father is 
Clifford Dunning. Miss gr at 
tended Miss Hewitt’s Classes, the 
lege Montmorency and the db meth. it 
Paris. 

Mr. Crosby is a brother of Mrs. C 
Carroll F. Bagley and Miss Cynthia de 
é Crosby. He was graduated from the 

iroton School and is with the insurance 
en of Cornwall and Stevens in this city 
Miss Dunning’s fiancé is a member of 
the Union Club. 


Henry W. Lowe is a vice-president of 
Johnson & Higgins, New York insurance 
brokers. 


WHEAT RISKS IN MICHIGAN 

Filing*is expected this week Michi- 
van of a seventy-five-cent rate for cov- 
erage of wheat stored as collateral for 
Commodity Credit Corporation loans un- 
der a new special session act which per- 
mits writing of a valued policy to protect 
the governmert agency for the full 
amount of any loan made. It is anticl- 
pated that the stock companies will get 
the bulk of this business despite the 
dominance of the mutuals in the fart 
field. Governor Frank Murphy hi 
signed the act. Insurance men in tou¢ 
with the situ ition are confident that tit 


stock carriers will go out after this 
new line. A considerable volume is seen 
as the state’s wheat crop is of bumper 


proportions. 


MULVANEY- COONS ONS WEDDING | 

Edna Mulvaney, who formerly was em 
ployed by the New Jersey Schedule Rat 
ing Office, and Leslie H. Coons, fieldmaa 
in New Jersey for the Glens Falls, wet 
married on September 3 and spent theif 
honeymoon at Miami, Fla. 





Septe 


radio 


has be 
appeal 
lar mu 
cal mu 
educat 
progra 
How 
-adio 1 
much 
types | 
cluded 
reade r 
tered 
Hons, 


the c 


progra 
even | 
Once 











, 1938 


Y 





—_—__. 


ANIZE 
or Off. 


| to 


Jersey, 
a_tem- 
months, 
tion at 
hursday 
and by- 
'e been 
It has 
1eimber- 
annual 
ciation 
day at 


On are 


lorenc 


of th 
Hudson 
agency, 
ughert) 
I AaWTie 
Becke! 


ney in 


on will 

Asbury 
Jeering, 
ir e€ As- 
ak, 


Lowe 
y, Ill 
f New 
ongage- 
. Miss 
Crosby, 
f New 
Crosby, 
ther is 
ing at- 
1¢ Col- 
mne it 


Mrs. C 
thia de 
om the 
surance 
lis city 
iber of 


dent of 
surance 


GAN 

Michi- 
Or CcOov- 
‘ral for 
ans un- 
ch per- 
protect 
he fuil 


Cc —_ 
ly hé 
1 touc 
hat tht 
er thit 
is seen 
bumper 


ING 


vas em> 
le Rat? 
eldman 
s, were 
it theit 








September 16, 1938 
















Ashmead at Ad Conference 


(Continued from Page 


applied to newspapers. Radio adver- 
io has been called family advertising. 

In “1636 it was estimated that there were 
22.966,000 radio families in the United 
States, and that these families kept their 
ets tuned in on an average of five hours 
each day. 

In checking up to find out what these 
rquio families listen to—and this should 
done occasionally either by telephone, 
free-offer surveys—it 

s been determined that, in order of 
ak the various features rate: popu- 
lar music, comedy, drama, sports, classi- 
cal music, speeches, news, talks, religion, 
education, children’s programs, women’s 
programs. : 

How much real listening there is to 
dio programs is akin to wondering how 
much serious reading there is of other 
types of advertising. But it may be con- 
cluded, in all fairness, that just as 
readers scan the advertisements scat- 

ered throughout their favorite publica- 
in the same degree listeners hear 
the commercials in their favorite radio 
programs. It is possible that radio may 
even have an advantage in this respect. 
Onee an audience is attracted, the radio 
ogram speeds ahead undisturbed by 
iipetition, whereas an advertisement in 
megazine or newspaper is always in 
‘ompetition for the reader's interest with 


Selling Agents 


be 
qustionnsice. or 


fons, 


26) 


everything else on the printed page. 

I do not believe anyone can hope to 
write successful advertising for radio use 
without first having acquired some prac 
tical experience. While the objectives 
of all advertising are essentially the 
same—the development of good will and 
the acceptance of the product advertised 
radio advertising is so enmeshed with 
such things as split-second timing that 
the tyro 1s doomed to defeat. Just as a 
knowledge of type styles and sizes 1s 
necessary to good layout, so knowledge 
of the technical difficulties surrounding 
radio work is essential to a successful 
advertising campaign over the air. 

The cost of radio time is comparable 
to the cost of equivalent publication 
space, with the added opportunity, on 
the air, of reducing this cost by select- 
ing the period used. Department stores 
are heavy purchasers of early morning 
hours on local stations, to catch the 
family at breakfast. Programs of espe- 
cial interest to women frequently use 
time in the forenoon. Commercial broad- 
casts seek the 8 o’clock evening period. 





Of course, the three hours difference 
between Eastern and Pacific times fre- 
quently forces two shows in one eve- 
ning; but this is just a detail that 
makes an understanding of radio tech- 
nique so essential. 


on Advertising 


y Ralph M. Bugli 
London Assurance Group 


field I find local 
faith in what we 


Getting out in the 
wents haven't much 
‘an do to help them. We can’t produce 
results with agents who haven’t much 
confidence in us but if we can do a few 
ang-up jobs with agents who will co- 


those 
can 
get- 


operate—and then  merchandis¢ 
bang-up jobs to show what really 
be accomplished—I think we'll be 
ting somewhere 
Basically, what we have to do 
be to explain advertising more 


seems 
com- 
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pletely and then apply it more efficiently 
in individual cases. 


The best way to prove that results can 


be produced is to produce them. And we 
might be able to do that if we had 
something like a model agency to work 
with. For instance, we might select some 


mediocre 
model of 


agency and build it up into a 


local agency salesmanship. I 
think a committee from our group could 
cooperate effectively to give any par- 


ticular agent the best possible advice on 


his advertising and selling problems 
What’s more, I’m confident a year’s 
work with a model agency would give 
us enough case history material on local 
agency idesinn to stimulate re: eal in- 
surance advertising more than it has 
been stimulated by any one venture in 
the past. I know there are plenty of 


obstacles to the success of such an idea 


but I think it’s worth considering 
Cooperation With Trade Press 


Speaking of cooperation suggests the 
need for a real united front on the part 
of all of us in the interests of better 
local advertising. There seems to be no 
reason why we shouldn’t be able to pre- 
vail on every significant member of the 
trade press to carry at least one full 
page a month of promotional ideas and 
suggestions supplied by our group. Some 
papers are already doing a good job but 


there’s still room for improvement and 
especially room for projecting our group 
collectively as a real force for better 
salesmanship 

There’s a job to be done in putting 
over this thing called public relations, 
too. Public relations isn’t going to 
mean a thing to this industry until it’s 
taken out of the mouths of our after 
dinner speakers and put into actual op- 
eration in every town from here to Cal- 
ifornia. Here again, if there’s anv one 
group that can do the job, we're that 
group. 

Z think we've got to do a better job 


of dramatizing advertising as something 


Page 31 


Talks By Others 


Extracts from the addresses of Jar 





vis Woolverton Mason, National Fire 
Group; W. Leshe Lewis, Agricultural ; 
Harold E. Taylor, American; Clark 
W. Smitheman, Camden Fire, and 
Earle E. Vogt, Millers National, will 
appear in these columns next week 
that can help any agency of any size 
anywhere Possibly we could do it by 
publicizing stories of advertising suc 
cesses in other fields 

Part of our job t mak agents ad 
vertising-minded would seem to be t 
vet them talking about advertising. Pos 
sibly we could sponsor collaboration 
with our companies, prize contests for 
the best local campaigns, the best in- 
dividual newspaper ads and the best 
‘direct mail pieces. The results of such 
contests would give us something else 
to merchandize back to agents. 

In attempting to Lan across the value 
f advertising, we mis ght be able to do 
better in trying t po across the value 
f our own organization \ sustained 
program to get I. A. C. members on 
programs at state, regional and national 
meetings might accomplish this. The 
better agents know us, the more likeli- 
hood we have of getting their coopera- 
tion 

One last job I think we as a group 
could profitably do to help sell adver- 
tising to local agents has to do with 
research 

In spite of recent surveys we still 
don’t have authoritative data on what 
does and what doesn’t pay in the way oft 
local advertising We have figures o1 
what agents think is best, but that’s not 
enough. I think we could stand having 


ick-bottom re 


affectivenes: 


a comm do some 


search on the comparative 
f various local agency promotional ac 
tivities 
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Items from Financial Statement of June 30, 1938: 


a ae a a ee 
Surplus... . 1+ «© «© © + 
Rees Messe: «ks ee we 
Premium Reserve .... . 


All Other Liabilities . . . . 


Total Admitted Assets 


Securities carried at $3 


. « « « « « § 6O0,000;00 


ics & « » « TOPERGee 
‘+ * + «© * « s 216,152.05 
«2 * e =» « Byres 
oo ew ow S & 33,676.91 


$4,260,850. 61 
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David Harum 
Recently in a metropolitan press book 
review, the story of David Harum, writ- 


Westcott N. Y., who 
reaped the benefits of his 


ten by of Syracuse, 


died before he 


labors. was reviewed and the tale was 
epitomized as “attet all, it was a love 
storv.” It was not, but it was one of 


the first books about the Central New 
York type of Americans that flourished 
in the last third of the 
was a character study pure and 


nineteenth cen- 
tury—it 
story per se. The 
interwoven to give 


simple and not a love 
love story was simply 
it cohesion 


As I traveled in that section from 
1893 to 1920 I personally came in con- 
tact with many “David Harums.” In 
fact | have a picture of his home which 
stood only a block or so away from oui 
agent Foster's house The characters 


depicted, as for instance the bus driver, 
who know every stranger’s business be- 


landed them at the hotel, is very 


fore he 

real to me, as I met duplicates of that 
type all over that section. The surprise 
felt by the youngster who, fresh from 
New York (really from Binghamton, N. 
Y.) when he could not get anything to 


eat in that one-horse tavern after 7 p.m., 
but not knowing that, ordered an elabo- 
rate city dinner, much to the amusement 
f the hotel-keeper, had been shared by 
me when I first came upstate in 1893 
David Harum’s name was David Han- 
num: Homeville, N. Y., in the book is 
Homer, N. Y Peeble is Preble, 
chester is Syracuse 
fancier in the book was Barlow of Bing- 


hamton whom I knew personally. Han- 
num was a private banker, dabbled in 
insurance and horse flesh. Central New 
York bei famous for good horses at 
that time 

The genesis of the story 1s this, ! 
learned from men who knew Hannum, 
f whom Will Foster, our agent was one 
\Ir. Westcott was cashier in a leading 
bank at Svracuse, N. Y.. and Hannum 


used to visit him monthly at Syracuse 
to straighten out their banking business. 
Hannum used to tell him of his experi- 
ences and Westcott conceived the idea 
of weaving this material into a book, in- 
venting a love storv to go with it. Mr. 
Westcott fell ill with lung trouble and 
wrote most of his tale in bed He died 
before his book became a best seller. 
When the movies took up the story 


they, as usual, perverted it for “box of- 
fice appeal” and almost made a clown 
of David in some scenes. One silly 
cene was when David and his enemy 
instead of whittling a small piece of 


medium sized board and 
tempo of the whittling on 
part with his emo- 


wood took a 
cut it up, the 


rising 
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TALES of the ROAD | 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


tions All wrong and “out of tune.” 
But why should one complain when the 
fat-headed movie magnates mutilate any 


book, even Shakespeare? In the last 
cene they have a horse race that is 
inply silly. 

David Harum will live through = the 


ages, not as a love story, but as a cen- 
tral New York character study. When 
the book was at the height of its popu- 
larity a local innkeeper advertised his 
hostelry as “David Harum Tavern,” to 
attract tourists, but it was not the 
tavern written about, which had burned 
some years before. It is a curious fact 
that after the great popularity of the 
book, the townsmen seemed to go sour 
m the notoriety their town got from 
having had David Harum as a towns- 
man, probably because they thought peo- 
ple would think David was a hick freak, 
and also because they thought people 
ould think they were all hicks, and that 
Westcott was making fun of them. This 
sometimes happens. 


New Fire-Casualty Insurer 


Being Organized in Alaska 
The Alaska General Insurance Co. has 
filed articles of incorporation with the 
territorial auditor in Alaska. The com- 
pany will write general lines including 
fire and will add casualty and moto1 
vehicle classifications at an early date. 
Capital stock in amount of $500,000 is 
being issued. 

Incorporators are John H. Chappell, 
Frank T. Rouze and R. E. Robertson, 
residents of Juneau. Members on the 
board include Andrew Neiland = and 
George W. Albrecht, Fairbanks; N. J 
Henneghew, H. F. Sprague of Ketchi- 
kan; Felix Gray, Douglas; J. F. Mullen, 
Hector McLean and John H. Chappell 
of Juneau. Sale of stock is being re- 
stricted to Alaska. 


CANADIAN LOSSES HICHER 

Fire losses throughout Canvda mount 
ed during the week ended September 7 
to the higher level of $338,350 yarn 
fires contributed to about one-third of 
the week’s total. Losses in the previous 
weck were $231,200 and in the corre- 
sponding week of last vear losses agere- 
gated $171,500 Fire losses in Canada 
from January 1 to September 7 totaled 
$11,814,425, as compared with $9,608,475 
for the same period in 1937. 

STILL WITH DEPARTMENT 

Although F. M. Petree resigned as 
assistant to the Insurance Commissioner 
of Oklahoma he has not severed con- 
nection with that Department, Commis 
sioner Jess G. Read announced. Petree 
will remain with the Department and 
have charge of all insurance comp2ny 
receivership cases. 
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Wingett Appeals For 
Insurance Cooperation 


SEES PROGRESS BEING MADE 
Calls Local Dened Phased Instrument to 
Clean Up Agency Situation and 
Aid Insurance Department 


Expressing appreciation for the co- 


operation shown to local agents by in- 
surance companies and organizations and 
the Pennsylvania Insurance Department, 
Wilham F 


Pennsylvania 


Wingett, president of the 
\ssociation of Insurance 





WILLIAM F, WINGETT 
\gents, told those assembled at the an 
nual convention at Wernersville this 
week that progress will be made in iron- 
ing out problems to the degree that this 
cooperation exists. Satisfactory solutions 
to various questions cannot be reached 
by the orders of some authority, he said, 
and he went on to voice. satisfaction 
that the counsel table method of reach- 
ing agreements is tending to prevail over 
other methods. 

\fter commenting upon the increase in 
membership in the state association Mr. 
Wingett said that this vear has seen the 
creation or revival of seven local boards 
and there are few members of the state 
association who are not now in some 
manner affiliated with a local board. 

“Let me say that in addition to the 
increase in the number of local boards 
there has been tremendous strides made 
in local board activities and time 
not permit a recital of the benefits ob- 
tained as a result of the work of these 
bodies,” continued President Wingett. 
“It is not easy to establish a local board 
due to the very competitive nature of 
our business. 

“The local board is the finest instru- 
ment IT know of to clean up the agency 
situation and assist our Insurance De- 
partment in its struggle to put and keep 
the right type of insurance agent in the 
state. Let me say at this juncture that 
the Insurance Department has taken 
vreat strides in the agency qualification 
end of our business and if we can keep 
the good work going in a few years the 
untrained and parasitic agent will dis- 
appear. 

“In May of this year we resumed pub- 


does 
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Third of Premiums _ 
Enough For Agents 


FALLS TALKS TO PENNA. Mey 





Value of Co. Representation Viewed 
From New Angle; When Branch 
Offices Will Be Demanded 

Laurence E. Falls, vice-president Amer. 
ican Insurance, addressed the Penngy. 
vania Association of Insurance Agents 
at Wernersville, September 13, on. the 
value of an agency. He did not, hoy. 
ever, discuss it from the viewpoint oj 
appraisal of income or cash value, but 
rather from the angle of its value to in. 
surance, the public and its owners and 
operators, 

Mr. Falls referred first to the powers 
conferred on agents by companies and 
the agents’ responsibilities. He said: 

“You are not employes of these com. 
panies, but are independent contractors 
Therein lies the source of this power 
through which you can _ substantially 
change the insurance business. You can 
patronize those companies pursuing one 
course of dealing and _ boycott those 
which deal otherwise. I think most com- 
pany men recognize this power which 
agents have and few are either resentfy! 
or alarmed, I for one see great oppor- 
tunity in this situation, but I would be 
no friend of the American Agency Sys. 
tem if I did not also solemnly warn yoy 
that this power may exalt you to the 
heights or utterly destroy you, depend 
ing upon what actuates you in the us 
of this power.” 


Danger of Branch Offices 


Mr. Falls then made the following ref- 
erence to branch offices: “The threat 
of branch offices has concerned you and 
your national association. Let me tel 
you that company operated branch of- 
fices will be demanded by, and _ forced 
upon us, the buyers of insurance in large 
centers whenever the buying public i 
convinced that agency services are not 
worth the price they pay for such. You 
must acknowledge that the assured pays 
the commission and it is some of his bus- 
iness how much of his premium dollar 
goes for losses; how much for taxes; for 


home office expenses, and for agenc; 
services. 
“I know of no argument to justify 


the use of more than one-third of th 
assured’s premium dollar for  agenc 
services, and yet there are agents who 
demand, and companies which pay, such 
commissions. To preserve the value of 
(Continued on Page 33) 
lication of the Pennsylvanian, the official 
organ of the association. Your director 
felt that the time was at hand when we 
could afford the expense which the pub- 
lication would entail. This paper shoul! 
go a long way toward keeping the agen! 
in touch with the activities of the orgat- 
ization and the insurance business gel 
erally. In addition it will serve as a leg: 
islative bulletin during sessions of the 
state legislature. Ralph Alexander, set: 
retary of the Pittsburgh association, ant 
Secretary Moses of the state orgamlz- 
tion are to be commended in their fine 
start in handling both the publication 
and financing of same. 

“IT want to say to the agent who maj 
have mutual leanings, primarily for the 
preservation of his business, that so sure 
ly as he is an insurance agent, Just § 
surely will he destroy himself if he co 
tinues in this frame of mind.” 
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Pennsylvania Agents 
Elect Albert President 


CONVENTION AT WERNERSVILLE 


Menard Outlines Work of the Business 
Development Office; New Direc- 
tors Elected 


By E. S. Banks 

Wernersville, Pa., Sept. 14—The an- 
nual convention of the Pennsylvania As- 
sociation of Insurance Agents at Galen 
Hall closed this morning with the elec- 
tion of Harry M. Albert of Stroudsburg 
as president. He was elevated from a 
vice-presidency. Other officers were 
elected as follows: 

Norman B. McCulloch, Lancaster, and 
Warren RK. Roberts, Bethlehem, vice- 
presidents; C. M, Thumma, Harrisburg, 
and Frank LD. Moses, re-elected respec- 
tively treasurer and secretary-manager. 

Directors elected were Daniel F. An- 
cona, Jr., Reading; Joseph W. Barr, Oil 
City; Samuel D. Clyde, Chester ; Howard 
H. Kenney, Philadelphia; Quincy A. Mc- 


Bride, New Castle; William C, McCor- 
mick, Williamsport; I. D. McQuistion, 
Erie; J. F. Morgan, Lewistown; John 
K. Payne, Philadelphia; Wallace M. 


Reid, Pittsburgh; John H. Sprecher, 
Lebanon; Laurence B. Starr, Meadville; 
W. Ray Thomas, Pittsburgh; E. Lester 
Mann, Scranton; Herman D. Wolff, 
Easton; Paul H. Miers, Allentown; L. 
Val Hood, Washington; Clarence H. 
Alexander, Pittsburgh; ID. L. Edwards, 
Wilkes-Barre. 
Menard on B. D. O. Work 

Work of the Business Development 
Office from the agent’s standpoint was 
discussed this morning by Albert Men- 
ard, assistant director. He said that it 
was a stabilizing influence and that the 
ofice worked for the good of the Ameri- 
can Agency System. Mr. Menard con- 
tended that agents have a civic respon- 
sibility which they must uphold; one 
that calls for making available to their 
communities insurance protection against 
disasters. 

“Agents,” he declared, “have a respon- 

sibility not alone to their individual 
clients but to their communities as well. 
If the community has a disaster against 
which insurance is available and _ the 
agents have not brought home that fact 
they have neglected their civic responsi- 
bility.” 
_In his talk Mr. Menard stressed the 
importance of service, decrying the fact 
that price alone was the important fac- 
tor in insurance buying. “Assureds and 
prospects,” he continued, “are interested 
In competent agency service and it is 
this service on the part of the agents 
which is one of the main points in the 
superiority of stock company fire insur- 
ance.” 

The Business Development Office was 
not designed solely to combat non-stock 
competition, he said, but aims also to aid 
production in all ways. Pointing out 
that modern day insurance selling was 
Service selling he went on to describe 
the B. D. O.’s new booklet on complete 
protection. The B. D. O. treatment of 
selling he said was fundamental; was not 
in conflict with plans of the companies 
and permitted agents to fit in that treat- 
ment in the carrying out of their com- 
panies’ plans. The B. D. O., he went on, 
through its local committees, has set up 
anew program for all territories which 
includes work through field clubs, state 
and local agency organizations and in 
territories where no such organizations 
exist. 

More than 400 attended the banquet 
last evening. The American Casualty of 
Reading played host to the convention 
at the entertainment which followed the 
annual dinner. 


Local Board Conferences 
The association yesterday morning held 
the first of a series of annual local board 
breakfast conferences, designed to bring 
together the members of the various 
Pennsylvania exchanges; to have them 
pool their experiences so that one can 








vantage. If the attendance at this first 
breakfast is any criterion, the Pennsyl- 
vania group has hit upon a popular move. 

Presided over by Harry W. Shimer of 
Allentown and with many of those at- 
tending participating in the discussions, 
the conference took up a number of 
problems of particular interest to the 
local agent, There was the question of 
overhead writnig, especally pertinent to- 
day with the growth of chain stores and 
the practice of the latter in having agents 
in New York, Chicago, Baltimore, etc., 
placing the business under a_ general 
cover form. 

Ralph Alexander, manager of the new- 
ly organized Pittsburgh board, pointed 
out that under Section 501 (fire) and 
Section 610 (casualty) of the Pennsyl- 
vania insurance code, no business can 
be written in the state exccpt by a li- 
censed Pennsylvania agent to whom the 
commission must be paid. 

Lester Mann, Scranton, stated Lacka- 
wanna County Exchange was sending 
letters to all fire companies, requesting 
they cooperate in assuring local agents 
overwriting on this business. Harry M. 
Albert, Stroudsburg, whose Monroe 
County Board has solved this problem, 
advised “get after the companies and 
let them know that you mean business. 
You will find that they are glad to co- 
operate.” 

Norman B. McCulloch, Lancaster, 
chairman of the membership committee, 
led the discussion on the qualifications 
for membership in local boards. He held 
that membership was solely for stock- 
minded agents. This definition was not 
attacked although Lackawanna board 
said it had solved membership problem 
by creating associate memberships for 
office and sub-agents. ; 

Taking up the question of advertising, 
Scranton and Allentown agents told ot 
the success they have had in their re- 
spective joint newspaper advertising 
campaigns. The Lewistown board re- 
lated that it had solved the costly prob 
lem of program advertising by collective 
action in which no advertising is done 
unless approved by the board and done 
jointly, This step has saved the indi- 
vidual agents in advertising costs. 


EMIL G. PIEPER DEAD AT 66 


Former President of the Rhode Island 
Was in Insurance Fifty Years; 
Left Company in 1935 
Emil G. Pieper, aged 66, member of 
the insurance firm of Pieper & Wilder 
in Providence, R. I, since his retire- 
ment in 1935 as president of the Rhode 
Island Insurance Co., died at his home 
in Providence Sunday following a brief 
illness. He is survived by a son and a 

brother. 

A native of New Jersey, Mr. Pieper 
was educated in private schools in New 
York and subsequently spent fifty years 


in the insurance business. He started 
in the business with the New York 
3owery Insurance Co., later was with 
R. C. Rathbone & Sons, and in 1903 


became secretary of the National Stand- 
ard and assistant secretary of the Assur- 
ance Co, of America. 

He later was with the American of 
3oston, handling its affairs in the San 
Francisco conflagration. In 1906 he joined 
the Rhode Island as secretary and subse- 
quently served as its president from 1924 
to 1935. At one time he was United 
States manager of four French fire in- 
surance companies. 

After retiring from the Rhode Island 
in 1935 he formed the firm of Pieper 
& Wilder, who were general agents of 
the underwriters’ agency of the American 
Equitable and of the Merchants & Man- 
ufacturers. 


AUTO FINANCE HEARING 

Illinois Director of Insurance Ernest 
Palmer told automobile finance compa- 
nies on Wednesday that the department 
will no longer tolerate their attempts to 
control the insurance on their finance 
business. An informal hearing was held 
at Chicago in the auditorium of the 
Chicago Board. All auto finance com- 
panies in the state had been asked to 


learn from another to their mutual ad- have representatives present. 














PHILADELPHIA FIRE AND MARINE 


INSURANCE COMPANY 
PHILADELPHIA, PA. 


Financial Statement at Close of Business, June 30, 1938 








ASSETS 


*Bonds and Stocks, valued as required by New York 





State Insurance Department 
| Accrued Interest 


$4,657,335.13 








due) 





12,367.18 

Cash in Banks and Office 834,423.76 
Premiums in Course of Collection (not over 90 days 

354,417.51 

Bills Receivable for Premiums 589.87 





Total Admitted Assets 


$5,859,133.45 








LIABILITIES 


$ 310,810.00 





Reserve for Unpaid Losses 























Total Liabilities 


Reserve for Unearned Premiums 1,289,534.00 
Deposits Reclaimable on Perpetual Policiez................. 36,432.13 
Reserve for Taxes and Other Expenses 93,000.00 

| Unearned Premiums on Reinsurance in Companies 
Not Authorized in New York State 14,578.83 

Reinsurance Recoverable on Paid and Unpaid Losses 
from Companies Not. Authorized in New York State 125.00 
Capital 1,000,000.00 
Surplus 3.114,653.49 


$5,859,133.45 








surplus to $3,168,406.48. 


required by law. 














L. E. Falls 


(Continued from Page 32) 

your agencies it behooves you to with- 
draw your support from such companies 
and such agencies and in your own self- 
interest, and that of the public and your 
companies, to use your considerable 
power to keep agency commissions with- 
in the real and indispensable value of 
agency services to the public.” 

Reference to methods of non-stock 
companies was made by Mr. Falls, who 
observed: “You have ready access to 
another means of undermining this value 
of agency, a means which has a dulcet 
voice and a lure which some agents find 
irresistible. Your agency was made pos- 
sible by the representation of capitalized 
stock companies. The rating machinery 
was thought out, established, paid for 
and is maintained by capitalized stock 
companies.” 

He then spoke of those companies 
which do not assist in maintaining these 
services, these foundations on which rest 
the value of insurance agencies but cut 
rates or pay excess commissions, or both. 
And he added: “Some agents represent 
these so-called “mutuals” and never tell 
a trusting assured that there is a differ- 
ence in the indemnity pledged by the 
two types of insurance companies which 
he offers them, Happily for the value of 
insurance agencies, local agents of this 
kind are becoming scarcer. State after 
state has set apart, as ineligible for 
membership in its association of agents, 
any who represent other than stock com- 
panies. I think this association will do 
its members a great and lasting service 
by writing a similar provision into your 
constitution. 

“T believe in the good accomplished 
by associations of local agents, city, state 
and national. I believe the good job that 
associations have done during our de- 
pression years can and will continue if 
we deal together in ‘conference and co- 
operation’ based upon confidence in each 
other and in the sincerity with which I 
have found this industry is conducted.” 


*Bonds at Amortized Values; Stocks at Market Values June 30, 1938. 
On the basis of June 30, 1938, market quotations for all bonds and stocks owned, 
this Company’s total admitted assets would be increased to $5,912,886.44 and 


Note: Securities carried at $369,151.49 in the above statement are deposited as 




















Vincent Cullen 
(Carried Back from Page 37) 
seem to him like a tariff wall that will 
prove harmful to agents. He contended 
that any state and its citizens have the 
right to pass any laws they desire. Yet, 
he wondered whether agents realize that 
walls have two sides—they keep some- 
thing in but always keep something out. 
State borders, as far as trade goes, he 
said, are merely lines on the map. If 
the building up of these so called tariff 
walls hurt the agents then he could not 
see any protection for the agents. He 
believed agents of all states should be 
protected and should be paid for han- 
dling business from outside states, 
Resident agent laws will benefit only 
the agricultural states, in his opinion. 
They are aimed at larger brokerage 
houses, but he warned that the latter 
were smart enough to legally evade 
them. . 
Hits Mutual Competition 
Mr. Cullen struck forcefully at mu- 
tual competition, contending that mu- 
tuals were not set up to serve the public 
and warning agents that mutual compe- 
tition was a serious challenge to their 
existence. The agents are responsible 
for development of the business, broad- 
ening of bonds and speeding up of 
claim payments. The public must be 
made aware of that fact, he declared. 
But the agent must justify the necessity 
for having expert middlemen. He cited 
the case of a New York insurance 
broker who successfully takes business 
away from the mutuals on the argu- 
ment: “I am an expert. I can broaden 
your coverage and save you money.” 
Mr. Cullen argued it was up to the 
agent to sell the public that idea. 


“The insurance companies of this 
country,” Mr. Cullen asserted in clos- 
ing, “should positively refuse to deal 


directly with the assured. They should 
uphold the agent and insist that the as- 
sured deal only with the agent or some 
other expert middleman.” 
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Vital Facts Agents Should Know 
When Soliciting Rent Insurance 


Rent forms have been and still are the 
forgotten orphans tucked away in the 
bottom drawer of agency supplies, says 
H. Beach Ward, special agent in Con 
necticut for the Boston and Old Colony 
Companies in the current issue of the 
companies’ publication, The Accelerator. 
Put these fellows to work for you and 
they soon grow up to be bread-winners 
and good-will builders for your agency. 
If the rent endorsement were attached 
to every building policy issued it would 
be possible to increase your fire premi- 
ums by at least 5%. Get acquainted 
with these forms once more. Take one 
hour off today and study your manual 
and then it will be easier than you now 
think to provide this excellent coverage 
for your present policyholders. 

Usually this form of indemnity is writ- 
ten to protect the owner of a building 
from loss of his rental income resulting 
from a fire or other insured casualty 
which renders the property untenantable 

Since there is a wide diversion in 
forms in the many rating jurisdictions 
throughout the country I shall treat with 
only the basic factors involving this in- 
teresting cover. 

The terms “rent” and “rental value” 
are actually two angles of the same prop- 
osition. When we say “rent insurance” 
it applies to property which is occupied 
by a tenant and who, if a fire (or other 
casualty insured against) forced him to 
move, would not be obliged to continue 
paying rent until the property was again 
rendered in a livable condition. Under 
these circumstances it is the actual own- 
er of the property who is the insured 


What Rental Value Means 


The term “rental value” takes on its 
full meaning when the owner of the 
property occupies the property and who, 
if he were forced out by a fire (or other 
casualty insured against), would have to 
go elsewhere to residé or continue busi- 
ness. Sometimes the term “rental value” 
is employed when a tenant under the 
terms of his lease is obliged to continue 
to pay rent even though the property 
occupied is actually rendered untenant- 
able by a fire. 

Most of us have always thought first 
of dwelling-house properties in connec- 
tion with this form of insurance. We 
have top-notch agencies in my own ter- 
ritory automatically attaching rent or 
rental value forms to all dwelling-houss 
properties for what is believed to be a 
fair rental value of the property to be 
covered. However, this form of insur 
ance has a much wider scope. 

Writing rent coverage on large met 
cantile blocks produces very sizable pre 
miums; trustees and administrators of 
estates are always very likely prospects 
Rental value insurance has been sold 
very often to cover school buildings and 
the equipment contained therein. It has 
also been written on various other pub 
lic buildings as well as churches and 
various auxiliary buildings in connection 
with church organizations. 

The question naturally arises as to 
what is sound rental value. The forms 
generally exclude all operating expense 
consisting of heat, light, janitor services, 
power and salaries of maintenance em- 
ployes which would not continue should 
the fire be of such serious proportions 
as to render the property absolutely un 
tenantable from top to bottom. How 
ever, experience proves that it is very 
unwise to’attempt to take these deduc 
tions in arriving at the proper amount 
for rental value owing to the fact that 
very few fires are actually total loss 
propositions and, even though a portion 
of the building may be seriously dam- 
aged by fire, the owner of the property 
must continue certain functions for 
building maintenance, and so it is rec- 
ommended that the gross rental income 
be determined and that amount estab- 
lished as the proper amount for rental 
value. 

There are two basic forms: the first, 


under which the amount of insurance is 
based on the annual rental value of a 
viven picce of property; and the second, 
under which the amount of insurance 1s 
based on the time required to rebuild or 
to restore the’ property to its original 
condition. Generally speaking, the an- 
nual rental form is the more desirable. 
The use of this annual rental form elim- 
inates any guess-work as to how long it 
is going to take to rebuild a given piece 
of property, and although the amount of 
insurance is generally greater than when 
the “time to rebuild” form is used, the 
rates are considerably lower. 

In most rating jurisdictions the break- 
ing point between the two forms is nine 
months; that is, in instances where it 
will take nine months or more to rebuild 
a building, the cost under the annual 
rental value form will be the same or 
less. 

Both of these two basic forms men- 
tioned above may be written to cover 
rented portions of the building only or 
rented and vacant portions. Obviously, 
the form intended to cover rented or 
vacant portions should not be used to 
cover the rents on an obsolete building 
or one which cannot obtain desirable ten- 
ents under any circumstances, but on 
large mercantile blocks or large apart- 
ment houses where there is a continual 
overturn of tenants. Attention is called, 
however, to the fact that under the rent- 
ed-portions-only form, the value of all 
portions liable to be rented during the 
term of the policy should be included in 
the amount of insurance because of the 
coinsurance features included in the 
form. 

Important items to take into consid- 
eration when preparing rental value 
forms are as follows: 


The Lease 


The lease, if any, is very important. 
If there are any extraordinary features 
contained in the lease they must be 
taken into account in order to insure sat 
isfactorily and correctly the rental value 
of the property. 

Labor troubles in building — trades. 
Strikes or other labor troubles involving 
the building trades vitally affect the time 
required to replace or restore the dam 
aged property. The standard form does 
not take this feature into consideration, 
the form being based on the coverage 
nly while normal conditions exist. How 
ever, for an increase in rate most com 
panies are prepared to attach an en- 
dorsement extending the period of pos 
sible recovery under the policy to make 
allowance for labor disturbances 

In furnished buildings. When writing 
rental value on certain types of risks 
which are furnished it is best not to at- 
tempt to try to write separate rental 
value on the furnishings Rather, in 
crease the total amount of rental value 
in consideration of the fact that the risk 
to be covered is furnished. 

Seasonal occupancy If the property 
is of the seasonal nature this requires 

parate treatment, as the rental income 
on such property is usually confined to a 
few months of the year. Special forms 
are provided for this type of property. 

Relation of rental value insurance to 
use and occupancy or business interrup- 
tion indemnity. Sometimes when it is 
difficult to convince an assured that he 
should carry use and occup2ney insur- 
ance, taking for example a manufactur- 
ing plant, the assured can be sold rental 
value insurance: that is, the sound rental! 
of his buildings and the rental 
value of his machinery, Special occu- 
pancies such as newspaper plants, ice 
plants, dairies or even private institu 
tions for the aged may be eligible for 
rental value insurance, if not use and 
occupancy, but some of the classifica- 
tions might well be considered for both 
rental value insurance and the extra ex- 
pense forms which have been treated in 
other articles, 


value 
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BRITISH FIRE LOSSES DRop 
Marked Decline in July Brings Total for 

Year Below Corresponding Period 

for 1937 

The cost of direct fire losses in Britain 
and Ireland during July was compara- 
tively light, as was the total for June 
The principal losses are estimated at 
only £240,000 ($1,200,000), which com. 
pares with £217,000 ($1,805,000) for June 
and with £502,000 ($2,010,000) for July 
1937. 4 

These estimates only take into ae. 
count outbreaks in which the damage 
ainounted to £1,000 or more, and when 
in accordance with statistical practice 
60% is added for the large number oj 
fires costing individually less, the total 
cost of all direct fire damage in Britain 
and Iretand in July last becomes £384,000 
($1,420,000). This estimate compares with 
£347,000 ($1,235,000) for June and with 
£803,000 ($4,015,000) for July of last year 

The favorable experience of July, 
compared with that of July, 1937, re- 
sulted in an estimated total for the first 
seven months of 1938 of £5,436,000 ($27- 
180,000), which is less by £16,000 ($30.- 
000) than the corresponding estimate 
for the same period of 1937. It is worth 
noting, however, that for the first. six 
months of this year the estimated cost 
of ail direct fire losses is £5,052,000 ($25,- 
260,000), which exceeds the correspond- 
ine estimate of £4,649,000 ($23,245,000) 
for the same period of 1937 by £403.00 
($2,015,000). 


Scores Fire Premium Tax 


Proposal by Ontario Ass’n 


Over the protest of R. L. Stalling, 
representative of the All-Canada Insur- 
ance Federation, who scored the resolu 
tion as “unfair and impractical,” and de- 
clared that “no Federal or provinciai 
vovernment would ever consider such a 
suggestion,” the Ontario Municipal As- 
sociation, which held its annual meeting 
in Toronto recently, approved a meas- 
ure sponsored by the City of Niagara 
Falls recommending a provincial tax on 
all premiums for fire insurance written 
in the province of Ontario, the tax to 
be forwarded to the municipalities in 
which the policies were written. 

The tax, according to the resolution, 
was to be used in connection with a 
pension and benefit fund for civic em- 
ployes or to provide a portion of the 
cost of fire protection in the municipal- 
ties. 

Pointing out the cost and effort in- 
volved in underwriting fire insurance 
risks and the manner in which premium 
charges were decided by the risk in- 
volved, Mr. Stalling attacked—at this 
annual meeting—the proposal from every 
angle. To ask fire insurance companies 
to contribute to the cost of fire preven- 
tion in this way, he insisted, was as 
ridiculous as taxing burglary insurance 
companies to pay for police protection 


AVERYS RETURN FROM TRIP 

Mr. and Mrs. Frank M. Avery of San 
Francisco passed through New York 
recently on their way home from a 
prolonged tour. They left San Fran- 
cisco on a British freighter in May, went 
through the Panama Canal, touched at 
Jamaica and eventually landed in Eng- 
land. After touring Great Britain and 
some of Continental Europe, they came 
back to New York, where they pur- 
chased a car and will motor to California. 
Mr. Avery was formerly vice-president 
of the Fire Association, from which 
position he retired several months ago. 





WISCONSIN INSURANCE COURSE 

Courses in casualty insurance and fire 
insurance will be resumed for a twenty- 
sx week period by the University of 
Wisconsin extension division, Milwaukee, 
September 19 and 23, respectively, with 
William F. Koch, manager of the insut- 
ance department, Dick & Reuteman Co., 
and Charles J. Jens, B.S. of Leedom, 
O’Connor & Noyes Co. agency, as mm 
structors. 
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Fleming Says Home Inspections By 
Firemen Have Cut Number of Fires 


our millions of homes may receive some 
fire prevention inspection. Fire Preven- 
tion Week is the logical time for the lo- 
cal fire department to initiate such home 
inspection work. Information on home 
inspection campaigns by fire departments 
will be furnished upon application. 


The main objective during Fire Pre- 
Week, October 9-15, this year 
will be a thorough inspection of every 
home in the United States and Canada 
py members of the uniformed fire de- 
partment, says T. Alfred Fleming, chair- 
nan of the National Fire Protection As- 
committee on fire prevention 


vention 


sociation ; “The following are some of the results 
and clean-up campaign, in Facts About jn cities where dwelling house inspec- 
Fire, published by the N.F.P.A. for_use tions are made annually: 
by toa directly interested in Fire Pre- 
vention Week campaigns. ; —— 
“The idea of home inspections by fire- Dwellings, 1930 
men was initiated by certain fire chiefs ass ; ee oC 
and is sponsored by the International Providence, 2 aoe Ri cecare areas $155,988 
Association of Fire Chiefs,” according to Fort Worth, SS ee 755,728 
Mr. Fleming. “Tn rural districts 4-H Dallas, Pe ee eee 642,151 
Clubs and Boy Scouts can accomplish 3 re ckton, _ ae eens 40,642 
ike results under proper guidance. They Omaha, Neb. .................. 153,961 
should consult the fire department of St. Paul, Minn................. 316,145 
their nearest city for directions. Worcester, Mass. on... 6 occece css 410,000 
“There are approximately 25,000,000 Springfield, Mass. ............, 173,694 
dwellings in the United States and 2,000,- Salem, Mass. .................. 39,642 
000 in Canada. In the last ten years, Memphis, Ws ance ser veudsnis 607,704 
dwelling fires have increased over 40% Middletown, WO a tae eis 24,965 
in number and result in more than one- Chelsea, Mass. ................ 118,406 
third of the total fire loss. Nearly two- Everett, Mass. ................ 84,002 


SOFT BALL CHAMPIONS 

sy defeating the Fidelity & Guaranty 
Fire in the season play-off, the home 
office soft ball team of the United States 
Fidelity & Guaranty, Baltimore, has cap- 
tured the championship in the Bankers’ 
& Insurers’ Soft Ball League. The F. 
& G. Fire won the first half of 
the series but bowed to the U. S. F. & 
G. in the finals. It was the second con- 


S. F. & G. 


Corp. 


secutive year the U. won, 


Number 
Dwelling 


Number 
Fire Loss in Dwelling 
Dwellings,1937_ Fires, 1930 


$ 62,921 549 201 


(1931) — 137,002 513 (1931) 247 
239,329 564 (1932) 319 
23,103 142 95 
87,376 931 675 
186,963 932 856 
134,083 827 632 
61,473 
27,371 aes be 
219.975 1,103 498 
12.288 164 162 
87,444 116 68 
36,745 100 61 


Fires, 1937 


Los Angeles Affiliation 
With Toplis & Harding 


Announcement has been made of the 
affiliation of Best & Co., Los Angeles 
cargo surveyors and appraisers and 
Lloyd’s sub-agents, with the 
Toplis & Harding, Inc., 
adjusters. 

A. Lester Best was in the cargo survey 
business for about twenty years prioi 
to his death in December, 1936, and for 
ten years had been Lloyd’s sub-agent in 


firm of 
international 


Los Angeles. Mr. Best’s assistant in 
the field was Frank G. Niner, who be- 
came manager of the firm after the 


passing of Mr. Best. Also associated 
with the firm is: Mr. Best’s widow, Mrs. 
Sophia Best. Both Mr. Niner and Mrs, 

3est will remain with the firm under the 
new affiliation, as well as all other mem- 


bers of the personnel of Best & Co. 
The Lloyd’s sub-agency is being re- 
tained. 


The headquarters of both firms will 
be maintained at the present location 
of Toplis & Harding, Inc., at 610 South 
3roadway, Los Angeles. Toplis & Hard- 
ing, Inc., have offices in New York and 
other cities. 





thirds of the lives lost by fire are in 
dwellings and one-half of that number 
are children. The property loss in pri- 
vate residences (excluding farms) in the 
last ten years was well over a billion 
dollars. 

“It has been conclusively proven that 
neriodical inspections of homes for fire 
hazards will drastically reduce the num- 
ber of fires in dwellings. Where the 
home is in a city or town that has fire 
department protection, the most effec- 
tive method has been found to be a 
door to door inspection by uniformed 
firemen of the basements and possibly 
the attics of all of the homes in the 
community. Only common fire causes 
are looked for and explained to the 
home owner or housekeeper. This sort 
of inspection serves definitely to reduce 
the fire hazards of the home and also 
serves to focus the attention of each citi- 
zen on the service that his fire depart- 
ment renders. 

“The progressive city fire departments 
that have carried out dwelling house 
inspect icn have found that this special 
extra service to their taxpayers has also 
paid substantial dividends in good will. 
This inspection is not carried out by le- 
gal action or ordinance, but is entirely 
on the basis of cooperation between the 
public and the fire department. It has 
been noted that admittance has been re- 
fused to the firemen in a fraction of 1% 
if the homes visited where this plan has 
heen tried. Such service is rendered at 

) additional cost to the taxpayers of 
the community and it has been found 
that most firemen are glad to participate. 

“Fire Prevention Week, 1938, should 
be the time to focus public attention 
upon the fire hazards in homes and the 
mportance of their regular inspection 
One of the main purposes of Fire Pre- 
vention Week this year is to bring about 
1 universal adoption of the home in- 
plan by the fire departments 
nited States and Canada so that 





Spection 
ithe Uy 


JOINS GENERAL AT LOS ANGELES 
Leo A. Dougherty, for the past two 
—_ executive special agent for the 
Gulf Insurance group in Los Angeles, 
On September 1 assumed the position of 


Production manager for the General 
sroup of Seattle in the Los Angeles 
branch office, with jurisdiction over 


southern California. Mr. Dougherty be- 
gan his insurance career with the Main- 


a Fire Underwriters Association twen 

'y-three years ago in Canada, but has Ss 

been a re sident of Los Angeles for nine SPRINGFIELD 1 
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New York Dept Would Require 
Filing of Certain Inland Rates 


Louis H. 
third 
supplement to the suggested new insur- 


Superintendent 
York has issued the 


Insurance 


Pink of New 


ance law for this state, embracing fur- 
ther recommendations to the joint legis- 
lative committee on insurance law revi- 
sion. One of the proposed changes in 
Section 72 requires the establishment of 
basic rules for rate making. It seeks 
to promote consistency in the applica- 
tion of rate making principles to the 
various kinds of insurance. Present ex- 
ceptions with respect to reciprocal in- 
surers, factory mutuals and certain other 
mutuals are continued in the revision. 
Section 73 has been revised to clarify 
the requirement for authorized insurers 
to file annually a statistical report show- 
ing a classification schedule of their 
premiums and losses on all kinds of in- 
surance to which the section is applic- 
able. Another important change in Sec- 
tion 73 makes explicit the power of the 
superintendent to establish or approve 
rating formulas for all classes of risks 
subject to rate regulation, These for- 
mulas are based upon past and prospec- 
tive loss experience, reasonable expense 
factors and a reasonable profit. By pre- 
scribing a permissible loss ratio the su- 
perintendent may require that the bene- 
fit of lower losses be passed on to the 
assured in the form of reduced rates. 
It is held by the Insurance Department 
that the present statute, which mentions 
only profits, is narrow and does not take 
into account other factors considered in 
rate making; thus recognizing the fact 


that rates may be too high, even though 
no profit is realized, because, for in- 
stance, expense factors are too high. 


An extension of the superintendent’s 
jurisdiction over rates is contemplated 
by a change proposed in Section 75 
which would require the filing of rates 
on those types of inland transportation 
insurance known as domestic shipments, 


personal effects floaters and_ personal 
property floaters. Heretofore inland 
transportation insurance rates have not 


been subject to regulation. 
The following reasons for the contem- 


plated change are given by Professor 
Patterson: 
“The argument has always been that 


they (inland transportation rates) are 
(a) based upon Lloyd’s competition and 
(b) made by expert underwriters for 
each case. Neither of these arguments 
applies to the classes of ‘dry marine’ 
insurance specified in subparagraphs (b), 
(c) and (d) of Paragraph 20 of Section 
31. Certainly registered mail and tour- 
ist baggage rates are determined from 
schedules and should be subjected to 


supervision the same as fire insurance 
rates or burglary insurance rates, both 
of which are under the rating law. 


If a comprehensive policy on house- 
hold contents is to be written  pur- 
suant to Paragraph 20, certainly it should 
be under the rating law. However, to 
give the companies and the department 
a few years to work out a satisfactory 
plan, only filing, and adherence to rates 
filed, is required until 1944.” 





British Losses in China War 
Placed at $1,500,000,000 


3efore the war in China British in- 
vestments in that country were estimated 
at £300,000,000 ($1,500,000,000). Now they 
cannot be worth more than £150,000,000 
to £180,000,000, according to an investiga- 
tion made by Sir Robert Calder-Mar- 
shall, chairman of the British Chamber 
of Commerce in Shanghai. 

Direct destruction of British property 
in Shanghai is estimated at £500,000 ($2,- 
500,000), but loss of business due to this 
destruction must be ten to fifteen times 
that amount, or between £5,000,000 and 
£6,500,000 ($25,000,000 and $32,500,000). 

Graver still for British trade is the 
effect of the huge losses suffered by 
the Chinese. Large areas of China have 
been devastated and communications ut- 
terly disorganized. Moreover, in Shang- 

i Japan is understood to be placing 
serious difficulties in the way of private 
industrial plants which desire to resume 
operation. 





LUTINE GOLD SEARCH ENDS 

The dredger Karimata is concluding 
her efforts to recover the treasure buried 
in the British frigate Lutine which sank 
near the entrance to the Zuider Zee 139 
years ago with gold and silver on board 
of an estimated value of $10,000,000. The 
dredger’s insurance expires on Septem- 
ber 15. 

Should no gold be brought to the sur- 
face this month, therefore, and the work 
not be resumed next Spring, it will have 


to be assumed that the Karimata’s ef- 
forts to salve the Lutine’s gold have 
failed. 


The dredger is to be towed out to the 
Dutch East Indies next Spring to com- 
mence the tin-dredging operations for 
which it was constructed. One gold bar 
valued at about $4,000 and a number of 
coins are all that the Karimata has so 
far recovered. 


PREMATURE SUIT ON POLICY 

The West Virginia Supreme Court of 
\ppeals holds, Bucker v. Fire Associa- 
tion of Philadelphia, 196 S. E. 494, that 
a provision in an automobile fire and 
theft policy that loss thereunder “shall 
in no event become payable until sixty 
days after the notice, ascertainment, esti- 
mate and verified proof of loss herein 
required have been received ‘ ‘is reason- 
able and enforceable, and, in the absence 
of a showing of a waiver thereof, an 
action instituted within sixty days from 
the date of filing verified proof of loss 
should be dismissed as prematurely in- 
stituted. The trial court’s finding that 
there was no denial of all liability for 
the loss claimed which would operate as 
a waiver and its judgment setting aside 
a verdict of a jury for the plaintiffs 
were affirmed and the case remanded. 


Federal Court on 


Action was brought on a $5,000 policy 
issued to a truck company against loss 
from liability. The insured was em- 
ployed by a distributing company to 
transport a cargo of liquor valued at 
$5,134 from Louisville, Ky., to Cape 
Girardeau, Mo., where the distributor, 
the consignee, was located. While in 
transit, and just before it arrived at its 
destination, the liquor was stolen or hi- 
jacked, Insured demanded payment from 
the insurance company, which was re- 
fused. Insured then paid the consignee 
for the loss and sued the insurance com- 
pany on the policy. 

The insurance company relied on in- 
sured’s agreement in the policy that it 
would make no settlement of any claim 
arising thereunder without the com- 
pany’s written consent. Evidence was 
introduced to the effect that for about 
four months after the liquor was stolen 
the insured made numerous requests to 
the insurance company for payment of 


Court Holds Product “Guarantee” 
Is in Violation of Insurance Laws 


A company engaged in the sale at re- 
tail in its stores in Ohio of automobile 
parts, accessories equipment, and 
pneumatic tires for automobiles 
ployed two printed forms of “guarantee” 
of the tires which it sold. These con- 
tracts undertook to guarantee the tires 
sold against defects in material or work- 
manship without limit as to time, mile- 
age or service. They further expressly 
guaranteed them for a specified period 
against “blowouts, cuts, bruises, rim-cuts, 
under-inflation, wheels out of alignment, 
faulty brakes and collision or other road 
hazards that may render the tire unfit 
for further service except fire or theft,” 
and contracted to indemnify the pur- 
chaser “should the tire fail within the 
replacement period” specified, without 
limitation as to cause of such “failure.” 

The attorney general of the state 
sought a judgment of ouster of the 
company from “enjoying the franchise 
and privilege within the state and from 
doing each and all of these acts, con- 
tending that by such oral or written 
agreements the company was engaged 
in the business of insurance in violation 
of Section 665 of the Ohio General Code. 

The Ohio Supreme Court, State v. 
Western Auto Supply Co., 10 N. E. 2d, 
256, stated the distinction between war- 
ranty and indemnity as being that a 
warranty promises indemnity against de- 
fects in the article sold, while insurance 
indemnifies against loss or damage re- 
sulting from perils outside of and un- 
related to defects in the article itself. 

The court said that the contract clear- 
ly embraced insurance upon the property 
of the owner, such as is authorized by 
Section 9556, Ohio General Code, to be 
written by companies required to com- 


and 
em- 





Tire Makers’ Warranties 


Not Insurance Contracts 
John S. Logan, attorney for the Neb- 


raska Department, gave to Director 
Smrha an opinion that road warranty 
contracts given by motor vehicle tire 


manufacturers to purchasers are not in- 
surance contracts. The opinion was 
asked for by an attorney for an inde- 
pendent tire dealers’ association in Ohio 
where the Supreme Court held these 
contracts put them into the insurance 
business, 

Mr. Logan says that while the defi- 
nitions of insurance are broad, he is 
of the opinion that the statutes intend 
that, except in cases of life and health, 
insurance is purely an indemnity con- 
tract against specific losses or injuries. 
To come within the definition of insur- 
ance tire makers would have to guaran- 
tee also that they would pay for damages 
to persons or property resulting from 
use of their wares. 


Truck Coverage 


the loss, and cooperated with the com- 
pany and the police in attempting to dis- 
cover who had stolen the liquor; that 
the company refused to pay the loss and 
refused to give its reasons for denying 
liability; that the consignee had threat- 
ened to sue the insured, but no such 
suit had been commenced; that when the 
liquor was stolen, insured owned one 
share of stock in the consignee company. 

The Eighth Circuit Court of Appeals 
held, L. A. Tucker Truck Lines v. Balti- 
more American of New York, 97 F. 2d 
801, that whether the company had 
waived the policy requirement of its 
written assent to the insured’s settlement 
of any claim thereunder by refusing to 
pay or assume liability for the amount 


paid by the insured to the consignee 
was, under the evidence, a question for 
the jury. Judgments in the Federal Dis- 


trict Court for eastern Missouri on a 
directed verdict for the defendant was 
therefore reversed for further proceed- 
ings. 


ply with the laws of the state. The fact 
that such contract of indemnity was 
made only with the purchaser of the 
indemnitor’s product did not, it was held, 
relieve the transaction of its insurance 
character. When the sale is complete, 
title passes and the property which js 


the subject of insurance or indemnity 
belongs to the purchaser. F 

If the contracts involved were not 
violative of the insurance laws, then 


every company may, in consideration of 
the purchase price ‘paid therefor, furnish 
its product and also undertake to insure 
it against all hazards for a specified pe- 
riod. Even if such contract is an inci- 
dent in the sale of merchandise and its 
use therein does not constitute the busi- 
ness of insurance, the court holds that it 
is in effect a contract “substantially 
amounting to insurance” within the re- 
strictive provisions of Section 665, Ohio 
General Code. Judgment of ouster was 
therefore issued. 


NEW DIRECTORS ELECTED 





Union of Canton Makes Changes in 
British Oak Board; Marine Depart- 
ments Consolidated 

Following completion of acquisition of 
controlling interest in the British Oak 
Insurance Co. by the Union Insurance 
Society of Canton, E. A. V. Baker, Sir 
W. Norman Vernon, W. D. Vernon and 
Arthur Whittaker have resigned from 
the board of the former company. H. A. 
Stewart, Lord Balfour and H. C. Gray 
have joined the board of the British 
Oak. 

Effective September 1 the marine un- 
derwriting department of the British Oak 
was closed and the company’s under- 
w riting conducted by the Union of Can- 
ton’s underwriter, E. P. Webb, at his 
office in Lime Street, London. 

Acquisition of the ‘controlling interest 
in the British Oak by the Union of 
Canton was announced late in July. The 
British Oak’s issued capital is £925,000, 
of which £175,000 is called up. Spillers, 
Ltd., the famous flour milling combine, 
held practi¢ally all the shares. 

The Union of Canton owns a control- 
ling interest in the British Traders’ In- 
surance Co. and a number of undertak- 
ings operating in China. Issued capital 
is £1,350,000, of which £810,000 is paid up. 
Stanley H. Dodwell 1s chairman, 


I.U.B. Amends Stocks 
In Warehouses Rule 


The governing committee of the Inter- 
state Underwriters Board has amended 
rules having to do with coverage in 
warehouses at manufacturing plants. A 
bulletin headed “Stocks in Warehouses 
at Manufacturing Plants” has been sent 
out and reads as follows: 

“Our committces have felt for some 
time that the rules of the I.U.B. with 
respect to Forms No. 1 and No, 5 were 
inconsistent in prohibiting, except in 
some specific cases, coverage on stocks 
in warehouses at manufacturing plants 
owned or operated by the assured, while 
at the same time permitting the cover- 
age of stocks in warehouses at manu- 
facturing plants not owned or operated 
by the assured. 

“In order to clarify this situation and 
make the rules consistent, the governing 
committee has unanimously voted: 

“That the I.U.B, rules be extended 
to permit coverage in warehouses at 
manufacturing plants with the under- 
standing that any warehouse communi- 
cating with a manufacturing plant an¢ 
cut off in a manner approved by the 
rating board having jurisdiction be con- 
sidered as a warehouse’.” 








COBB MARINE SPECIAL AGENT 
Horace W. Cobb of Chicago has been 
named marine special agent for the 
Hartford Fire and Citizens companies 
for Cook County. He has been with 
the Hartford for the past eight years. 
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Banquet High Point Of 
Mass. Bonding Affair 


T. J. FALVEY IN SPOTLIGHT 
Responds With Great Emotion to Many 
Tributes; Agents Nation-Wide At- 
tended Three-Day Celebration 
Swampscott, Mass., Sept. 14—A three- 
dav celebration of the thirty-first anni- 
yersary of the founding of the Massa- 
chusetts Bonding concluded here tonight 
with a banquet at the New Ocean House 
attended by 500 persons. During all the 
three days there was no talk of busi- 
ness. Representatives of the company 
from all parts of the country saw his- 
toric Boston and environ, had a boat trip 
on the ocean, took long motor drives 
along the beautiful north shore and en- 
joyed a golf tournament and other sports. 
On Tuesday night the guests from the 
feld and home office representatives had 
a shore dinner under a tent near the 
hotel, 1,100 persons being present. Presi- 
dent T. J. Falvey was host on Monday 
to representatives of the company at his 
home, White Court, here which was for 
one Summer the country’s White House 

as President Coolidge occupied it. 

The dinner tonight was a great tribute 
to Mr. Falvey, founder of the company 
Many present had been associated with 
him for years, some from the start. 
Vice- President Spencer Welton was 
toastmaster and he introduced Mrs. Ray 
Crist, wife of the company’s agent in 
Buffalo, who sang. Insurance Commis 
sioner Harrington of Massachusetts, who 
began his career with the Massachusetts 
Bonding twenty years ago, was the first 
speaker. He said he had watched de- 
velopment of the company with great 
pleasure. He congratulated President 
Falvey on his achievements. 

Tribute From Boston’s Mayor 

Mayor Maurice J. Tobin of Boston 
brought to the banquet the high esteem 
which citizens of Boston hold for Presi- 
dent Falvey, whom, he said, displayed 
great courage in starting the company 
in 1907 as there was not only a panic 
but homestead strikes and disturbances. 
If there was another particular thing 
which illustrated the stamina of Presi- 
dent Falvey it was selecting Post Office 
Square as the new home office of the 
company. Mayor Tobin felt sure it 
meant a revival of that part of the city. 
He said the depression would be licked 
if industrialists and business men gen- 
erally would have the same courageous 
qualities as the Massachusetts Bonding 
leader. 

The new home office building was also 
praised by W,. Burl Schmidt, general 
agent, Detroit, and Bryan Bell, general 
agent, New Orleans, in telling Mr. Fal- 
vey what the field force thought of him. 

Claude W. Fairchild, Association of C. 
& S. Executives, and William Leslie, 
National Bureau of C. & S. Underwriters, 
also came to the dinner to express the 
high opinion in which Mr. Falvey is 
held by insurance organizations. Another 
speaker was James I. Richards, chairman 


executive committee, Massachusetts 
Bonding. 
Last speaker was President Falvey, 


who spoke with great emotion as he re- 
lerred to the many tributes which had 
been paid him. 
Son’s Tribute to Father 

The introduction of Mr. Falvey was 
made by Wallace J. Falvey, first vice- 
President, who said it was an unique 
occasion when a son has the privilege 
and opportunity of introducing his father. 
He said in part: 
OP Pc ee od has built an comnnination, both 
\ g to his pattern. e 
uniqueness of this organization is the pattern 





Cullen Defends Agents 
As Expert Middlemen 


SPEAKER AT PA. ASS’N MEETING 


National Surety President Would Com- 
pel Lloyd’s to Operate Same as Amer- 
ican Cos.; Scores Mutuals 





\gents and companies adopting a 
‘give-and-take” attitude must and should 
work in complete accord, settling their 


problems such as commissions in 
friendly conferences around the table, 
Vincent Cullen, president, National 


Surety Corp., told the Pennsylvania As- 
sociation of Insurance Agents in annual 
session September 12-14 at Wernersville, 
Pa. “Unless this is done,” he warned, 
“it will be too bad for the business.” 

Mr. Cullen, a staunch defender of the ° 
American Agency System, devoted most 
of his address to urging that London 
Lloyd’s and mutual companies be placed 
under the same restrictions and be 
forced to operate in the same manner as 
American stock companies so as to mini- 
mize the competition they are offering 
agents. 

He did not urge barring Lloyd’s from 
this country. Instead, he argued that 
Lloyd’s had an essential place in the 
business; that it was indeed in the re- 
insurance picture and that Lloyd’s were 
keeping to the letter their agreement 
with the American companies to refrain 
from writing any new brokers’ or bank- 
ers’ blanket bonds. 

Lloyd’s, he said, could do business 
cheaper because of lower overhead, lower 
commissions and lower living standards. 
However, he contended, its net premiums 
—loss paying power—was about the 
same as that of the American companies. 
He did not think Lloyd’s under its pres- 
ent setup is geared up to enter the 
United States in open competition with 
American companies, 

Resident Agent Law Like Tariff Wall 

The speaker then gave his frank views 
on resident agent laws, saying that 
while his company would not under any 
condition interfere or become involved 
in anything concerning such laws, they 

(Turn Back to Page 33) 
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these years an insurance corporation which does 
so much for humanity in times of distress. This 
is but a corporate opportunity, paralleling his 
own life so crowded with acts of kindness and 
charity. He has always been touched and 
given courage to those weakened by disaster. 
Is it any wonder that such a character as his 
should have found his life work in a business 
which by its very nature enables him to do in 
a corporate way what his soul has always dic- 
tated him to do in a personal way?” 
Production Prize Winners 

Toastmaster Welton announced at the 
banquet branch managers who had won 
contest prizes for production. Ed Sweet, 
Pittsburgh, was first; Sam H. Riley, Dal- 
las, second; Charles Vail, Washington, 
third. Russell Bond, St. Louis, won the 
special agents’ production prize and Les- 
lie Atkinson, Pittsburgh. the prize for 
best cashier’s record. The two months 
campaign by field force in honor of 
President Falvey resulted in premiunis 
of nearly $600,000. Vice-President Ber- 
ry, oldest employe in service, was pre- 
sented by Mr. Falvey with a set of 
matched golf clubs. 

Donald J, Falvey, secretary-treasurer, then 
presented prizes to golf and candid camera con 
test winners. T. Lundquist, Detroit, won 
grand prize in candid camera, then came Mrs 
G. E. Mendenhall, Peoria; Mrs. Albert Dodge, 
Buffalo; J. W. Quinn, Minneapolis. Men golf 
winners included I. .. Busse, Seattle, low 
gross; F, A. Kirby, Whitman, Mass., low net. 
Women winners were Mrs. Bahr, Pottstown, 
Pa., low gross; Mrs, E. D. Stevens, Buffalo. 















> 









FIRE AND LIFE 


ASSURANCE CORPORATION, Ltd. 


JOHN H. GRADY, United States Attorney 
JAMES F. MITCHELL, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 


eneral Accident 























Casualty Ad Managers of National 
Reputation Speak at Convention 


Casualty and surety ad managers of 
national reputation were on the program 
this week of the Insurance 
Conference in annual Oster- 
ville, Mass. The list included Stanley 
F. Withe, publicity manager, Aetna Cas- 
ualty & Surety; David C. Gibson, vice- 
president, Maryland Casualty; C. | 
Fitzpatrick, secretary and vice-president, 
United States F. & -G., and Arthur D. 
Grose, superintendent, publicity depart- 
ment, the Employers’ Group. Featur- 
ing the latest developments in insurance 
advertising their addresses were given 
close attention, 


Stanley F. Withe 


Stanley F. Withe, who has done con- 
siderable pioneering work in educational 
motion pictures, stressed how many 
agents are successfully using this me- 
dium of publicity to make contacts with 
worthwhile prospects and to create good- 
will for their agencies. He described 
educational motion pictures as “a ready- 
made public relations campaign for the 
local agent” and said in part: ; 

“How can an insurance agent, within 
his limitations of time and money, make 
himself stand out as an influence work- 
ing for the community welfare. There 
are many things an agent can do. For 
example, he can serve on the fire pre- 
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Last Minute Touches Put 
On White Sulphur Program 


Advance registrations for next weck’s 
joint casualty-surety convention at White 
Sulphur Springs indicate a sizeable at- 
tendance at this popular Fall gathering 
of company executives and agents. The 
vanguard will arrive at The Greenbrier 
Saturday and Sunday of this week, while 
are being made up 


three special cars 
for Sunday night from New York to 
accommodate those planning to arrive 


Monday morning. Because of his health 
F. Robertson Jones, veteran secretary- 
treasurer of the International Associa- 
tion, will not attend the convention. 

In addition to speakers previously an- 
nounced Governor Homer A. Holt of 
West Virginia and United States Sena- 
tor Clyde L, Herring of Towa are sched- 
uled to make informal remarks at the 
September 21 morning session. A last 
minute shift in the program puts United 
States Senator J. C. O'Mahoney of Wyo- 
ming on for September 20 instead of 
September 21 as he must leave for an- 
other engagement. He changes places 
with Wellington Potter, Rochester agent, 
who will give his Robinson Crusoe ad- 
dress September 21. 

An interesting recreational and social 
program has been arranged, featured by 
a two-day golf tournament. Winners of 
this and other tournaments will be 
awarded suitable prizes at the annuai 
banquet. 


vention or highway safety committees of 
the Chamber of Commerce or of the 
luncheon club to which he belongs. He 
can tie in with such joint nationwide ef- 
forts as the “safe driver” campaign now 
being conducted by the National Bureau 
companies, and the constructive cam- 
paign of the National Board of Fire 
Underwriters. He can secure safety lit- 
erature from his companies and distrib- 
ute it through the American Legion, the 
Elks, and other such organizations 
“My own experience with educational 
motion pictures dates back to about 1932 
when, as chairman of a sub-committee 
of the Publicity Governing Committee 
of the National Bureau, I endeavored to 
sell the idea of sponsoring a highway 
safety film to be offered to agents of the 
bureau companies as a unit in a public 
relations program. I must have been a 
poor salesman because the companies 
turned the idea down very flatly. By 
that time, however, I was in so deep 
that there was nothing for the Actna 
to do but to go ahead and produce the 
filin alone. That was how casually ‘Say 
ing Seconds,’ the ‘first born’ of the 
Aetna educational motion picture family, 
Was conceived. 


“This film proved to be another 
‘Abie’s Irish Rose.’ The first year it 
was shown to 6,294,765 persons. We ex- 


pected that the life of such a film might 
be one or two years. ‘Saving Seconds’ 
was shown in the last twelve months, 
after being in circulation more than 
four years, to more than 2,000,000 people 
“The success of ‘Saving Seconds’ nat- 
urally suggested development of an 
Aetna library of educational films which 
today contains fourteen long and short 
subjects. In addition to highway safety 
(pedestrian and automobile) the films 
in this safety series cover fire preven- 
tion, home safety and emergency treat- 
ment of fractures. Altogether, 800 
prints of these fourteen films have been 
shown to at least 23,000,000 people. 
“We recommend always that no refer- 
ence be made in the agent's introductory 
talk to insurance or to anything that 
could be construed as a solicitation, how 
ever indirect. However, it is difficult 
to witness a picture showing the causes 
of automobile accidents, for example, 
without having it suggest of itself the 
need for automobile insurance. It does 
not require any unusual order of sales- 
manship for the agent as he makes his 
rounds to follow up this opening and 


lead this interest into the proper 
channels. 
“No one, and this applies to in 


surance companies as well as to insur 


ance agents, whose business is made 
possible by the nusfertunes of others, 
can afford, particularly in these days 


when not only the conduct but the mo 
tive back of every business is being 
appraised, to take the position that he 
is concerned only with the continuation 
(Continued on Page 45) 
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TT. J. FALVEY 


The career of Timothy J. Falvey, 


senior chief executive in the casualty- 
surety company ranks in the United 
States, stands as a constant inspiration 
to aspirants of the high rank he has 
reached in his forty years in the busi- 
ness. It has been his guiding genius 


nurtured and developed 
and Insur- 


1907 to its 


that organized, 


the Massachusetts Bonding 
from its infancy in 
commanding position. And this 
week representatives of the company 
throughout the nation have gathered at 
Swampscott, Mass., for a homecoming 
celebration—to honor their president as 


ance Co 
present 


the man whose vision created the Mass- 
achusetts Bonding, whose courage has 
never failed in times of stress, and 


whose sagacity has brought the company 
safely through panics and depressions. 

His Early Years 
It is interesting to note 
‘vey was born in the same 
Lebanon, Conn., in which the late Wil- 
liam Gillette, famous actor, had _ pre- 
viously been ushered into the world. 
Ile attended grade and high schoois 
where his alert, retentive mind and 
eagerness to acquire factual knowledge 
earned the approval of his teachers. In 
the athletic sports of the period he was 
a formidable opponent. 

From the beginning he had the incal- 
culable advantage of knowing just what 
he wanted to do and he never let his 
from the 


that Mr. 


ir room at 


eyes wander goal he saw far 
ahead. That goal was his name estab- 
lished as the actual as well as titular 


head of a business which should be big 
enough to command the respect of its 
competitors and which should merit the 
entire confidence of those with whom it 
did business, 

Just what that business might be he 
did not know, and having to learn by 
experience made several tentative jour- 
neys along the mercantile highway. At 
one time he was a manufacturer of men’s 
and women’s sports headwear and at 
another pioneered in organizing and es- 
tablishing a porter and checking service 
which later grew into the “red-cap” por- 
ter service now almost universal in 
American railroad stations. Details of 


these activities are omitted because they 
are irrelevant here except in so far as 
they indicate Mr. Falvey’s early ambi- 
tion and an organized determination to 
discover and establish himself in his 
life’s work, 
Joined United States F. & G. 

3ut it must be recorded how a “for- 

tuitous concatenation of circumstances” 


brought him into the insurance business. 
After his two sons, Wallace and Don- 
ald, were born and the Falvey family 
were residing in their native Norwich, 
Conn., Mr. Falvey lost his hat manufac- 
turing business on which his partner had 
been asked to place ample fire insurance, 
but didn’t. This put an end to his man- 
ufacturing career. So in the late ’90’s he 
came to New York and got a job with 
the United States & G. to sell cuar- 
anteed attorneys’ insurance on entirely 
a commission basis ; 

No better test of his metal could have 
been devised than the territory assigned 
to him—New York’s lower East Side 
He did not doubt his ability to succeed 
where experienced men had failed. 

The first week his commissions amount- 








ed to approximately $20 and that was 
the smallest amount he earned while he 
kept the job—usually it was much more. 
He became so successful that in a com- 
paratively short time he was transferred 
to another metropolitan district and maae 
a specialist in the sale of fidelity bonds. 

Here again his work was so outstand- 
ing that President John R. Bland soon 
made it his business to look up and get 
acquainted with the young man from 
Connecticut who was overshadowing the 
older and more experienced metropolitan 
producers. 

So in a never-to-be- forgotten interview 
Mr. Bland said in his characteristically 
direct fashion: “Young man, how does 
it happen I’ve never met you before? 
You’ve been here a couple of years now 
and I visit the New York office several 
times a month. Where have you been 
keeping yourself?” 

“Well, Mr. Bland,” the young man re- 
plied, “I didn’t suppose you came over 
here just to see me, and since I get paid 


only for what I do, I’ve been busy doing 
it. I knew that when you had some- 
thing to take up with me direct you'd 


let me know about it.” 


Transferred to Boston 


That reply pleased John R. Bland so 
much that it marked the beginning of 
mutual admiration and respect which en- 
dured through the years which followed 
and the immediate outcome of which 
was an offer to T, J. Falvey to go to 
Boston as associate manager of the 
United States F. & G., his partner being 
George Newhall, recent Harvard gradu- 
ate, who was more familiar with the ter- 
ritory than Mr. Falvey. 

At that time the company, although a 
leader among casualty carriers, was not 


well established in New England and 
Mr. Falvey, although a native of Con- 


necticut, had practically no acquaint- 
ance in Boston, 

Competitors regarded his advent into 
Boston insurance circles with tolerant if 
not sympathetic understanding of the 
problem before him and with little or 
no doubt of a brief tenure of office. 

In a surprisingly short time those 
same competitors were startled to find 
that business was going out their doors 
and into those of the aggressive young 


man they had been patronizing, and 
when Mr. Falvey originated the biggest 
surety bond ever written in New Eng 


land they began to view and treat him 
with real respect. 

Shortly after the formation of the dual 
management Mr. Newhall was killed ac- 
cidentally in a Boston subway. This put 
the responsibility for the U. * & G. 
success in New England squarely up to 
Mr. Falvey and he made the most of it. 
He held the post for ten years and plant- 
ed the company solidly throughout the 
New England states. 


The Massachusetts Bonding 


Meanwhile there had 
mind the vision and ideal of the crea- 
tion of a domestic surety and casualty 
company which should be to Boston what 
some already established indemnity com- 
panies were to the cities in which they 
were born—a company which should 
reach out and eventually cover the coun- 


grown in his 


ry. 

The ideal was that the company 
should be so comprehensive in its yn- 
derwriting policy that it should be of 


Has Been Guiding Genius of Massachusetts Bonding Since 





FALVEY 


Tt 
(from an oil painting unveiled this week 
at the convention) 


adequate service to worthy representa- 
tives and so wisely managed that its 
bonds and indemnity policies should ever 
and unquestionably be accepted as com- 
plete protection. Both the vision and 
the ideal have been realized. 

President Falvey was the literal found- 
er of the Massachusetts Bonding in more 
senses than one. The first agency ap- 
pointments were made by him in pursu- 
ance of which activity he traveled from 


coast to coast, sometimes spending a 
dozen consecutive nights in sleeping 
cars. Even today he makes agency tours 


whenever he can snatch time from his 
executive work at the home office. 

Thirty-nine of the original agents of 
the company still represent it and among 
them are insurance leaders known 
throughout the country. This statement 
is made to emphasize Mr. Falvey’s fac- 
ulty of establishing business connections 
which grow into warm personal associa- 
tions based upon mutual respect and 
liking, 

Despite those years in the field, Mr. 
Falvey has nothing of the back-slapper 
in his manner and does not make friends 
casually. His confidence is not given 
lightly, but once earned is rarely with- 
drawn and then only upon extreme pro- 
vocation. 

Although vigorous in thought and act 
Mr. Falvey is never hasty in his judg- 
ments and is, on occasion, tolerant al- 
most beyond the comprehension of his 
executive staff. He drives himself to 
the point of physical as well as mental 
exhaustion but is unfailingly considerate 
of the health and mental refreshment 
of the rank and file of his personnel. 

He is impatient of those who give less 
than their best to their occupations but 
charges department heads with the re- 
sponsibility of keeping those under their 
direction interested and alert. 

Mr. Falvey will take all the time nec- 
essary to instruct a subordinate or will 
with utmost patience explain a proced- 


Senior Casualty-Surety Company Executive of United States 


Its 


Inception in 1907; Forty Years in the Business; Field Force 
Honors Him This Week 


ure, but is entirely unwilling to repeat 
the process over and over again. 

He holds that home office efficiency js 
essential to proper serving of representa- 
tives in the field and, himself a veteran 
of the firing line, he will tolerate noth- 
ing less than the best possible home 
office support for those who are “at 
the front.” 

Mr. Falvey has a wide 
quaintance with employes country-wide 
and makes it his business to know of 
the progress of those who join the or- 
ganization year by year. His interest 
in their welfare does not confine itself 
alone to their company records, and in 
the course of a year he performs many 
kindly acts which are known only to 
those in his immediate official family. 

His Business Philosophy Messages 

For some years Mr. Falvey has ef- 
fectively kept in touch with the field 
force of the Massachusetts Bonding 
through his Business Philosophy mes- 
sages which appear monthly in the Con- 
centrator, the company house organ 
Ever stimulating—no matter dark 
the business picture has looked in recent 
depression years—these editorials have 
revealed to representatives of the Mas- 
sachusetts Bonding organization _ the 
courage and strength of their leader. 
Typical of his philosophy is the follow- 
ing message on “Broadmindedness,” the 
latest to appear from the pen of Presi- 
dent Falvey: 

The term 


personal ac- 


how 


” 


carries a certain stigma so 
but to 


“petty 
that no person likes to be so designated, 
he called “broadminded” 
And still what weakness, 


seems very complimen- 
lack of 


conviction and wavering may be concealed under 


tary indeed. 


the cloak of seeming broadmindedness! 

We are familiar with the easy-going individual 
who agrees with everybody and undoubtedly con 
siders himself broadminded, when in fact he is 
wabbly-minded instead. We know that he does 
not enjoy the wholesome respect of his fellows, 
beause his fickleness cannot be concealed. He is 
rcognized as unreliable and one upon whom no 
dependence may be placed. 

Another type of person is prone to condone 
in others deviations from well-established prin 
ciples of morality, rectitude and behavior and 
so exalt himself as broadminded. Such so-called 
broadmindedness encourages evil and a general 
weakening of moral fibre. A better description 
for it would be weakmindedness. 

So much for the negative side, and we ask 
what is true broadmindedness in the finer sense? 

It is a quality which impels its possessor to 
to weigh oppos- 
convictions only 
after due consideration of every angle. Having 
stubbornly 


explore all sides of a question, 


ing viewpoints and form his 
formed his convictions he does not 
shut his mind nor clamp himself within a pro- 
tecting shell to contrary 
ideas. He is ready to listen, and ac 


avoid contact with 
consider 
merit of an argument and il 


cept or reject the : 
modifying he will modify 


his convictions need 
them. 


Broadmindedness is of value im 


inestimable 
business transactions, for it permits of a helpful 
meeting of minds on a sincere uncamouflaged 
basis. It 
when encountering resistance, 
blindly to override it, but rather 


and so comprehending it, be 


the salesman, for instance, 


not simply to try 


prompts 


to weigh it, 
analyze it, better 
able to overcome it by sheer reason. 

No man likes to be shouted down nor does 4 
prospective customer care to have his viewpoints 
brushed summarily aside. We honor and respect 
a true broadmindedness. 

We despise so-called broadmindedness w hich is 
nothing more than weakness or vacillation 
masquerade. 
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On 


Bonding Dramatically [Launched 
Day Panic of 1907 Started 


Success of 31-Year Old Company Being Celebrated This Week In 
Anniversary At Swampscott Due to Untiring Efforts of T. J. Falvey 


“Not once, but many times, we have 
vn the skies darken, the « and 
hits of snow flicker through the air. We 
have made ready for a storm, but after 
the first few the clouds have 
roken, the atmosphere has cleared and 
the threats of storm have disappeared.— 


So wrote T. J. 


und arise 
flurries 


Falvey, president of the 
\assachusetts Bonding & Insurance Co., 
November, 1937, when the current 
business recession began to make itself 
felt, And his courageous optimism born 
f long experience in weathering de- 
pression storms had the effect 
upon agents of the company for the 
Massachusetts Bonding closed 1937, its 
thirtieth anniversary year, with the most 
satisfactory financial and production 
gains of any single year in its history. 
Perhaps the chief reason for this note- 
worthy record of achievement is that the 
Massachusetts Bonding became acclimat- 
ed to depressions from the day of its 
birth in 1907. It is a fact that on the 
very day the original stock subscriptions 
were due the Knickerbocker Trust Co. 
f New York closed its doors and brought 
nthe panic of 1907. It proved but a 
temporary setback to T. J. Falvey, found- 
er and chief organizer of the company. 
His organization, carefully planned, got 
nto action in November of that year 
and the Massachusetts Bonding started 
business with $500,000 capital and $250,- 
0 surplus paid in. At the end of its 


desired 


first full year premium writings were 
228,182 in striking contrast to the peak 


production of $14,644,052 premiums writ- 
ten in 1937, 


First Expansion Move in 1911 


As the agents of the company gath- 
ered at the New Ocean House in Swamp- 
scott, Mass., this week all could under- 
stand the satisfaction of T. J. Falvey 
and the pioneering key men who started 
with him as they thought of the achieve- 
ments during the three decades of ardu- 


us work—the steady building of a busi- 
hess structure which has reached the 
size and gathered the strength of the 


Massachusetts Bonding. The depression 

t 1917 was not the only one. The year 
1929 started a cycle of many hard knocks 
in the economic world which had to be 
Weathered, 

First expansion move was in 1911 with 
the advent of the workmen’s compensa 
tion laws and the resulting interest that 
came in liability insurance. The com- 
pany had originally confined its activities 


to the writing of fidelity, surety, bur- 
glary and plate glass lines, but it was 
decided to enter the then new fields. 


Capital was increased to $1,000,000 and 
$250,000 additional surplus was pi vid in 
‘0 permit of this expansion. No com- 
Mission was paid for this sale of stock. 
The following year the personal acci- 
dent and health, plate glass and liability 
a of the Pennsylvania Casualty of 
cranton were reinsured and that com- 
Pany retired from business. 

n the Spring of 1914, despite threats 


Founder 


by Wallace L. Clapp 


of a World War looming on the inter- 
national horizon, President Falvey pre- 
pared for another expansion move. New 


was needed so as to take advan- 
tage of a favorable opportunity to ac- 
quire the business and organization of 
the United States Health & Accident 
Insurance Co. of Saginaw, Mich., which 
transacted a large industrial health and 


money 


accident he Tan Putting to a test the 
confidence of the stockholders in the 
future of their company the plan was 


put before them to double the capital 
from $1,000,000 to $2,000,000. It was fa- 
vorably voted upon and President Falvey 
was pleased when 75% of the new stock 
issue was bought by the stockholders at 
$150 a share. The balance was under- 
written by a strong banking syndicate 
Of the entire increase, 50%, amounting 
to $750,000, was paid into the treasury 
of the company in May, 1914, and the 
balance in June of that year. Thus 
the company entered itself vigorously in- 
to both the commercial and industrial 
A. & H., lines and since then has con- 
sistently made money in the writing of 
this class of business. 
Maintained Equilibrium in Depression 
With the “oo of the years the 
Massachusetts Bonding has added sub- 
stantially to its financial structure as the 


demands of the business required 
largely by subscriptions from stockhold- 


ers. It has maintained its equilibrium 
through the depths of the depression, 
tackled its problems in stride, such as 


management deemed it 
$2,000,000 from cap- 


in 1934 when the 
necessary to transter 


ital to surplus for the benefit of policy- 
holders. As with all casualty company 
writings its production fell off in the 


1930 
ings 


to 1932 period, but since then writ- 
have shown encouraging increases 
year by year. The company has, in fact, 
gone ahead each of the past six years 
with a constz uantly decreasing ratio 
and decreasing expense ratio. This is 
an indication of astute management at 
the home office and the cooperative at- 
titude of the Massachusetts Bonding 
field forces. The company operates on 
a combined branch office and general 
agency basis. It has 223 general agents 
and twenty-seven branch offices. It has 
1,820 agents. Of its general agents 
thirty-four have been with the company 
for twenty-five years or more, 


loss 


Company’s Peak Year 

Last year marked the peak of the 
company’s financial and al prog- 
Its net premiums earned of $14, 
represented a gain of $583,021 
1936 figure, and by way of con- 
sizeably ahead of the 1927 
earned premiums of $9,028,221. A_par- 
ticularly bright spot in President Fal- 
vey’s annual report to stockholders was 
that underwriting profit on 1937 opera- 
tions reached $688,411, a gain of $502,279 
over the 1936 figure. Ten years ago 
the underwriting profit was $23,400. To- 
tal net earnings per share from under- 
writing last year were $4.30 and from 
interest, rents and sales of securities, 


ress. 

705,081 

the 
were 


over 
trast 


$497. making total net earnings per share 
of $9.27. 

Total assets of the company at the 
close of 1937 were $19,587,840, net sur- 
plus $2,491,363 and policyholders’ surplus 
$5,191,363. 

Highly appreciative of these satisfac- 
tory results, President Falvey in his an- 
nual report paid tribute to the splendid 
work of hundreds of agents of the com- 
pany nation-wide, branch office mana- 
gers and their staffs and _ brokerage 
friends who had favored the company 
with their business. He also spoke feel- 
ingly of the sustained and encouraging 
support given by directors of the com- 
pany, his associate officers, department 
heads and all others of the home office 
personnel, 

Mr, Falvey has always maintained that 
one of the company’s most valuable as- 
sets is the friendly relationship which 
exists between the home office and the 
field and this feeling is epitomized in 
the following passage taken from one of 
his recent writings: 

“Ours is a cooperative enterprise and 
through a continuance of the spirit of 
cooperation which has characterized our 
growth we shall continue on the upward 
path in strength, ability to serve and in 
the esteem of a growing clientele which 
depends upon the various forms of pro- 
tection which we furnish.” 

This attitude also finds expression in 
the willingness of the Massachusetts 
Bonding to join cooperatively in the ac- 
tivities of the National Bureau of Cas- 
ualty & Surety Underwriters, Associa- 
tion of Casualty & Surety Executives. 
the Acquisition Cost Conferences and 
other similar organizations. 


Close Relationship With Key Men 
Closely interwoven with the history 
of the company is Mr. Falvey’s own 
career and that of his key men—par- 
ticularly those who pioneered with him 
in launching the Massachusetts Bond- 
ing. Senior in service is George W. 
Berry, vice-president in charge of fidel- 
ity lines, Thirty-six of his thirty-nine 
business years have been spent with Mr. 
Falvey, antedating the organization of 
the Massachusetts Bonding. The bond 
of friendship between them is very close. 

Next in point of long time service are 
Vice-Presidents John J. Flynn, Samuel 
S. Perry and C, G. Fitzgerald, all of 
whom have been with the company prac- 
tically since its inception. Wallace J. 
Falvey is first vice-president; Spencer 
Welton vice-president in charge of pro- 
duction; Herbert W. Hovey, vice-presi- 
dent, and Donald Falvey, secretary and 
treasurer. 

In addition the executive ranks were 
strengthened a year or so ago by the 
appointment of three assistant vice-presi- 
dents—P, Neville Counsell, in charge of 
automobile underwriting; H. J. Aldrich, 
head of the workmen’s compensation and 
general liability department, and Stephen 
McLaughlin, who supervises burglary, 
plate glass and commercial accident and 
health departments. 

Rounding out the executive staff of the 


and President; 1937 Was Peak Year 


company, R. C. DeNormandie, another 
pioneer, is assistant secretary and super- 
intendent of agencies; E, H. Critchett, 
assistant secretary, in charge of the judi- 
cial department, is also editor of The 
Concentrator, the monthly agency publi- 
cation; Roy S. Hills, assistant secretary, 
is in charge of the A. H. monthly pre- 
mium and railroad departments, and John 
Barnaby is assistant secretary and as- 
sistant treasurer. Careers of all, high- 
spotted, follow: 
George W. Berry 

George W. Berry is a successful fidel- 
ity bond man because of his cordial dis- 
like for life on a dairy farm. He was 
born in Quincy, Mass., where his father 
operated granite quarries, then became 
a farmer. The elder Berry was killed 
accidentally and young George became 
the family head. He left high school 
and ran the farm until his older brother 
reached graduation, when George struck 
out for himself. He went at once to a 
Boston commercial college, the head of 
which recommended him for a position 
with the Lawyers Surety. That comp: - 
was sold to the United States F. & G. 
in 1902 and of which T. J. Falvey was 
New England manager. 

When Mr. Falvey organized the Mass- 
achusetts Bonding Mr. Berry became 
one of his key men. Through the vears 
he has concentrated on fidelity, custom 
house, internal revenue and _ forgery 
bonds and heads those departments now 
as vice- president, Mr. Berry possesses 
the gift of friendship, which accounts 
partly for his popularity. A good golfer, 
bridge player, he has chosen to remain 

bachelor, is fond of music, plays the 
piano; also reads a great deal and is 
well supplied with the social graces. 

Mr. Berry’s views are constantly 
sought by his associates. Few fidelity 
bond matters of importance are passed 
on without his opinion. He maintains 
strong regard for the wishes of the agent 
and branch manager, His eye and his 
heart are theirs. 

John J. Flynn 
Flynn, a Bostonian by birth, 
is by inclination and by habit of mind 
genuinely friendly, unfailingly consid 
erate, with two major enthusiasms -his 
family and his business. He is vice- 
president of the Massachusetts Bonding 
in charge of casualty lines, but his duties 
and responsibilities embrace much more 
than that. 


John J. 


Since leaving school he has worked 
for but two companies in thirty-five 
vears, The first opening to present itself 


was with the Employers’ Liability in Bos- 
ton. He decided that a newer and small- 
er organization presented better oppor- 
tunities so he joined the Massachusetts 
Bonding. He entered the burglary de- 
partment; became manager of it; then 
took up plate glass and liability lines. 
Mr. Flynn has been active in inter 
company relations, including participation 
in acquisition cost conferences and ser\ 
ing on numerous committees. He is the 
court of final appeal on casualty mat 
ters because, by reason of many journeys 
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country-wide, and thirty-five years of 
close application to insurance problems, 
he is both agency and company-minded. 
He is what might be termed an execu- 
tive analyst. 

Samuel S. Perry 

Samuel S. Perry, vice-president and 
head of the home office public official 
and depository bond departments, is con- 
sidered the dean of the corps of spe- 
cialists active in that field. He has been 
with the Massachusetts Bonding for 
nearly thirtv years. Mr. Perry comes 
from that fighting stock which gave to 
naval history Commodore Matthew C. 
Perry, who opened Japan to what we 
call “civilization,” and Commodore Oliver 
Hazard Perry, whose laconic report, 
“We have met the enemy and they are 
ours,” followed his great victory on Lake 
Erie. 

The Perrys came 
and landed at Sandwich, 
from that branch of the 
settled at Derryfield, now 
N. H., that Samuel S. is 
descended. In school 
enthusiastic about athletics. While at 
Dartmouth he played in the first base- 
ball game in which a curved ball and a 
catcher’s mask were used. After gradu- 
ation Mr. Perry became a law student 
in the office of Strong & Cadwallader, 
New York. He was admitted to the New 
York Bar in 1884. A suit was bronevht 
against a client of his by Henry C. Wil- 
cox, then attorney for the American 
Surety. Through him Mr. Perrv became 
acquainted with Col. William L. Tren- 
holm, formerly Comptroller of the Cur- 


from England in 163) 
Mass. It is 
family which 
Manchester, 
immediately 
and college he was 


rency under President Cleveland and 
who had become president of the Ameri- 
can Surety. Perry was invited to take 


judicial and probate de- 
He remained 
sixteen 


charge of the 
partment of that company. 
with the American Surety for 
years. 

When the Massachusetts Bonding & 
Insurance was formed Mr. Perry joined 
it as attorney in 1908. This gave him 
an opportunity to return to his native 
New England, In 1911 he was elected 
vice-president. 

C. G. Fitzgerald 

C. G. Fitzgerald, another veteran of 
the company, is the head of the home 
office department handling contract 
bonds. He was born and educated in 
Boston and after going through the Bos- 
ton Latin School and Harvard College 
he matriculated at the Harvard Law 
School. At the age of 25 he was prac- 
ticing law. 

In his early days he 
fond of outdoor sports 


was 


extremely 
and 


activities 


which developed the rugged physique 
that has stood by him throughout life. 
He is essentially a student and _ pro- 


foundly interested in the cultural aspects 
and opportunities afforded to him by 
his native state. For “light” reading 
he is very apt to tackle the Decisions 
of the United States Supreme Court and 
of other high tribunals. He is genuinely 
eager to give every representative of the 
company the underwriting advantage he 
should have. 
Spencer Welton 

Spencer Welton, vice-president in 
charge of production country-wide for 
the Massachusetts Bonding, is general 
chairman of this week’s convention. He 
made his start in the business world as 
printer’s devil, after which he worked 
uccessively as reporter, actor, circus 
horse rider, miner, advertising engineer, 
mortgage company official and tire com- 
pany president, After that he entered 
insurance. For six years he has been 
writing in The Eastern Underwriter un- 
der the pen name of the Peripatetic 
Vice-President, glorifying the careers of 
many leaders in the casualty, surety and 
fire fields. His style is strictly his own; 
there’s nothing else just like it 

Mr. Welton was born in Washington, 
Conn., on a farm that belonged orig 
inally to his great-great-crandfather 


Ancestors on both sides settled in Con 
necticut in 1600. He got his printer's 
devil experience on the Gazette, pub 
lished in New Milford, Conn. Then he 
vent with the Western Electric Co, in 
New York. From 1901 to 1904 he was 


with the Bates Advertising Agency in 
New York; then became 
the Fidelity Bond & Mortgage Co., New 
York, and coincidentally was treasurer 
of the Colorado-Yule Marble Co., Mar- 
ble, Colo. Then, and until 1919, he was 
president of the Sterling Tire Co., Ruth- 
erford, N. J 

In 1920 he entered the insurance ranks 
with the Fidelity & Deposit, becoming 
vice-president and one of the best known 
men in the business in a very short time 
With that company he began to accumu- 
Inte his inexhaustible fund of knowledee 
of personalities in the business, about 


whom he writes so entertainingly and 
accurately. 

In 1926 Mr, Welton joined the New 
York Indemnity as president and also 


was made vice-president of the N: ition: ul 
Surety Co. In 1930 he was elected vice- 
president of the Massachusetts Bonding 


Donald Falvey 


Donald Falvey, secretary-treasurer, was 
born on George Washington's birthday, 
February 22, 1896, at Norwich, Conn. 
He moved with the family to Boston 
and after going to grammar school in 
Brookline, matriculated at Phillips Acad- 
emy, Andover, where he was graduated 
in 1916. He then went to Harvard Col- 


lege, where his course was interrupted 
by two years of service in the United 
States Navy during the war. He was 


graduated with his class in 1920. 


For a time after his graduation he 
was in the cotton business with E. A. 
Shaw & Co. in Boston and later repre- 


sented them in Providence, traveling the 
states of Connecticut and Rhode Island. 


Entering the employ of the Massa- 
chusetts Bonding on April 23, 1923, he 
spent the first few years in the under- 


writing division. Later he became man- 
ager of the Boston office when his 
brother Wallace was transferred to New 
York. His next step ahead came when 
the then treasurer of the company and 
one of its founders, John T. Burnett, 
drafted Mr. Falvey as his assistant in 
the financial end of the business. Upon 


treasurer of 





Mr. Burnett’s sudden death four vears 
ago Mr. Falvey became secretary and 
treasurer of the company, which position 
he holds today. 


In Inne, 1927, he marriel Miss Lid- 
wine Curran of Andover, Mass., and has 
three children, two girls and a boy. His 
hobbies are his home and golf. 

Herbert Washburn Hovey 

Herbert W. Hovey is often referred 
to as the “Cal Coolidge of the Massa- 


Bonding” as he resembled him 
speech and manners. Ver- 


chusetts 
In appearance, 


mont is his native state, his birthplace 
being seventy miles from that of the 
former President. At the age of 4 he 
walked two miles a day to the little red 
schoolhouse. The Hovey farm was iso- 
lated, companions were few, work was 
plenty. 

In his ninth year the family went to 


St. Johnsbury. After high school he 
worked for the Dartmouth National 
Bank, With that and other odd jobs he 
got the money to put himself through 
college. In 1901 he was graduated from 
Dartmouth. Then he decided to study 
law. He owns a Phi Betta Kappa key. 
He completed the Boston University law 
course in two years, graduating magna 
cum laude, He had to earn the money 
for that, too. 

Mr. Hovey specialized in the plaintiff's 
end of negligence litigation, in Vermont, 
and became general counsel for the 
American Fidelity of Montpelier, for 
which he came to New York as resident 
vice-president and organized a legal de- 
partment for the company there. In 
1914 he joined the Massachusetts Bond- 
ing & Insurance as vice-president in 
charge of liability and burglary claims. 

Herbert Hovey is essentially a realist, 
partly by inheritance, partly by the na- 
ture of his profession, 

P. Neville Counsell 

Assistant Vice-President P. Neville 
Counsell, in charge of automobile lia- 
bility and property damage, is of Englano 
by birth and New England by latter 
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choice. He likes Boston and _ has beep 
there for twenty-four years. He retains 
the distinctive idiom and accent of the 
British public school and college grady. 
ate, 

Mr. Counsell attended King 
College and starred on the rugby and 
cricket teams. He intended to become 
a coach, but a serious injury put him op 
the sidelines and he decided to en‘e 
business. For five years he was with 
the Essex & Suffolk Insurance Co Late 
while in Manchester the local manage 
of the Employers’ Liability got him ip 
an amateur theatrical performance, His 
role was suitor to a charming young 
woman who is now Mrs. Counsell. The 
couple decided to “go out” to America 
and young Philip soon found himse'f 
with the Massachusetts Bonding in jts 
endorsement department. That was iy 
1914. He became head of that dep»rt. 
ment and was transferred to the under- 
writing division, In 1920 he heade* the 
department over which he now pres‘d:s 


William's 


and later was made assistant vice-pres- 
ident. 

Mr. Counsell is a member of the goy- 
erning committee of the Massachusetts 


Rating Bureau and a member of the au- 
tomobile rating committee of the Na- 
tional Bure au. He is a good public 
speaker and is frequently asked to ad- 
dress important gatherings where an 
authoritative presentation of insurance 
trends and their implications are desired. 
He belongs to various British organiza- 
tions in Boston, 


Stephen McLaughlin 


Stephen McLaughlin, assistant  vice- 
president, is in charge of the commercial 
accident and health, plate glass and bur- 
glary departments of the company. A 
Georgetown University graduate. he is 
a bachelor; finds great interest in music, 
antique furniture and art. He has been 
with the company since 1923. 


Harold J. Aldrich 


Harold J. Aldrich, 
dent, handles workmen’s compensation 
and liability insurance lines. He started 
his insurance experience with the Hart- 
ford A. & I.; was at one time connected 
with the Travelers. Some eighteen years 
ago he joined the Massachusetts Bond- 
ing, He is a member of the Radio Mu- 
sic Guild, and finds recreation in com- 
posing music, including songs. 


R. C. De Normandie 


assistant vice-presi- 


R. C. De Normandie, assistant secre- 
tary in charge of the agency depatt- 
ment, has been with the company since 


its inception, Before that he was with 
the Boston & Maine Railroad. His hobby 
is gardening. 


Roy S. Hills 


Roy S. Hills has had charge of the 
accident and health monthly — 
and railroad departments since 1933. 
was elected assistant secretary in Feb 
ruary, 1937. He joined the company in 
1914 when it took over the United States 
Health & Accident, Saginaw, Mich. Mr. 
Hills is active in the Health & Accident 
Underwriters Conference. 


John Barnaby 


John Barnaby was elected assistant 
secretary and assistant treasurer in Feb- 
ruary, 1937. For a long time he was et- 
vaved in reorganization work, first for 
industrial concerns and later for casualty 
and surety companies. He was born in 
Canada and has published various books 
on business management which _ have 
been translated into foreign languages. 
He is also a lecturer, 


E. H. Critchett 


E. H. Critchett, Harvard graduate, has 
been with the Massachusetts Bonding 
since 1914 and is assistant secretary i 
charge of its home cffice judicial depart 
ment. A capable and experienced under 
writer in his line, Mr. Critchett is als? 
editor of the company paper, the Cor 
centrator, and has a facile pen. He has 
for vears written most of the co smpany’s 
advertisements. One of his chief hobbies 
is fishing, and his favorite Summer haunt 
is Orleans, Cape Cod, where he has ¢ 
Summer home, 
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N. Y. Branch Office of Mass, Bonding 
Rich in Traditions of William Street 


Observing Its 30th Anniversary This Branch Has Been Con- 


sistent Money Maker; Managers Before Wallace Falvey 
Were Ballard McCall and Wm. H. Conroy 


Sonding & Insur- 
ance Co. maintains an New 
York which is virtually an integral part 


The Massachusetts 
office in 


{ the home office. The branch office 
‘sa compact unit, ably manned, and 
housed in its twelve story fireproof 


building at 130 William Street. The 





Kay Hart, N. Y 
FALVEY 


WALLACE J. 


New York office is writing $4,000,000 a 
year in premiums and has been a con- 
sistent money maker for a long number 
ff years. Its jurisdiction covers five 
boroughs of New York, the northern half 

f New Jersey, Westchester, Putnam and 
Orange Counties, as well as Long Island, 

Its present manager is Wallace J. 
Falvey, first vice-president of the com- 
pany, who has been manager since 1926, 
ably assisted by two assistant managers, 
Frederick O. Beattie, in charge of fidel- 
ty and surety lines, and A. Lawrence 
Peirson, in charge of the casualty lines. 

1938 Its 30th Anniversary Year 

The New York office is observing its 
thirtieth anniversary and has a_back- 
ground rich in the traditions of William 
Street. Its first manager was Ballard 
McCall, son of the late John A. McCall, 
president of the New York Life. Mr. 
McCall was succeeded in managership by 
William H. Conroy, now of Flynn, Har- 
rison & Conroy, Inc., who held the posi- 
tion with credit to himself until he re- 
signed in 1926 to enter business for him- 
self. In 1921 Wallace Falvey had gone 
to New York as Mr. Conroy’s assistant, 
His successorship to the managership 
was, therefore, a natural one when Mr. 
Conroy retired from the post. Under 
these managers, both through prosperity 
and depression, a consistent building job 
was done. 

Today the Massachusetts Bonding is 
recognized as one of the better known 
Companies on William Street. The New 
York branch is, in fact, a miniature 
home office, maintaining a complete com- 
plement of departments and employing 
177 people. 

Wallace Falvey’s Colorful Career 

Wallace J. Falvey is one of the best 
iked insurance executives along William 
‘treet, Like his illustrious father, he is 
41 untiring worker whose devotion to 


the advancement of stock casualty insur- 
ance is second only to that of his own 
company. Evidence of this is found in 
the time he has given to committee work 
at the National Bureau of Casualty & 
Surety Underwriters and also at the As- 
sociation of Casualty & Surety Execu- 
tives. He is chairman of the National 
Conservation Bureau. This type of work 
stresses the humanitarian side of insur- 
ance and appeals greatly to him. In ad- 
dition, for the past several years he has 
devoted considerable time to the medico- 
legal problems of insurance and has suc- 
ceeded in interesting a few of the out- 
standing traumatic surgeons of New 
York in this work. One of them re- 
cently referred to Mr. Falvey as “a pio- 
neer among laymen in the medico-legal 
field, who has had the vision to appre- 
ciate the beneficial results to injured 
people and company alike which can be 
obtained through expert traumatic sur- 
gery.” Mr. Falvey is well fitted for this 
work, as after his academic career he 
took several medical courses and went 
to Northeastern University three years 
at night school to gain a knowledge « 
the law. 

Although born in Connecticut, Mr. Fal- 
vey’s schooling was had principally in 
Boston, He is a graduate of the two 
oldest educational schools in the United 
States—the Boston Latin School, founded 
in 1635, and Harvard University, founded 
in 1636. He completed his college career 
in the mid-term of his senior year and 
took special courses in accounting and 
bookkeeping. He had just started to 
work when our country entered the 
World War and he voluntecred and was 
accepted for the Naval Air Service the 
day war was declared. He continued in 
that service and was discharged after the 
Armistice as a lieutenant, having spent 
the last year of the war as a test pilot 
in the Navy. 

While going to law school he was 
employed in the home office claim de- 
partment of the Massachusetts Bonding, 
and his first managerial work was as 
manager of the metropolitan department 
at Boston for the company. In 1921 he 
went to New York. 


Frederick O. Beattie 


Frederick O. Beattie, who studied law 
at Syracuse University and is a member 
of the New York Bar, has been with the 
New York branch of the Massachusctts 
Bonding since 1923. Before that he was 
with the National Surety for two and a 
half years; started with that company. 
His first work with the Massachusetts 
Bonding was handling claim investiga- 
tions; then he assisted in the judicial 
and other departments. As time went on 
he gradually acquired supervision of fi- 
delity-surety activities of the branch and 
such supervision was officially delegated 
to him when Wallace Falvey became 
branch manager in 1926. About 1929 he 
was given the rank of assistant manager, 
a post he has creditably handled ever 
since, 


A. Lawrence Peirson, Jr. 

A. Lawrence Peirson, Jr. Harvard 
graduate, came into the casualty business 
in 1920 immediately following graduation 
and with the Massachusetts Bonding. He 
spent eight years in its New York office 
handling casualty lines and then was of- 
fered a managerial post by the Globe 
Indemnity. This he accepted. Under 
Walter S. Barton he was superintendent 
of the automobile department in the 
Globe’s metropolitan division. Later he 
was made assistant manager of casualty 


(Continued on Page 45) 
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Agents’ Old Guard At et naan ected meee 


Mass. Bonding Affair  «. Snelling), Barnwell, S. C.; Fred E. Briggs, 


Attleboro, Mass.; Warren R. Brown, Amherst, 


AEE ass.; Rockwood H. Bullock, Worcester, Mass.; 
MANY APPOINTED BY FALVEY ™***' %ockwood Tl. Bulloc ae 


John H. Camlin, Rockford, Ill.; Clarence E 

== Carll, Gorham, Maine; Benjamin B. Chace, 

E. L. Arundel Agency, Lawrence, Mass., Rochester, N. Y.; Frank M. Cilley, Exeter, 

First Appointment, Still Active; All N. H.; the Thomas F. Daly Agency (Clarence 
With Company 25 Years J. Daly), Denver, Colo. 





Prominent in attendance at the thirty- Winthrop I. Davis, Springfield, Mass.; John 


first anniversary convention of the Mas- Giblon, Newark, N. J.; C. W. Hawks & Co 
sachusetts Bonding this week at Swamp- (Harold G. Hoyt), Shelburne Falls, Mass.; 
scott, Mass., were those agents who have James A. Hynes & Son, Waterbury, Conn.; 
represented the company for twenty-five Lanphier & Co., Springfield, [ll.; Claude G. 
years or more, many of w hom were per- Leonard, Springfield, Vt.; Macomber, Farr & 
sonally appointed by President T. J. Whitten, Augusta, Maine; James J. Madden, 
Falvey. Distinction of being No. 1 Brockton, Mass.; Edwin K. McPeck, Adams, 
agency is held by the E. L. Arundel Mass.; Henry Moses, Sumter, S. C.; Daniel J 
Agency of Lawrence, Mass. This ap- O’Brien, Lowell, Mass.; John C. Orr, Harris 
pointment was made in 1907 immediately urg, Pa.; Amos A. Phelps, Rockland, Mass.; 


Evan F. Richardson, Millis, Mass.; W Burl 


after the company organized and its ac- 
Schmidt, Detroit, Mich. 


tive management today is vested in Johi 


Arundel, brother of its founder. Follow- Chris. Schroeder & Son Co. (Walter Schrox 
ing closely thereafter were the appoint- der), Milwaukee, Wis.; 5. Ford Seeley, Wash 
ments of Rockwood H. Bullock, Wor- ington, Conn.; Benjamin A Sumner Mont 
cester; the Thomas F. Daly Agency,  pelier, Vt.; Paul Webb, New Haven, Conn.; 
Deny er, Colo. ; Winthrop :. Davis, Zenjamin J. Weeks, Tacoma, Wash.; I’ | 


Springfield, Mass., all in 1908. The com- 
plete list of such old-timers follows: Co., 
Joseph M. Appleby, Mass.; E. L. 


Woods & Co., 
Natick, Mass.; 
Mass 


Peabody, Mass.; }f E. Yeager & 
William H. Young, Prov 


Concord, incetown, 





New Home Office Building Formally Opened 
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Architect’s sketch of Massachusetts Bonding New Home Office Building at 
Congress, Water and Kilby Streets, Boston 


Forty years ago T. J. Falvey entered upon his insurance career in 
3oston at 85 Water Street, then a narrow four-story building. His office 
was a small space in the basement. Today 85 Water Street is an entrance 
to the fourteen story new home office building of the Massachusetts Bond 
ing, pictured above, which is an outstanding structure in the heart of Bos 
ton’s financial and insurance districts. Thus Mr. Falvey’s keen delight in 
acquiring for the company a building which chances to be so located may 
be easily understood. It represents to him the fulfillment of an ambition 
of many years. 

The new home office was formally opened Monday of this week for 
the inspection of agents of the company who were attending its thirty-first 
anniversary and home office celebration. 
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Mass, Bonding Doing Its Part 
Along Accident Prevention Lines 


No better illustration of the humani- 
tarian side of T. J. Falvey’s character 
is to be found than in the personal in- 


terest he has given to the upbuilding of 
the Massachusetts 
prevention and engineering facilities na- 
tion-wide. This department of the com- 
established in 1930, is directed by F. 


experienced engineer. 


Bonding’s accident 


pany, 
J. Graf, a widely 
Under his 
neers are on the 
throughout the 


supervision sixty-eight engi- 
strategic 

States, 
counsel- 


industrial 


job daily in 
United 
safety, 


centers 
spreading the gospel of 
manufacturers and 


Massachusetts 


ling large 
clients of the Jonding in 


the most effective methods of accident 


prevention. 
Safety Program For Fleet Risks 


The company has been particularly 
helpful in improving the loss experience 
on large fleet risks. In this connection 
safety work usually inaugurated by 
Massachusetts Bonding engineers on 
fleet risks includes the following fea- 
tures: 

l Policing of vehicles, 

2. Issuing of safe drivers certificates 
quarterly. 

2. The issuing of safety buttons with 
one year safe drivers certificates. 

4. The attending of safety meetings. 

5. Developing for our assureds suit- 
able traffic courts usually consisting of 

(a) One member from management; 

(b) One member from maintenance 
department. 

(c) One member from the drivers’ 
group. The court of inquiry is 
called into session after an acci- 
dent to determine responsibility. 

6. Periodically testing the equipment 
for mechanical defects and reporting to 
management all findings for their imme- 
diate attention, 

The entire safety program of the 
Massachusetts Bonding is motivated by a 
desire on the part of the management to 
do its part in reducing the nation-wide 
accident and fatality toll and to conserve 
property \s organized by Chief Engi- 
neer Graf the engineering department 
has five major divisions and in the foi- 
lowing he presents a clear picture of the 
work being covered by each. Says Mr. 
Graf 

Construction Division 


In this unit we have graduate servic- 
ing engineérs who devote their entirc 
time to the prevention of accidents on 
construction work. During the past two 
years we have completed several projects 
Whose operations involved the use of 
compressed air, and our department sta- 
tioned full-time engineers on these pro- 
jects in an effort to insure the safe op- 
eration of the compressed air equipment 
as well as the handling of the men in and 
out of the air chambers. In addition, we 
constantly taking samples of the 
tunnel in an effort to deter- 
mine the carbon monoxide concentration 
and, of course, we were watchirig closely 
all construction activities to insure the 
safety Of the workers in the tunnels. 
“Another one of our activities pertains 
to the property damage coverage. This 
involves making a complete survey of the 
area, such as checking foundations of 
buildings, surfaces of roads, interior of 


were 
air in the 


buildings, in an effort to have a com- 
plete picture before operations com- 
mence. This survey is made by taking 
photographs of all defective items 
throughout the area which will involve 
blasting or tunneling. We are particu- 
larly careful in getting grade lines so 
as to determine if there is any settle- 


ment after the work has been completed. 

“In our other construction work we are 
constantly checking the use of proper 
shoring and bracing of timbers in trench 
work and of course on buildings the 
scaffolding is checked and we make sure 


L F, J. Graf | 

J. Graf, chief engineer of the| 
| M AR Pre Bonding, has been with 
,the company since 1935 when he re- 
| signed from the Liberty Mutual after | 
eight years’ work as field engineer 
to organize the then new engineering 
department for the Massac husetts | 
Bonding. A graduate mechanical en- | 


| 
| 
| 
| 


. e . | 
gineer from Massachusetts Institute 
of Technology, Mr. Graf has had a 
dozen years’ experience in insurance 


engineering. Jefore that was with 
the Hood Rubber Co. as an experi- 
mental engineer. He is a member of 
the Society of Mechanical Engineers, 
Engineering Societv of New England, 
Massachusetts Safety Council, and | 
represents his company in the chief! 
engineers’ section of the National 
Conservation Bureau 
This week Mr. Graf and ten of his 
eng sineers conducted an exhibit of the 
company’s accident prevention and 
safety work at the New Ocean House, 
Swampscott, for the benefit of agents 
attending the thirty-first anniversary 
celebration. It was a popular attrac- 
tion, especially the driver test clinic, 
sponsored by the fleet division. 








temporary flooring is provided 


necessary. 


that 
wherever 

“Group meetings of the supervising 
force are also held in an effort to keep 
them posted on the accident trend and 
closely follow the standards as compiled 
in the Associated General Contractors 


Safety Handbook. 
Research Laboratory 


“We have established and equipped a 
chemical laboratory which, while under 
my own supervision, is in charge of our 
research engineer, The activities in this 
laboratory are to analyze the materials 
used by our assureds, and if we find that 
they contain harmful materials which 
might result in occupational disease 
claims we work with our assureds on 
the use of substitutes which will perform 
equally as well but which will eliminate 
this exposure. 

“In addition, we test various materials 
and guards distributed by many manu- 
facturers before we recommend such 
items to our assureds. 

“The laboratory is also provided with 
dust counting equipment for use in plants 
where we feel that the exposure is such 
that we may be confronted with occupa- 
tional disease claims. Assureds are pro- 
vided with material on ventilation as well 
as a detailed report of a survey made of 
the exact exposure. These recommenda- 
tions are aimed to minimize this expos- 
ure and in some cases entirely eliminate 
it. In addition, a reference file is main- 
tained on electrical equipment as well as 
other items pertaining to accident pre- 
vention work. 


Fleet Activities 


“Our fleet division consists of a group 
of engineers who have been trained not 
only in safety work but whose experience 
includes the design and use of highway 
equipment. Through the medium of 
traffic courts we determine the driver’s 
responsibility in an accident. A penalty 
system has been developed which we feel 
is fair to the drivers and which protects 
the interests of our assureds and the 
company. Safe driver buttons, safe driv- 
er certificates and safety posters are dis- 
tributed at regular intervals in an effort 
to keep the interest of all concerned con- 
stantly aroused. Periodical explosions of 
safety rallies are avoided. Instead our 
duties are entirely devoted to a continu- 
ous program designed to result in de- 
creased accident records and which we 
know from our own past experience will 
prove effective if properly followed. 


Liability Division 


“In this unit, on the larger chain store 


U.S.F.&G. Plays Host To 
Agents in Syracuse Area 


AT CLOSE OF PRODUCTION DRIVE 


150 Qualified For Three-Day Gathering 
at Lake George; Presidents Davis 
and Gantert Attend 


\t the culmination of a production 
contest in which the agents of the 
United States F. & G. in the Syracuse, 
N. Y., territory took part, about 150 of 
them were guests of the company at 
Bolton Landing, Lake George, from Sep- 
tember & to 10. Various meetings, in 
cluding a banquet, were held at the Sag- 


amore Hotel and a program of sports 
was presented, Guests of honor were 
Louis H. Pink, New York Superintend- 
ent of Insurance, and George H. Jami 
son, acting deputy superintendent, who 
were introduced at the banquet. 


W. Talbot Sinclair and Donald D. Pat- 
rick, co-managers of the company’s Syr- 
acuse office, were among the hosts. E. 
\sbury Davis, president of the company, 
and Frank A. Gantert, president of the 
Fidelity & Guaranty Fire, its running 
mate, came from Baltimore for the 
event. Mr. Davis was one of the ban 
quet speakers, 

Prize winning agencies in the 
included t: 2. Morey, 
crease above quota; 
Inc., Syracuse, for 
Schopfer Bros., Syracuse, first to qualify 
for the convention: Swan & Sons-Morss 
Co., Elmira, for total volume of fidelity, 
surety and burglary lines: C. G. Brain 
ard, Utica, for total volume of fire and 
theft, and H. B. Cary, Whitesboro, for 
total applications, fire and theft. 

General chairman of the convention 
was L. Brent Wood, who is superintend 
ent of claims in the Syracuse office. 


contest 
Albany, for in 
Ryan & Kennedy, 
total applications; 


risks, a thorough survey is made of all 
premises and a program set up for use 
by the assured which if properly fol- 
lowed will result in a sizable decrease 
in public liability accidents. 

Elevator Inspections 


“In this division a 
construction men 


elevator 
entire 


group of 
devote their 


time to the inspecting of elevator equip- 

ment and the following up of recommen 

dations which are necessary in order to 

insure safe operation of this equipment, 
Compensation 

“Our engineers make periodical inspec- 

tions of all plants which are insured for 


workmen's compensation and, of course, 
utilize the facilities of our research lab- 
oratory wherever an occupational disease 
exposure may exist. In addition they 
design guards for use on machines which 
have a hazardous point of operation, 
submit recommendations and follow them 
through to completion to insure the pro- 
tection of the employes while they are 
on the premises. , 

“In the home office engineering de- 
partment a staff of engineers are main- 
tained who devote their time and ener- 
vies to the reviewing of inspection re- 
ports and to keeping resident engineers 
in the company branch offices properly 
informed on the many changes which are 
rapidly taking place in the insurance 
field. We all realize that ‘accidents just 
don’t happen but are caused,’ and 
through our department we endeavor to 
ascertain the causes and then to devote 
our energies to the elimination of these 
causes, 

“All these activities permit us to pro- 
vide the underwriting department with a 
clear picture of each and every risk un- 
der 9 seal hg This enables them to 
underwrite risks which will cooperate 
with our department and which, while 
they may be considered undesirable, 
through this cooperation have proved to 
be profitable to the company. 

“The alleviation of suffering and the 
conservation of property are the items 
of most importance and these objectives 
are continually stressed.” 


Conservation Bureau _ 
Makes Staff Additions 


GETS DIRECTOR “AND EDITOR 
K. N. Beadle of St. Paul Education Dj. 
vision Head; Edward L. Yordan 
in Charge of Publications 


The appointments of Kenneth N 
Beadle as director of the education dj. 
vision and Edward L. Yordan as pubj- 
cations editor, National Conservation 
Bureau, Association of Casualty and 
Surety Executives, have been announced 
by Claude W. Fairchild, general manager 
of the association. Mr. Beadle succeeds 
to the position from which Dr. Herbert 
J. Stack resigned to become director of 
the National Center for Safety Educa- 
tion at New York University. He comes 
to the National Conservation Bureau 
from St. Paul, Minn., where he was su- 
pervisor of safety education in the St 
Paul public schools. While at the Uni- 
versity of Minnesota Mr, Beadle was a 
letter man in track. He is a member of 
Sigma Delta Psi, national honorary . 
letic fraternity; Phi Epsilon Kappa, n 
tional physical education fraternity, a 
Alpha Sigma Pi, a fraternity of men in 
education at Minnesota. 

Mr. Yordan’s Duties 

Mr. Yordan takes over a newly created 
post in the conservation bureau, the pub- 
licity department of the association hay- 
ing previously had the responsibility for 
producing the bureau’s publications, The 
publicity department, however, will con- 
‘iene in charge of all publicity for the 
conservation bureau. 

Mr. Yordan was graduated from Co- 
lumbia University School of Journalism 
and joined the New York Times where 
he served for eleven years as reporter, 
Sunday feature writer and special writer 
on traffic subjects. In 1936 he received a 
fellowship in traffic research studies at 
the Harvard Bureau of Street Traffic 
Research, received a certificate in traffic 
engineering upon its completion, and 
during the past year he served as a re- 
search associate in this bureau at Har- 
vard, 

Mr. Yordan has contributed many ar- 
ticles to newspapers, m 1gazines and con- 
mercial and professional journals on the 
subject of traffic safety and allied topics 
During the past year he has also con- 
ducted courses in driver and traffic edu- 
cation at the Newton, Mass. High 
School, Harvard University Extensiot 
and the Boston Y, M. C. 


PUBLIC CAN BE TAUGHT 


Educational Director Stack of Conserva- 
tion Bureau Addresses Police 
Chiefs on Traffic Safety 
The ancient saw that you can’t teach 
an old dog new tricks doesn’t apply wher 
teaching old drivers ne’ 
Herbert J. Stack 
Chiefs Conter- 


it comes to. 
skills and attitudes, Dr. 
told the State Police 


ence at Saranac Lake recently. Dr 
Stack, director of the education divi- 
sion, National Conservation Bureau, was 


recently made director of the new Na- 
tional Center for Safety Education a 
New York University. 

“This goes for the adult pedestrian 
too,” Dr, Stack said, ‘capecielle for 
vrandfather, who was brought up in the 
horse and buggy age, who is not 4 
spry as he used to be, ‘and whose vision 
and reactions are not so well adjustel 
for modern fast moving traffic. “Drivel 
and pedestrian skills not only can but 
must be improved if we are going tn 
stem the tide of traffic accidents. 

Dr. Stack said that police departments 
in many cities are providing effective 
leadership in community education al pro- 
grams for drivers and pedestrians. He tol 
the conference that an intelligently com 
ducted educational program simplifies the 
task of identifying the small group of 
drivers who are influenced only by a 
rests, fines or revocation of license. 

FLINT CLAIM ADJUSTER DEAD 

Frank T. Fairchild, 56, claim adjuster 
in Flint, Mich., for the Ohio Casualty, 
is dead. 
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H. H. Sutton Promoted 
Travelers in N. Y. 


CHIEF ACCIDENT UNDERWRITER 


W. W. Canner, Selected as His Assist- 
ant, Being Transferred to 55 John 
St. From Yonkers; Their Careers 


service, knowledg of the busi- 
and an a picture of 
York underwriting require 
Harry H. Sutton this 
Travelers to the 


Long 
ness, loyalty 
Greater New 
ments brought to 
week promotion by the 


office of supervising accident naderwsites 
New York and to Walter W. 
post of 


in Greater 


Canner the assistant accident 


HARRY H. SUTTON 
underwriter in this territory Both ap 
pointments became effective Se ptember 
15. 

Harry H. Sutton has been a membet 
of the cashier’s department in the com 
pany’s Greater New York office, at 55 
John Street, since 1908 and for years 
has devoted his entire time to accident 


and health business both within the of 
fice and among brokers throughout the 
city. On January 1, 1920, he was ap 
pointed assistant registrar, working un 
der the late Thomas P. August, who for 
many years was in charge of accident 
and health underwriting for metropoli 
tan New York Mr. August passed 


away last Summer. 


Mr. Sutton’s years of experience as 
applied to New York made him ideally 
fitted to underwrite the business sub 
mitted by the company’s eleven branch 


opolitan area 
ughter and 


offices located in the met 
He is married, has one 
resides in Red Bank, N. J. 

Walter W. Canner, who will be 
ciated with Mr, Sutton, entered the 
Travelers’ home office training school in 
1923 and the next year was appointed 
to the Cleveland branch office, where 
he was made assistant cashier in Jan- 
uary, 1926. Next year he went to Co- 
lumbus, Ohio, as cashier and from there 
to Yonkers in the same capacity. For 
the past four years he has been in the 
Yonkers branch office. His ability and 
general knowledge of the accident and 
health business and experience 


asso- 


years of 


in the various branches make him a val 
uable addition to the accident and under- 
writing staff in Greater New York. He 
is married, has two children and lives in 


Yonkers. 
PHILA. A. & H. OUTING 
The Accident & Health Club of Phil 
adelphia has scheduled its annual get 


together for September 26 at the Cedar 
brook Country Club. The committee in 
charge is headed by H. B. Yerkes, 
Hooper-Holmes Bureau. ‘This may be 
the first of an annual series of country 
club affairs. The program includes golf. 


tennis, ping 
a dinner. 


pong, card tournaments and 
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New Hospital Ride 
The Connecticut General announced 
it its Swampscott, Mass., convention 
last week that it has increased bene- 
fits under its health policies from 50% 


f the weekly indemnity to 100% by 
means of a rider which provides hos- 
pital confinement and attendance by 


In so doing Secre- 
tary Goodwin stated the at-| 
tractiveness of health insurance will 
be increased by giving more adequate | 
protection against expenses due to 
sickness. Complete details on this 
plan is to be found on Page 3 of the 
Life Department this issue. 


a graduate nurse. 
George 





Raymund Daniel Joins 
Industrial Insurers 


RESIGNS INSURANCE FIELD POST 


Nation-wide Ovasuination Names Him 
Executive Sec’y; Has Been Insur- 
ance Newspaper Man 22 Years 
ram of 
Insurers’ 
office of 


In line with its prog 
the Industrial 
created the 






expansion 
Conference has 
executive secretary 


and has named in this capacity Ray- 
mund Daniel, Atlanta, Ga., who is asso- 
ciate editor and resident vice-president 
of The Insurance Field. The appoint- 


ment is effective October 1. 


Mr. Daniel, who will have he adquar- 


ters in Atlanta, will supervise the fur 
ther development of the Conderence: 
which in the twenty-eight vears of its 
existence has grown into one of the 


foremost 


insurance organizations in the 
inculcation and practice of high ideals 
and standards. It has a_ nation-wide 


members. 
r¢ cord of 


representation of 


Mr. Daniel 


company 
established the 


being the only person who has at‘ended 
twenty-three consecutive annual sessions 
of the Conference, although not being 


a member 

Mr. Daniel leaves the Insurance Field 
after a service of twenty-two vears, dur- 
ing which time he has served with such 
pioneers as C. JT. Hitchcock, Young E. 
\llison, Sr., Charles Dobbs, R. W. Conde 
and Thomas R. Weddell, all now dead 

Prior to his connection with Field 
Mr. Daniel was in metropolitan daily 
newspaper work During the World 
War he served in a confidential capacity. 

While in England he visited the high- 
est executives of British, Scottish and 
French insurance companies and_ pre- 
pared for the late Mr. Hitchcock, then 
president of Field, confidential report 
on foreign insurance matters. Only a 
few copies of the report were distrib- 
uted among American insurance execu- 
tives. 

He has been an honorary 
the Alabama Association of Insurance 
Agents for the past twenty years, hold- 
ing emacs membership card No. 1. 
He is a life honorary member of the 
Georgia Association of Insurance Agents 
and holds similar membership in the 
Atlanta Association of Insurance Agents 
He also served as secretary of the old 
Insurance Federation of Georgia and 
also held honorary membership in that 
organization. Mr. Daniel is an alumnus 
of the Alabama Polytechnic Institute 
(Auburn) and a member of the Alpha 
Tau Omega fraternity. 


TRUCKERS MUST INSURE NOW 

Truckers operating in Minnesota must 
now provide themselves with insurance 
in accordance with orders issued a year 
azo by the railroad and warehouse com- 
mission, which says that it has given 
all the time necessary to get the insur- 
ance and is now going to penalize those 
who neglect to do so. 


member of 


VIRGINIA LICENSE DENIED 

The Virginia Department has denied 
renewal of the license of J. L. Story, op- 

rating as the Commercial Insurance 
r° ency, Portsmouth, because he alleged- 

wrote a policy in a non-admitted com- 
pany covering two trucks operated by 
C. G. White and E. L. Cooper of Norfolk 
between Florida and New York. 


Hospital Fees Given 
Airing at Conference 


COMP. CARRIERS UNDER FIRE 


Leon S. Senior Suggests Arbitration 
Board; Says Rising Costs Defeat 
Objects of Statute 


On suggestion of Governor Lehman 
of New York representatives of hospital 
groups and insurance companies writing 
workmen’s compensation conferred Sep- 
tember 8 with Frieda S. Miller, Indus- 
trial Commissioner, and Louis H. Pink, 
Superintendent of Insurance, on fees to 
be paid to hospitals for care of injured 
employes, 

After the conference 
Superintendent Pink 
both sides had submitted lengthly 
would be studied. 
made 


and 
that 
argu- 


Miss Miller 
announced 
Recom- 


ments which 


mendations will be within a few 
days. 
Legislature Action Demanded 

Emanuel Hayt, counsel for the Greater 
New York Hospital Association, de- 
manded “a complete legislative investi- 
gation of the practices of compensation 
insurance carriers and hospital rates.” 
He also asked for an amendment to the 
compensation act that would include a 
provision for fair and legitimate pay- 
ment to hospitals handling compensation 
Cases. e suggested that the whole in 
surance situation might be studied by 
a conmission appointed by the gover- 
nor, which commission would include 
the state industrial commissioner, the 
Superintendent of Insurance, the Indus- 


trial Board and representatives of the 
hospitals, insurance companies and 
labor. Mr. Hayt declared that “A factual 


study of the per diem bed costs of the 
voluntary hospitals the amount received 
from the insurance companies, the losses 
entailed by hospitals in treating these 
the average amount outstanding in 
unpaid bills, as well as the average delay 
before the charges are liquidated, would 
be most illuminating.” 


cases, 


Senior Denies Charges 


Dr. Claude W. Munger, president 
(;reater New York Hospital Association, 
charged the insurance companies with 
attempts to “chisel” on payment of bills. 

Leon S. Senior, general manager 
Compensation Insurance Rating Board of 
New York, denied any “chiseling” activi- 
ties on the part of the companies, but 
suggested that the whole subject should 
be submitted for adjudication to an arbi- 
tration board. 

“The cost of medical care under work- 
men’s compensation,” said Mr, Senior, 
“has risen from 20 cents for each dollar 
of indemnity to 50 cents. Unless this 
rising cost is checked the beneficient ob- 
ject of the law will be defeated. We 
think it is unfair for a public institution 
engaged in rendering service to injured 
workmen to say to an employer or in- 
surance carrier, who has no part in the 
selection of a hospital. ‘This is our price, 
take it or leave it. We will not debate 
the question of our charges and we will 


x” 


not arbitrate’. 


GENERAL CASUALTY IN CANADA 

The Dominion of Canada Department 
of Insurance has issued a certificate of 
registry to the General Casualty Co. of 
America whereby the company can now 
write in Canada burglary insurance, in- 
surance against bodily injury and death 
by accident; and insurance against liabil- 
ity for loss or damage from accident to 
employes or other persons. 


LOSS RATIO IMPROVES 
Companies writing compensation in 
Minnesota have been furnished some as- 
signed risks loss ratio data by James F. 
Reynolds, manager of the rating bureau. 
From October 1, 1935, to September 30, 
1936, the loss ratio of all companies on 
assigned risks was 48%, an improvement 
over the previous six-year period when 

the average loss ratio was 61.7%. 
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Winning Good-Will In 
Adjustment of Losses 


L. K. BABCOCK’S TALK AT QUEBEC 
800 Adjusters See at Least 600,000 Per. 


sons in Course of Year; Discusses 
Medical and Industrial Services 

L. K. Babcock, secretary of the Aetna 

Life and Aetna Casualty & Surety, and 

head of the casualty claim division, t told 


the Eastern regional convention of the 
Aetna Life that the manner in which 
claims are handled has a great bearing 
on the good-will which the company 


builds The importance of good-will a; 
an asset 1s great. 

The company insists upon good im. 
pressions being made on the public and 
that is constantly in the minds of ad- 
justers. It would not be an exaggera- 
tion to say that the company’s 800 ad- 
justers see at least 600,000 persons in the 
Qualities emphasized 

patience, tolerance, 
they must be 


course of a year. 
for them are tact, 
sympathy, courtesy, and 
men of character. 

There is a double dollar involved in 
each claim—the dollar paid for the logs 
and the dollar represented by the good- 
will which is purchased. Every satisfac- 
tory claim adjustment means winning 
persistent clients of the company. 

Mr. Babcock told how friends are won 
by the medical surgical service, directed 
by Dr. R. B. Cragin, medical director; 
and the industrial surgical service, Dr 
R. N. Grav, surgical director. He also 
discussed the company’s — rehabilitation 
clinic in Syracuse, N. Y., now sixteen 
vears old and directed by Dr. C. P 
Hutchins. 


Temporary Certificate Of 
Authority Surrendered 


received by the Michigan De 
partment of the surrender by the par- 
tially organized Sterling Mutual Casu- 
alty Co. of Detroit of its temporary 
certificate of authority, indicates that 
the promoters have abandoned their ef- 
forts to launch this new carrier. The 
mutual had been planned to occupy 4 
special niche in the auto-writing field 
by specializing in writing persons com- 
ing under the motorists’ financial re- 
sponsibility act and requiring statutory 


Notice 


coverage in order to retain their right 
to operate a Car. ae: 
The prospective carrier came in 10f 


adverse publicity in its earliest promo- 
tional stage, when charges were made 
that an employe of the Department ol 
State, attached to the division admin- 
istering the financial responsibility act, 
had arranged to furnish the new cat- 
rier with lists of names of those pet- 
sons brought under the financial re- 


sponsibility act 


P. E. NUTTLE TAKES BRIDE 


Philip E. Nuttle, with the Fidelity & 


Deposit in Newark. N. J., was married 
September 10 to Miss Margaret Henry 
Penick of Montclair, N. J. The bride 
was graduated from the Kimberley 
Schoo! and studied at Hollins College 
and the Boston Conservatory of Music 
She was presented to society several 
seasons ago and is a member of the 
Junior League of Montclair. Mr, Nuttle 
is a graduate of Johns-Hopkins Univer- 


sity and is assistant manag in the 


Newark branch of the F. & | 
MOTOR FATALITIES DECREASE 


T 
) 


According to the Aetna Casualty & 
Surety, automobile fatalit‘es decrease 
22% during the first seven m mths ol 
1938 compared with that period of 1937 
In the thirty-six states from hich sta- 
tistics were compiled, such deaths to 


taled 9,476 in 1938 and 12,078 in 1937. 


HEIMAN IN LARG 3ER OFFICES 


Formal opening of larger offices by 


Heiman & Co. Oklahoma City ocd 
agency at 600 Colcord Building, wa 
marked by announcement of the addi- 
tien of accident and health medical set 


vice and hospitalization departments ref 
resenting the Continental Casualty. 
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On the Production “Firing Line” 





“Forget Past Differences,” Murphy 


Urges, in Fine 


The opportunities for beneficial work- 

-elationships between stock casualty 
and ‘susety agents and their companies 
which lie in the program of the As 
sation of Casualty & Surety Executives 
were stressed by Ray Murphy, assist 
ant general manager of the association, 

‘1 his address Tuesday at Wernersville, 
Pa. before the annual convention of the 
Pennsylvania Association. of Insur: ince 
\eents. Mr. Murphy’s subject was “The 
\ssociation of ¢ ‘asualty: & Surety Exec 
utives and the Agents.’ 

While acknowledging that he was not 
blind to the obstacles nor deaf to the 
expression of differences that in some 
wavs hinder full cooperation between 
companies and agents, Mr. Murphy said 
that these differences are transcended 
by the need for welding the forces of 
-apital stock casualty and surety insur- 
ance into a united front. 


me 


ASSO- 


Barriers to Cooperation 


The speaker maintained that unin- 
formed criticism freely expressed so 
ften creates a barrier to cooperation; 
that hasty resolutions condemning com- 
pany policies, upon ex parte 
hearing, without presentation of the 
ompanies’ viewpoint, can hardly add to 
harmony, can bring only joy to the 
competitor who gleefully views the dis 
cord that sometimes prevails among the 
stock companies and their agents. Stress- 
ing that true friendship and understand- 
ing often grow out of honest and fuil 
interchange of opinion, Mr. Murphy said 


passed 


that this requires that both sides be 
heard. He hammered home this point 
because, he said, “the spoken public 


convention resolutions 
invariably emanate from the agents 
against company policies and practices, 
rather than from the companies against 


criticisms and the 


the agents and their practices.” He 
added : 
“I am definitely of the belief that be- 


cause of the conditions, influences and 
levelopments at which I have only hint- 
ed, upon which T shall not expand, but 
which are surely known to you, which 
laily press upon you and hinder you in 
making your livelihood, and in building 
for the future of yourselves and your 
families—because of these things the 
torces of capital stock casualty and 
surety insurance must not be divided. 
They must be more firmly welded in 
1 united front against any common 
enemy.” 
New Public and Agency Rela- 
tions Department 


constructive side of 
picture Mr. Murphy 


Turning to. the 


the casualtyv-surety 


presented a bird’s-eve view of the activi- 
ties of the Association of C. & S. Exec- 
tives. He said that a department has 
been newly created in the organizatior 


to deal specially 
agency relation 
is being made 
sociations, that 


with the pai oe and 
that through it contact 
with agents and their as- 
through it the insuring 
public and the public generally are be- 
ing made aware of the useful services 
rendered by the association. 

Touching on other phases of the asso- 
clation’s work the speaker showed how 
its claims bureau with an index bureau 
System in eleven cities throughout the 
country, established to improve claim 
conditions and accelerate just settle- 
ments of meritorious claims, has a direct 
Interest for the agent. It helps to reduce 
Msurance costs and thus make insur- 


ance mi attractive, he said. 
Mr. Murphy also outlined the asso 
Clation’s comprehensive accide nt control 


hoe Rram which is conducted through the 
ational Conservation Bureau and urged 


Talk to Pa. Agents 


the agents present to help promote the 
use of the bureau’s accident prevention 
projects in their communities, 

He called particular attention to 
“Treating Dangerous Locations,” the 
traffic safety project for agents which 
the accident prevention committee of the 
National Association of Insurance Agents 
has published in cooperation with the 
National Conservation Bureau. 

Mr. Murphy also described the work 
of the association’s casualty depart- 
ment, surety department, law depart- 
ment, and the Washington, D. C., and 
Pacific Coast offices, all of which, he 
said, are conducting activities of which 
the agents can make good use. 


Elimination of Friction Essential 


“You, the Pennsylvania agents,” Mr. 
Murphy said, “as industrious, ingenious 
and wholly capable men, will realize, I 
am sure, that in every phase of the as- 
sociation’s activities there is material for 
your use, material which should be of 
help to you in writing business, and in 
meeting competition. 

“There is much to be 
of agent and company 
branch of insurance is comparatively 
new and ever widening in scope. Its 
rapid development perhaps has not per- 
mitted equally rapid solution of many 
incidental problems. 

“T feel that elimination of friction be- 
tween companies and agents is essential 
to continued success. The association is 
willing and anxious to act as a liaison 
between companies and agents, bearing 
in mind that it is not an underwriting 
group and does not determine individual 
company practices, 

“T have been thoroughly impressed 
with the fine spirit, the ethical attitude, 
of our membership in dealing with mat- 
ters affecting the public interest. I have 
seen no slightest evidence of failure to 
realize that insurance is a_ business 
clothed with a public interest. This be- 
ine true, I am certain that to any order- 
lv, fair and considerate presentation of 


done in the field 
relations. Our 


agents’ problems, grievances and com- 
plaints, the companies will give equally 
orderly, fair and considerate hearing. I 


firmly believe that progress lies in con- 
sideration of future relationship rather 
than in keeping alive past differences.” 
GUY LANDES LOSES SON 

Edward Landes, 7-year-old son of Mr. 
and Mrs. Guy Landes of Tulsa, suc- 
cumbed recently to pneumonia after an 
illness of a month. His father is a 
member of the agency firm of Landes, 
Seever & Thornton and current chair- 
man of the casualty conference commit- 
tee of the Oklahoma Association of In 
surors, 





TORONTO INSURANCE COURSE 

\n intensive Fall educational program 
has been organized by the Insurance In 
stitute of Toronto and will be ready 
for publication in the course of the next 
few weeks. 


Mass. Bonding 
(Continued from Page 41) 


lines. But he returned to the Massachu- 
setts Bonding, his first love, in Septem- 
ber, 1936, to take charge of casualty lines 


in the New York area. He and Mr. 
Beattie are ably supported by depart- 


mental managers. 

The New York branch occupies five 
floors in the 130 William Street bu'lding 
and outside concerns lease the balance 
of the space including the National City 
Bank, which has the first two floors. 





Underwood & Underwood 
FITZPATRICK 


Casualty Ad Speake 


(Continued from Page 37) 


CLARKE J. 


of his own profits The agent who helps 
mike his community a safer place in 


which to live by taking part in fire pre 


vention activitics, by trying to. brin 
about a reduction in automobile acci 
lents, is provine in the most effective 


that he is an asset to thy 
that he is worth his keep.” 


C. J. Fitzpatrick 


C. J. Fitzpatrick dressed up his_ re 
marks under the intriguing title “Even 
Agents Prefer to Read the Menu Be- 
fore They Order.” He there can 
be no grand canyon between the desk 
at which the ad man plots his mailing 
pieces and the desk at which agents plot 
their production The speaker con 
tinued: 

“The bright and shiny folder 
printer delivers to you invariably repre- 
sents painstaking effort on your part. 
You are convinced that the folder wil! 
accomplish what it was created to ac- 


way possibl 
community 


said 


your 


complish: putting business on the books 
of your agents 3ut does it always 
bring home the bacon? 

“Let’s go back to the beginning. You 


had a darned good idea. You sketched 
it in the rough and later had it put in 
proof form. It struck you as an effec- 
tive brain child. Then what happened ? 
To whom did you show it, or whom did 
vou consult? When it reached vou in 
big packages from the print shop did 
you spring it as a 100% surprise on your 
producers ? had your representative 
producers previously been taken into 
your confidence and played some little 
part in its preparation ? 


“After all, if a mailing piece does not 
impress the man who is expected to 
distribute it, it mav never leave his of 


opinion no mailing 
finished form 
producers be- 


humble 
reach its 
twelve key 


fice. In my 
piece should 
without ten or 
ing consulted. 

‘Apart from ureing the public to con 
sult their agent as they would their doc 
tor or lawyer, we creators of advertising 
pieces will always find it of advantage 
to consult our agents at the same time 
that we consult our layout people and 
printers.” 


Arthur D. Grose 


Arthur D. Grose, discussing the in 
creasingly important question of “Na 
tional Advertising and the Local Agent, 


maintained that it was worthwhile . for 
a stock casualty or fire insurance com- 
pany to conduct its national advertising 
for the agent, about the agent, and with 
the agent’s help. The national advertis- 


ing done so far by the Employer’s Group 


Program 








STANLEY F 


WITHE 


has proved helpful, he said, in proving 
to its agents that there is ample oppor- 
tunity for the sale of various insurance 
contracts “right in the agent’s own back 
yard.” The facts and figures he has 
compiled to date have convinced Mr. 
Grose that a comparatively small na- 
tional advertising appropriation will get 
the company advertiser plenty of evi- 
dence to offer the agent who does not 
recognize his sales opportunity. 

Mr. Grose said he was surprised to 


discover that Mr. and Mrs, America 
will write just as quickly for a book 
plainly labeled “Insurance for the 


Home,” as they will write for booklets 
having to do with accidents, ‘fire and 
crime prevention. “Such requests would 
seem to indicate that all the agents have 
not told all their prospects all the things 
they ought to know about insurance cov- 
erages,” he emphasized. Continuing, the 
speaker said: 

“It has also been interesting to note 
that, when advertising specific booklets 
having to do with accident prevention 
around the home, automobile accident 


prevention, fire prevention, and crim 
prevention, the booklet on crime pre- 
vention proves to be by far the most 
popular 


“Is it possible that this quite apparent 
popularity of the booklet ‘Outwitting the 


Burglar,’ as compared with those hav 
ing to do with accident prevention, 
would indicate that the agent would use 


residence burglary insurance as an en 


tering wedge better than he could us 
some of the other insurance coverages ? 

“But where does the local agent con 
in on all of this? Of course, we give 


the loc al agent a plug in our national ad- 
vertising and in the booklets 
But, as ie is so much a part of the pic 
ture, we give him also all of the infor 
mation | have just given you and sugges- 
tions as to how he may use that infor 
mation to advantage. We feel om 
igents should know, and know 

the results of our national advertising 


advertised 


proeram; that they should be seld) on 
that program: that thev should feel free 
to make suggestions at any time regard- 
ing that program.’ 

David C. Gibson. speaking extempora 
neously, gave the benefit of his own ex 
perience on the subject “So, You Are 


Going to Select an Advertis'ng Agency.” 


eg 


HEAR PUBLICITY EXPERT 
Sam G. Wingfield, publicity and pub 
lic relations expert in New York, treated 


the Insurance Acivertioins Conference 
embers to a close-up view of his trade 
in his talk, “A Team Mate to Advertis 
ing.” He emphasized that public rela 
tions makes no pretense at selling goods, 
but “teamed up with advertising it can 


making and build 


do a tremendous job of 
ing friends for your business.’ 
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Dutch Schultz Money 
Causes Suit on Bond 


GOVERNMENT LED MERRY CHASE 


Court Holds Proceedings Should Be 
Against Police Property Clerk And 
Discharges Surety Company 





New York Supreme Court Justice 
Schmuck has rendered a decision in 
favor of the Century Indemnity in a 


proceeding which involved a number of 
points of interest to sureties on public 
officials bonds. 

Upon arresting the late Arthur Flegen- 
heimer (Dutch Schultz) in 1931, New 
York police seized $18,600 in cash found 
on his person and deposited the money 
with the property clerk of the police de- 
partment \ tew days later when 
Flegenheimer was endeavoring to obtain 
an order for the return of the money 
from the Court of General Sessions, the 
commissioner of internal revenue made 
an income tax assessment against him in 
the amount of $79,263, and a local col- 
lector of internal revenue thereupon filed 
a notice of tax lien with the then prop- 
erty clerk, Thomas Horgan. Shortly 
thereafter a warrant of distraint was 


served upon Police Commissioner Ed- 
ward P. Mulrooney, who refused to turn 
ver the money to the government. In 


February, 1932, Thomas O'Connell, now 
deceased, succeeded Horgan as property 
clerk and filed a bond of the Century 


Indemnity. On taking office O’Connell 
received possession of the money taken 
from Flecenheimer 


Money Paid to Carney 


In July, 1932, Schultz was tried and ac- 
quitted on an assault charge and shortly 
thereafter two remaining indictments for 
assault and for carrying a pistol were 


dismissed. On October 18, 1932, one 
Lawrence Carney (conspicuous in the 
current James J. Hines trial) claiming 


to be the owner of the money, applied 
to a clerk in the property clerk’s office 
for the return of the money upon aff- 
davits, one of which was signed by 
Flegenheimer. The application was ap- 
proved by an assistant corporation coun- 


sel, and the money was paid over to 
Carney. The clerk who paid out the 
money was a civil service employe, 


neither appointed by nor removable by 
the property clerk. The clerk had been 
appointed by the police commissioner, 
who took an independent bond executed 
by the New Amsterdam Casualty in a 
form similar to that given by the Cen- 
tury Indemnity 

The government learned of the re- 
lease of the money and instituted action 
in the Federal courts against the City 
of New York. A judgment was directed 
against the city for $23,162, but the gov- 
ernment lost on appeal in the United 
States Circuit Court of Appeals (82 Fed. 
(2d) 242, reversing 12 Fed. Supp. 169). 

Sought to Sue Surety 

The government then applied to Jus- 
tice Schmuck under the New York pub- 
lic officers law for leave to sue the 
Century Indemnity upon O’Connell’s 
bond. The surety successfully defeated 
the application for permission to sue 
upon several grounds. 

Justice Schmuck held that public of- 
ficers law, §22 required the government 
to proceed against the property clerk tc 
enforce its claim of lien, and not having 


done so the surety was entitled to be 
discharged. He further held that the 
original seizure of the money from 


Schultz was illegal and accordingly pos- 
session and retention of the money by 


the property clerk was not within the 
scope of his office, and similarly not 
within the coverage of his bond. In 
this connection it may be noted that 


when the money was taken from Schultz 
he was charged with assault and carry- 
ing a pistol 
Liability of Surety 

There was no indication that the money 
was stolen, and by reason of the nature 
of the charges the money could not have 
been required to be held as evidence in 
the criminal prosecution. The statutory 


provisions relate primarily to property 
which is alleged to have been lost or 
stolen or which is needed as evidence in 
connection with the arrest. The court 
said: “Likewise it is advisable to call at- 
tention to the question of the legality of 
the possession of the money by the prop- 
erty clerk. If his possession was illegal 
his surety cannot be held, for the un- 
doubted principle of law is that a surety 
on an official bond is not liable for money 
illegally paid to the principal (People v. 
Pennock, 90 N. Y., 421; People v. Lucas, 
93 N. Y., 585). From a perusal of the 
Greater New York Charter, sections 331 
to 336 inclusive, it is clear that in this 
instance the possession and retention of 
the money by the property clerk was 
illegal.” 
Principal Freed 

The court further held that the gov- 
ernment could not show that the prop- 
erty clerk was guilty of any default, be- 
cause the money was released by a clerk 
over whom he had no power of appoint- 
ment or removal, or supervising control 
It was also held that since the gov- 
ernment’s claim had been asserted against 
the property clerk’s predecessor, any 
claim against the property clerk arose on 
the day of his appointment, and conse- 
quently under both New York and Fed- 
eral statutes any action against the prop- 
erty clerk was already barred before 
the government instituted its applica- 
tion for leave to sue the surety. Jus- 
tice Schmuck said, “If the principal is 
thus freed, the surety may also avail 
himself of this means of escape (Chees- 
man v. Cheesman, 236 N. Y. 47).” 

While dismissing the application on 
these grounds, the court held that the 
property clerk’s bond was a public offi- 
cial bond and also that the government 


was a “person” entitled to apply for 
leave to sue. 

Kissam, Murray & Hayden of New 
York appeared for the Century Indem- 


nity while Richard Delafield, assistant 
United States attorney, represented the 
government. 


TO STUDY HOSPITAL INS. PLANS 


Connecticut Governor Appoints Large 
Committee to Prepare Proposals 
For Next Legislature 
In Connecticut a committee of twenty- 
two has been named by Governor Cross 
to prepare a statewide plan of hospital 


care insurance. Leland M. Willson, in- 
surance actuary, is on the committee, 
also Insurance Commissioner John C. 
Blackall. 


Several weeks ago a group that met 
for preliminary discussion at the call of 
the governor agreed that the subject of 
statewide hospital care insurance should 
be studied; that proposals should be 
drafted in advance of the legislative ses- 
sion, and that whatever plan is under- 
taken should be non-profit making in 
character. 





DUST DISEASE DIGEST 
Dr. C. O. Sappington, consulting indus- 
trial hygienist, 330 South Wells Street, 
Chicago, has prepared a pamphlet di- 
gesting the laws of the states dealing 
with dust diseases. Insurance companies 
desiring copies may obtain them from 
Dr. Sappington. 
MEETING IN BALTIMORE 
United States F. & G. district super- 
visors and representatives of the field 
claim department in Maryland, Virginia, 
North Carolina and West Virginia are 
meeting in Baltimore September 15, 16 
and 17 for a sales conference. 
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A. W. MARSHALL & CO. 


One of New Jersey's Leading General Agencies 


31 CLINTON STREET, NEWARK, N. J. 


Deficits 
Special Comp. Funds 


CORRECTIVE METHOD PLANNED 


Found In — 


Investigation of Second Injuries And 
Reopened Cases Said to Have Been 
Made Indifferently 
Report has been made by the Com 
pensation Insurance Rating Board, New 
York, to all insurance carriers, stock, 
mutual, state fund and self-insurers, on 
the condition of the Second Injury 
Fund and the Reopened Case Fund, the 
indicated deficits in each, and a plan has 
been recommended for correction thereof. 
The Superintendent of Insurance had 
directed an investigation of these two 
special funds. The report on that exami- 


nation disclosed that -there is an indi- 
cated deficit of $860,615 in the Second 
Injury Fund as of December 31, 1936, 
and a deficit of $2,583,396 in the Re- 


opened Case Fund as of that date 
Investigation Lax 


It is claimed that one important cause 
for the deficits is that the claims against 
the funds are imperfectly investigated 
because of laxity or indifference on the 
part of individual insurance carriers. 
The Rating Board report states that, 
“As a rule the individual carrier has no 
immediate and direct financial interest 
in the resulting award. The direct in- 
terest arises only where there is a ques- 
tion of liability as between the fund and 
the original carrier, in which case the 
conflict of interest creates a motive to 
favor the carrier as against the fund, It 
is quite true that some of the carriers 
do make satisfactory investigations and 
when designated by the Industrial Boar! 
to represent the fund, perform the duty 
in an efficient manner. But the ab- 
sence of a direct financial interest an! 
the statutory limitation on costs for 
medical testimony create a_ barrier 
which operates against the best interests 
of the funds. 

“Probably remedial legislation 
may be necessary to place the funds on 
a more satisfactory basis, but such legis- 
lation will be inadequate to maintain 
the funds on a satisfactory basis unless 
the carriers are willing to cooperate in 
concerted fashion to create a_ central 
system for the proper review and _ in- 
vestigation of claims chargeable to the 
special funds. Merely increasing the as- 
and thereby enlarging the 
not offer a solution to th: 


some 


sessments 
funds does 
problem. 


Would Avert Larger Deficit 

“It is believed that unless a central 
committee is established with the pur- 
pose of cooperating with the individual 
insurance carriers and with the Indus- 
trial Board, the situation will become so 
bad as to require either heavier contri- 
butions from the carriers, or a repeal of 
the two sections of the law, throwing 
the liability back to the original carrier. 
Neither one of these alternatives will be 
satisfactory because of the increased cost 
to the employers of the state and the 
practical difficulty of ever finally closing 
the files. 

Remedy Proposed 

“The remedy that is offered is em- 
bodied in a plan, the substance of which 
is as follows: It is proposed to organize 


a standing committee, representing the 
several groups of insurance carriers, to 
be known as the ‘Special Funds Conser- 
vation Committee’. 
mittee is to i 


The 


consist of 


standing com- 
five representa- 
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Had 
Active Insurance Caree; 


W. Rae Dempsey, who has been elect. 
ed president of the National Underwri. 
ing Corp., Baltimore, left an executive 
position with the Ohio Casualty to as. 
sume his new duties. National Under. 
writing Corp. is managing attorney-in. 
fact for National Lloyd’s, also of Baltj- 
more. A native of that city, Mr, Demp- 
sey began his insurance career with the 
Fidelity & Deposit. In 1920 he was 
chosen by the United States Fidelity & 
Guaranty as associate manager in charge 
of business development in New York 
State. Later he went with the Independ- 
ence Indemnity of Philadelphia as as. 
sistant vice-president from which he was 
advanced to vice-president, While with 
that company he was sent to Cleveland 
as manager of the Callaghan agency and 
developed its business to large propor: 
tions. He then went to San Francisco 
as vice-president in charge of the com- 
pany’s Pacific Coast division, where he 
had similar success in developing that 
territory. Mr. Dempsey also acted as 
California manager of the Independence 
Fire, one of the Corroon & Reynolds 
group. While with these two Independ- 
ence companies he was elected a vice- 
president of the International Reinsur- 
ance Corp., doing special claim work and 
negotiating reinsurance treaties in ex- 
cess covers throughout the United 
States. Upon liquidation of the Inter- 
national Reinsurance Corp. and the In- 
dependence Indemnity he went with the 
Associated Indemnity as_ vice-president 
in charge of production. After a year 


in San Francisco he was_ placed in 
charge of the Eastern department. in 
New York. 


LOS ANZELES STARTS ACTIVITIES 

The Angeles Accident & Health 
Managers Club has resumed its activities 
with a meeting of the officers and board 
of directors September 13. The first 
business and luncheon meeting of the 
Fall will be held September 20. 


Los 


tives, one representing stock carriers, 
one mutual carriers, one the State In- 
surance Fund, one the self-insurers and 
one the management of the Compensa- 
tion Insurance Rating Board. This 
committee is to select its own chairman 
and to organize a unit to be headed by 
an attorney representing the committee, 
who will be instructed to cooperate with 
the insurance carriers and the Indus- 
trial Board in the investigation and de- 
termination of claims against the spe- 
cial funds. A_ provisional committee, 
which is now working out the plan of 
organization, is prepared to begin op- 
erations September 1, 1938. 

“In a set of rules which have been 
approved by the governing committee 
of the Compensation Insurance Rating 
Board, the conservation committee 1s 
charged with the duty to organize the 
necessary personnel, to formulate the 
method of procedure for investigations, 
and where necessary to cause appear- 
ance before the appropriate authorities 
in connection with claims brought 
against the special funds. The work of 
the committee will be supported by con- 
tributions from members of the rating 
board and the self-insurers, calculated 
on the basis of losses paid by each group 
during the preceding fiscal year in the 
same manner as the expenses for the 
administration of the workmen’s com- 
pensation law by the Labor Department 
are now determined.” 





NATIONAL BODY PROGRESSING 
The Casualty Insurance Adjusters As- 
sociation of Southern California held a 
closed meeting September 8 at which 
the members were made acquainted with 
all the details of the bar and adjusters 
controversy, and also were given copies 
of the new constitution and by-laws, 
proposed as a model for consideration 
in formation. of a national association. 
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